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ABSTRACT 
Statement of Problem 
The fifty years post-independence period has seen India becoming self-
sufficient in food grains and other agro-products, but export of agricultural 
commodities has seen very little growth, particularly in the high-value floriculture 
products. Floriculture products mainly comprise of cut flowers, pot-plants, cut-
foliage, seeds, bulbs, tubers, rooted cuttings and dried flowers / leaves. Export-
oriented floriculture is a hi-tech activity of growing improved varieties of flowers and 
ornamental foliage plants, conforming strictly to the international quality standards, 
either in open field or inside climate controlled greenhouse covers. Hi-tech 
greenhouses have facilities like heating, cooling, fogging, drip irrigation etc., to create 
the desired climatic conditions for producing superior quality flowers and ornamental 
plants. The flowers haying a global demand include Rose, Carnation, Gladiolus, 
Chrysanthemums, Orchids, Anthurium, Gerbera etc. Roses account for about 65 
percent of the global trade in cut flowers, and about 95 percent of Indian cut flower 
projects are growing Roses. 
After liberalization, the Government of India identified floriculture as a 
sunrise industry and accorded it 100 percent export oriented status. The Government 
of India offers several benefits to new export oriented floriculture units. Agricultural 
and Processed Food Products Export Development Authority (APEDA), responsible 
for export promotion and development of floriculture in India, grants subsidies for 
establishing cold storage, pre-cooling units, refi-igerated vans, greenhouses, improved 
packaging &. quality control, and air-freight subsidy to exporters. 
It has been found that commercial floriculture has higher potential per unit 
area than most of the field crops and is therefore a lucrative business. Business houses 
in India have understood this and have adopted hi-tech cultivation of ornamental 
plants and flowers inside modem greenhouses, particularly around Bangalore, Pune-
Nasik belt and Delhi. These include the Tatas, Essar, B.K. Birla, RPG and EID 
Parrys. Being a hi-tech area, Indian entrepreneurs have largely depended on technical 
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collaboration with foreign companies, particularly from The Netherlands and Israel. 
With the GATT promising to open the flood gates for agricultural trade by 2002, 
India is faced with the added challenge of marketing itself aggressively to gain a 
competitive edge through agricultural exports. 
Objectives of the Study 
The present study revolves around the overseas marketing of floriculture 
products and the problems, prospects and strategies for the Indian floriculture 
industry. As the export-oriented Indian floriculture industry is still in the stage of 
infancy, it is dogged by numerous problems and constraints. The researcher found it 
necessary to study these problems, determine the strengths and weaknesses of the 
Indian floriculture industry and analyze the opportunities and threats that exist for the 
industry in the global environment, so that appropriate strategies could be formulated 
for the Indian floriculture industry. 
The export potential of Indian floricultural produce has remained untapped 
due to a variety of reasons, and more particularly due to lack of post-harvest 
infrastructure, bad domestic roads, high cost of inland & air freight and non-
availability of international quality planting material. Floriculture products, 
particularly cut flowers, being one of the most perishable of the agro-products, 
require special attention and care during post-hai^ /^ est handling and transportation. 
Export Marketing of cut flowers is a difficult and specialized area, as it is 
important for those in the marketing chain to have a detailed knowledge of handling a 
highly perishable product, strictly according to the quality standards of the global 
market. If one is successful in marketing a highly perishable product like cut-flowers, 
then it would not be difficult to handle any other agro-product. This is what really 
interested the researcher to take up this study of the export-oriented Indian 
floriculture industry, the problems it is presently facing, the existing and future 
prospects and the strategies required to capture a larger share in the global market pie. 
Methodology 
Although secondary data was used as a framework for research study, 
primary data from the industry sources was collected primarily to know the actual 
nature and quantum of the various parameters under the research study and to 
substantiate the secondary data and check its accuracy and relevance. A complete 
survey of the Indian floriculture industry was undertaken and the particular methods 
used included, personal interview, through questionnaire as well as mailed 
questionnaire. The respondents of North India were contacted at their offices after 
prior appointment, while those of the West and South zone the questionnaires were 
mailed. The respondents showed keen interest in the study and sent back the fiUed-in 
questionnaire well in time, these included business houses like B.K. Birla, Essar & 
Vasavi group of industries. 
The questionnaire was divided into 3 parts. The first part consisted of 
questions of a general nature, particularly relating to the firm. The second part of the 
questionnaire was structured interview. The third part of the questionnaire was 
unstructured, with open -ended questions relating to the strategic course of action the 
industry may take in order to be globally competitive. 
Several parameters have been taken into consideration, in order to ascertain 
the competitive position of Indian floriculture firms in a highly competitive global 
marketing environment. These parameters relate to strategic decisions of individual 
floriculture units, relating to the project location, product profile, size of project, 
management of costs, target markets and many more of such important decisions that 
help in determining the profitability and viability of export oriented floriculture units. 
On the basis of the primary and secondary data, the researcher has been able to draw 
conclusions and suggest strategic course of action, so that the export oriented Indian 
floriculture industry could be benefited by these findings. 
Major Exporters and Importers for Floriculture Products 
Commercial floriculture covers practically the entire globe with about 145 
nation's active participation. The Netherlands is the major exporter of floriculture 
products, followed by Colombia, Israel, Kenya, Ecuador, Italy and Thailand. A rapid 
growth in floriculture production has been witnessed in a large number of developing 
nations, driven largely by growing opportunities in high income markets in Europe, 
North America and Asia. The developing nations emerging as major competitors in 
the international markets include, Zimbabwe, South Africa, Morocco and Uganda in 
Africa; Brazil, Costa Rica, Peru and Argentina in South America^ and Malaysia, 
Singapore, South Korea, China, Sri Lanka, Philippines, India, Taiwan and Mauritius 
in Asia. 
Developed nations with a high per capita income are the major markets for 
floriculture products. Svatzerland tops the nations with the highest per capita 
consumption of cut flowers, followed by Norway, Finland, Austria, Belgium and 
Germany. The per capita consumption of pot plants is highest in Denmark, followed 
by Norway, Switzerland, Sweden, Germany and Austria. Europe is the largest market 
for floriculture products followed by USA and Japan. Among the European nations, 
Germany is the largest market for floriculture products followed by UK, France, The 
Netherlands, Switzerland and Italy. Belgium, Luxembourg, Norway, Denmark, 
Sweden, Austria, Greece, Australia, UAE, Spain, Saudi Arabia and New Zealand are 
the other nations, which import a sizeable quantity of floriculture products. 
Opportunities for Indian Exporters 
Since a very long time, India has a rich tradition of flower consumption and 
production. India has the natural distinction of having varied agro-climatic conditions, 
suited for production of a large species of flowers and plants. India has clear 
advantage in growing Roses in areas around Bangalore and Pune / Nasik region. 
Anthurium and Orchids can best be grown around Thiruvananthapuram, Coimbatore 
and the North East region. Bulbous plants can best be grown in the foothills of the 
Himalayas. India possesses a vast resource of cheap labour, thus increasing the cost 
effectiveness of Indian companies in the international market. This low cost 
advantage can be used for generating cash flows to pay for know-how transformation 
and consultancy for floriculture projects. 
India has easy access to developed and upcoming markets for floriculture 
products, in the South East Asia, Eastern Europe and Middle East. India has close 
proximity to important Asian markets like Japan, Hong Kong, Malaysia, Singapore, 
UAE, Saudi Arabia, Oman, China, Taiwan and Yemen. India is also conveniently 
located near the markets in Southern hemisphere nations like Australia and New 
Zealand. India has close proximity to the Russian Federation, which has a growing 
market for floriculture products. 
Though hi-tech commercial floriculture in India is in its infant stage, yet it has 
received lot of support from the Government. As a result, considerable amount of 
work has been done in the past decade. The Government offers income and other tax 
benefits to new export oriented floriculture companies, in the form of income tax 
holidays and exemption from certain import duties. Provision of sofl loans, financial 
assistance for development of cold chain infrastructure and improved packaging, 
buyer-seller meets, organizing floriculture trade fairs, provision of subsidies to 
exporters and increasing the cold room space at major airports, are the other works 
done by the Government of India to boost floriculture production and exports. 
Problems faced by Indian Exporters 
The following are the major problems faced by Indian exporters: 
• Non-availability of good quality planting material in India. 
• Non-availability of selected plant-protection chemicals in India. 
• High cost of technology. 
• Lack of access to technology suited to local conditions. 
• Lack of access to information relating to trends and preferences in 
international markets. 
• Costly airfreight. 
• Non-availability of air cargo space during peak seasons. 
• Non-availability of direct flights to major importing nations. 
• Insufficient cold room space at major airports. 
• Lack of fumigation facility at major airports. 
• Procedural delays in Government offices. 
• High rate of EU duty on Indian floriculture products. 
• Seasonal demand in European markets. 
• Problems of price realizations. 
• Interrupted power supply and high power tariff. 
• Bad domestic roads. 
• 
Lack of technical personnel. 
High cost of capital. 
Lack of commitment towards quality on the part of few exporters. 
Weak domestic market. 
Lack of professional supporting companies to floriculture. 
Poor handling of flowers during transit. 
Lack of organized marketing, marketing surveys and sales promotion 
activities. 
Conclusions & Marketing Strategies 
As per the survey, majority of floriculture firms were established between 
1990-1995, when the Government announced incentives to export oriented 
floriculture units. Majority of the respondents believe that the minimum viable size of 
a floriculture project should be 2-5 hectares. Overall, the respondents have shown a 
high level of commitment towards their projects. Rose is the most frequent cut flower 
exported by floriculture firms, while Ficus is the most frequently exported foliage 
plant. The most frequent Rose variety exported by the Rose projects under survey is 
First Red, followed by Noblesse, Ravel, Skyline, White Noblesse, Dream, Konfetti & 
Toplesse. 
More than 50 percent of the firms under the survey had Technical 
collaboration, while a few of the firms under the survey had Financial collaboration 
and Buy-back agreement with their collaborators. Majority of the firms under the 
survey imported planting material & greenhouse structures. Among the 15 factors 
identified by the researcher. Careful planning of projects & Quality control measures 
ranked first, with regard to their importance, followed by. Careful selection of plants / 
varieties. Careful grading & conditioning, Exploring new markets, Need for an 
organised domestic market & Cooperatively export floriculture products. 
Air cargo space ranked first in the order of importance in cooperatively using 
various cold chain facilities, followed hy Refrigerated vans. Grading & packing hall's 
and Cold storage at airports. Majority of the firms under survey said that attempts 
had been made towards cooperatively using Air cargo space, while some of the firms 
pointed to the use oiRefrigerated vans on a cooperative basis. 
Majority of the firms under the survey responded by saying that India 
certainly has the Natural advantage of growing a large number of plants in a variety 
of climatic and soil conditions, and India does possess the Cost advantage, 
particularly with regard to low cost labour. Among the problems/ disadvantages for 
the Indian floriculture industry, Costly air freight ranked first, followed by Non-
a\>ailability of air-cargo space during peak seasons, High cost of capital, High cost of 
technology & Weak domestic market. 
Among the works done by the Government, Organizing trade fairs / buyer-
seller meets, was ranked first by the respondents with regard to satisfaction, followed 
by scheme to provide Subsidies to exporters for the purchase of refrigerated vans and 
other cold chain infrastnicture. 
Majority of the firms responded positively to the concept of cooperative 
marketing of floriculture products, under strict quality control and through a common 
brand, in order to build long-term brand image & loyalty in the international markets. 
To the concept, whether a strong domestic market is necessary for quality 
production and viability of floriculture units, all the units under survey responded 
positively. To the concept, whether inter-firm rivalry in the domestic market serves as 
a benchmark for quality production and to effectively gear up firms to compete in the 
global market arena, about 40 percent responded positively while nearly 30 percent 
had negative views. 
Majority of the firms under the survey believe that The Netherlands is the 
major competitor for India in the global market place, followed by Kenya, South 
Korea, Thailand, Zimbabwe, Malaysia and South Africa. Majority of the firms under 
survey foresee Zimbabwe as India's potential competitor, followed by Kenya, South 
Korea, China, Taiwan, Thailand, South Afi-ica & The Netherlands. Majority of firms 
under the survey believe that the Middle East Nations should be the target market for 
Indian floriculture products, followed by Japan, Russian Federation, Germany & 
USA. 
After a thorough analysis of the strengths and weaknesses of the Indian 
floriculture industry, keeping in view the opportunities and threats that are present for 
the industry, the following strategies have been formulated: 
Careful planning of floriculture projects. 
Maximum utilization of the economies of scale. 
Selection of suitable plants / varieties. 
Up keep of up-to-date information on international requirements / regulations 
/ trends. 
Commitment towards productivity. 
A diverse product-line, 
Commitment towards quality management. 
Adoption of new technologies. 
Careful monitoring of post-harvest handling. 
Quality maintenance during transit and cold chain linkage. 
Exploration of new markets. 
Formation of Exporter's cooperatives. 
Continuous research and development efforts. 
Promoting common brand name. 
Establish strong, organized domestic market. 
Determination of competitive advantages for a particular region and then 
exploiting them properly. 
Cost saving efforts. 
Reduction in transit time. 
Exporters should aim the premium markets. 
Infrastructure development and quality standards by the exporters. 
Constant assessment and comparison with better competitors of the world by 
Indian exporters. 
Need for increasing the share in the world floriculture market. 
Formation of committee for project implementation and maintaining quality 
standards by the Government. 
February 10, 2001 Mohd. Afaq Khan 
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PREFACE 
Although India has been growing flowers and ornamental plants since 
hundreds of years, commercial hi-tech cultivation of flowers and plants has taken 
roots only during the last decade and a half. The past decade has witnessed a 
significant change in Indian urban housing system. Rapid urbanization has brought 
about a change in the life style of Indian consumers. With the increasing urbanization 
process, the usage of flowers and pot-plants is witnessing a rising trend. The increase 
in the number of florist shops and plant nurseries throughout the country is a clear 
pointer to the fact that flower and plant usage has increased considerably in the 
domestic market. 
With more and more people shifting to multi-storeyed flats / apartments, with 
little or no space for gardening, the dependence on potted plants for a touch of green, 
has increased. Even those who live in sprawling bungalows with attached gardens, 
depend on potted plants for interior decoration. Majority of these plants used are the 
foliage plants, whose leaves provide the decorative value. A few years ago nobody 
ever thought that there would be such an unusual huge demand for flowers, 
particularly in big cities on the eve of Valentine's Day, when florists were unable to 
meet the demand. A strong domestic market is necessary for the viability of export 
oriented floriculture firms, as it absorbs the non-exportable stuff. 
The export potential of Indian agricultural produce has remained untapped due 
to a variety of reasons, and more particularly due to lack of infrastructure facilities. 
This is particularly with regard to post-harvest infrastructure, insufficient cold storage 
and pre-cooling facilities, lack of refrigerated transport and bad domestic roads. High 
cost of inland and air-freight, non-availability of international quality planting 
material and lack of quality consciousness and awareness among growers, lack of 
proper information of requirements in international market, are some of the other 
factors responsible for India's poor performance in agro-exports. According to Mr. D. 
Rajagopalan (1998), Chairman, Agricultural «fe Processed Food Products 
Development Authority (APEDA), an estimated 30-40 percent of agro-products. 
particularly high-value horticultural products get wasted due to lack of proper cold 
chain facilities and appropriate technology to increase the shelf life of horticultural 
products. Countries like Brazil, Mexico, Thailand and Chile have earned names for 
themselves in the global trade of agro-products, by adopting latest technology for 
increasing productivity and ensuring proper cold chain linkages, so that the quality 
standards of the perishable agro-product are maintained till it reaches the final 
consumer. 
Floriculture products, particularly cut flowers, being one of the most 
perishable of the agro-products, require special attention and care during post-harvest 
handling and transportation. Export marketing of cut flowers is a difficult and 
specialized area, as it is important for those in the marketing chain to have a detailed 
knowledge of handling a highly perishable product, strictly according to the quality 
standards demanded in global markets. If one is successful in marketing a highly 
perishable product like cut-flowers, then it would not be diflncult to handle any other 
agro-product. This is what really interested the researcher to take up this study of the 
export-oriented Indian floriculture industry, the problems it is presently facing, the 
existing and fixture prospects and the strategies required to capture a larger share in 
the global market pie. 
Floriculture industry also offers many socio-economic benefits, particulariy in 
terms of the aesthetic value of flowers and plants, employment generation, rise in 
income level and above all being environment friendly. The global floriculture 
industry is growing at around 10 percent and there is an ample scope for Indian 
entrepreneurs to tap the vast potential overseas markets. As the export-oriented Indian 
floriculture industry is still in the stage of infancy, it is dogged by numerous problems 
and constraints. The researcher has found it necessary to study these problems, 
determine the strengths and weaknesses of the Indian floriculture industry and 
analyze the opportunities and threats that exist for the industry in the global 
environment. The present study collected primary data fi-om the industry and 
secondary data fi-om articles and reports published in various journals, magazines, 
newspapers, and the official publications of the Government of India. Among the 
official publications, the prominent have been sourced from the Ministry of 
Commerce, Government of India, Indian Trade Promotion Organisation, Agricultural 
& Processed Food Products Export Development Authority, Indian Council of 
Agricultural Research and Indian Institute of Foreign Trade. On the basis of the 
primary and secondary data, this study has been able to draw conclusions and suggest 
strategic courses of action, so that the export oriented Indian floriculture industry can 
be benefited by these findings. 
The research study has been divided into eight chapters. The first chapter is 
introductory and gives a general view of the history of floriculture in India and the 
emergence of export oriented hi-tech floriculture. In this chapter an overview of the 
global demand in floriculture products, particulariy cut flowers has been discussed 
and the intensity of competition, particulariy among developing nations with 
reference to India's position has been given. 
The second chapter, World Export Trade in Floriculture, gives an overview of 
the export trade in floriculture products, particularly cut flowers. The trade and 
production data of the major competing nations have been studied. 
The third chapter. Overseas Markets for Floriculture Products - Existing & 
Potential, provides an overview of the existing and potential markets for Indian 
floriculture products, particularly cut flowers. The market structure, regulations and 
requirements with regard to quality and packaging, with regard to individual markets 
have been examined and the implications for Indian exporters have been suggested. 
The major markets that have been studied include Germany, UK, France, The 
Netheriands, Italy, USA, Japan and Switzerland. 
In the fourth chapter. Status of Indian Floriculture Industry, a detailed 
scenario of India's status as a producer and exporter of floriculture products has been 
discussed. The chapter provides information about the various floriculture crops and 
the natural climatic and soil regions where India can exploit its inherent natural 
advantages. The current status of export oriented floriculture production in India and 
the export growth during the period 1988-89 to 1998-99 has also been given. Export 
figures of various floriculture products and the major 30 destinations for Indian 
floriculture products during the period 1997-98 & 1998-99 have been discussed. The 
current status of the R&D activities by Government institutions has also been 
examined in this chapter. 
The fifth chapter, Government Role in the Promotion of Floriculture 
Production & Exports, focuses on the role of the Government of India in promoting 
the export oriented floriculture industry. The role of APED A, the apex body of the 
Ministry of Commerce, Government of India, responsible for the promotion of 
production and export of floriculture products, has been studied. 
The sixth chapter, Major Problems in Production & Export of Floriculture 
Products, gives account of the various problems that are being faced by the export 
oriented floriculture firms in India. The problems have been sourced from the 
industry as well as from published literature. 
In the seventh chapter, A Survey of the Major Exporters of Floriculture 
Products & Analysis, an analysis of the primary data has been done, which was 
collected from floriculture firms with the help of questionnaire. Floriculture firms in 
the survey included a few from the prominent corporate groups like Essar, B.K. Birla 
& Sri Vasavi. The responses helped in ascertaining the quantum and actual nature of 
the problems the export oriented floriculture firms are facing in India. The valuable 
views and opinions of the respondents helped the researcher in substantiating the 
strategies, which are given in the eighth chapter. 
In the eighth chapter, SWOT Analysis & Marketing Strategies for Export 
Oriented Indian floriculture industry, after a thorough analysis of the strengths, 
weaknesses, opportunities & strengths of the Indian floriculture industry, appropriate 
strategies have been formulated, in order to enable the floriculture units to be 
strategically competent, to face the stiff competition in international markets. 
•February. 10, 2001 Mohd Afaq^Khan 
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CHAPTER I 
INTRODUCTION 
CHAPTER I: INTRODUCTION 
Agriculture is the mainstay of Indian economy, accounting for over 40 percent 
of the GDP. It's share in the country's total exports in 1997-98 was around 19 percent 
(Rana, 1998). India holds a place of pride as the second largest producer of 
horticultural products in the world, producing around 48 million tons of fruit und 68 
million tons of vegetables every, year. But the present level of agro-exports is less 
than 1% of the global trade in agro-products (Rajagopalan, 1998). The fifty years 
post-independence period has seen India becoming self-sufficient in food grains and 
other agro-products, but export of agricultural commodities has seen very little 
growth, particularly in the high-value horticultural products. Horticultural products 
include fresh, dried and processed fruits and vegetables, and floriculture products. 
Floriculture products mainly comprise of cut flowers, pot-plants, cut-foliage, seeds, 
bulbs, tubers, rooted cuttings and dried flowers / leaves. Cut flowers are the mainly 
traded floriculture products the world over and account for nearly 60 percent of the 
global market for various floriculture products (Bhattacharya, 1997), followed by pot-
plants. 
Floriculture is that branch of agriculture, which deals with the art and science 
of growing ornamental plants and flowers. Floriculture, till the recent past, was 
considered only as a gardening activity in India. This limited definition of what is 
now a global industry, was perhaps due to the fact that in India till recent past, 
commercial floriculture was limited to growing and trading iii loose flowers. These 
included mostly the traditional species and varieties of. Jasmine, Tuberose, 
Crossandra, Marigold, scented Rose, Aster and Chrysanthemum. These flowers have 
mostly been produced in open fields by small farmers, having somewhat better 
income level than other marginal farmers, growing food crops. Since times 
immemorial, traditional flowers have extensively been used throughout the Indian 
sub-continent as loose flowers or in various forms of gariands. These flowers have 
been used for worship, festivals, social occasions, public functions and personal 
adornments. Some of the traditional flowers like Rose, Jasmine and Tuberose have 
also been used for production of oils and perfumes. The traditional flowers are traded 
throughout the year and are characterized by their high fragrance and a short shelf-
life. They are traded in short stem-length to facilitate making garlands and gajras. 
Traditionally the states of Maharashtra, Tamil Nadu, Kamataka, West Bengal and 
Andhra Pradesh have been the leaders in the cultivation of flowers. 
Export-oriented floriculture is a hi-tech activity of growing improved varieties 
of flowers and ornamental foliage plants, conforming strictly to the international 
quality standards, either in open field or inside climate controlled greenhouse covers. 
These modem flowers having a global demand include Rose, Carnation, Gladiolus, 
Chrysanthemums, Orchids, Anthurium, Gerbera etc. These modem flowers are used 
with long stem in bouquets or in other type of floral decorations. These flowers have 
a very little fragrance, but a longer shelf-life of atleast more than a week and get 
premium price for long stem-length. 
Present Status 
Presently about 60,000 hectares of land is under traditional flower cultivation, 
while modem flowers are grown in about 250 hectares of hi-tech greenhouses. 
Modem greenhouses have facilities like heating, cooling, fogging, drip irrigation etc., 
to create the desired climatic conditions for producing superior quality flowers and 
ornamental plants. Among modem flowers, Roses account for about 65 percent of the 
global trade in cut flowers, and about 95 percent of Indian cut flower projects are 
growing Roses (Gupta, 1996). In addition to Roses, cultivation of Orchids, 
Anthurium, Carnation, Lillium, Gladiolus and Gerbera have also been taken up by 
Indian floriculture firms. Summer flowers like Statice, Gypsophila, Molucella, 
Eustoma etc. have also been taken up by some floriculturists as additional crop 
besides Roses. 
Among pot-plants, Ficus, Dracaena, DieflFenbachia, Aglaonema, 
Philodendron, Monstera, Calathea, Aralia, Cordyline, Palms, Kalanchoe and 
Poinsettia have large demand in overseas markets. Major production centers are 
located around Bangalore, Kolkata, Delhi, Pune, Thiruvananthapuram and a few 
districts of Andhra Pradesh. Dried flowers and plants have established popularity due 
to their low perishability and are being exported in large quantities to USA and 
European markets. Major dry-flower units are based in Kolkata and Tuticorin. Cut-
greens or cut-foliage have a large market, as they are used as fillers in bouquets and 
in flowers vase arrangements. The value of trade in cut-greens has increased 
considerably in the world market. Bulbs, tubers, corms, seeds and rooted cuttings are 
traded extensively in the Indian domestic market. Production of flower seeds for 
export has gone up during the last couple of years. Some of the popular seed 
companies of Europe, Japan and USA have collaboration for the production of flower 
seeds in India (Gupta, 1997). A new concept of plant rental or hiring out potted plants 
for interior decoration of homes and offices is gaining popularity, particularly in big 
cities, where it is very difficult for individuals and firms to maintain a large varietal 
collection of potted plants. 
After liberalization, the Government of India identified floriculture as a 
sunrise industry and accorded it 100 percent export oriented status. The Government 
of India offers tax benefits to new export oriented floriculture units in the form of 
income tax holidays and exemption from certain important duties. Agricultural and 
Processed Food Products Export Development Authority (APEDA), responsible for 
export promotion and development of floriculture in India, grants subsidies for 
establishing cold storage, pre-cooling units, refrigerated vans, greenhouses, improved 
packaging and quality control, and air-fi-eight subsidy to exporters. It has been found 
that commercial floriculture has higher potential per unit area than most of the field 
crops and is therefore a lucrative business. Corporate houses in India have understood 
this and have adopted hi-tech cultivation of ornamental plants and flowers inside 
modem greenhouses. 
During the past decade, numerous firms have come up particularly around 
Bangalore, Pune-Nasik belt and Delhi. The major corporates that have entered this 
sector include the Tatas, Essar, B.K. Biria, RPG and EID Panys. Being a hi-tech area, 
Indian entrepreneurs have largely dependent on technical collaboration with foreign 
companies. Countries like The Netherlands and Israel, which are leaders in hi-tech 
floriculture, have participated in technical collaboration for majority of Indian cut-
flowers projects (Khan, 1999). The NRI investment has also figured in about 50 
percent of the projects, ranging from small amounts of Rs. 20 lakhs to holding upto 
50 percent of the equity (Gupta, 1996). Of the 65 cut-flowers units in production, 35 
are in the South, 20 in the West, while the remairung units are based in North India 
(Bharati, 1999). With the GATT promising to open the flood gates for agricultural 
trade by 2002, India is faced with the added challenge of marketing itself aggressively 
to gain a competitive edge through agricultural exports. 
Global Demand 
Europe is the single largest market for floriculture products, constituting more 
than 70 percent of the global import of cut flowers (Indian Export Bulletin, April 
1998). Developed nations with a high per capita income are the major markets for 
floriculture products. Switzerland tops the nations with highest per capita 
consumption of cut flowers, followed by Norway, Finland, Austria, Belgium, 
Germany, The Netherlands, Japan, Denmark, Sweden, Italy, France and the United 
States of America. The per capita consumption of pot-plants is highest in Denmark, 
followed by Norway, Switzerland, Sweden, Germany, Austria, The Netherlands, 
Finland, France and Belgium {Flora Culture International, February 1997). It is 
customary in Europe, America and Japan to exchange token gifls at various 
occasions, which include flowers, chocolate, jewellery and wine. Flowers are the 
most versatile of all the gifts and are a wonderflil means of conveying our feelings at 
almost all occasions. A list of selected flowers with associated message has been 
given m table 1.1. 
A typical European flower buyer, selected from the majority demographic 
segment of flower buyers, would in most cases be a woman of around 45 years, living 
in an urban agglomeration of medium to high income group. Eighty percent of the 
flowers in Europe are bought by consumers, with long stems and the rest in ready-
made bouquets. 40 percent of the flowers are purchased for gifts, 20-30 percent are 
Table 1.1 
Selected flowers & foliage and the associated message they convey to 
our feelings, world-wide 
S.No. 
1 
2 
3 
4 
5 
6 
7 
8 
9 
10 
11 
12 
13 
14 
15 
16 
17 
18 
19 
20 
21 
22 
Flowers 
Rose 
Rose (yellow) 
Rose bud 
Marigold 
Carnation (red) 
Chrysanthemums 
Chrysanthemums (white) 
Chrysanthemums (yellow) 
Clirysanthemums (red) 
Lily (white) 
Ivy 
Iris 
Pansy 
Hollyhock 
Almond blossom 
Aster (double) 
Aster (single) 
Cactus 
Butter cup 
Broom 
Bay Leaf 
Dead Lines 
Associated Message 
Love 
Jealousy 
Innocence 
Anxiety, Despair, Grief 
Alas for my poor heart 
Cheerfulness under adversity 
Truth 
Slighted love 
I love 
Purity 
Friendship, Marriage, Assiduous to please 
A message Flame, I burn 
Thoughts 
You will be my death 
Hope, Indiscretion 
I partalie your sentiment 
I will thinli of it 
I burn, warmth, Ardour 
Childishness 
Humility and Neatness 
I change but in death 
Sadness, Melancholy 
Source: Floriculture Today, New Delhi , January 1998, p. 26. 
T a b l e 1.2 
Top F lower Days in M a j o r M a r k e t s 
S.No 
1. 
2. 
3. 
4. 
5. 
6. 
7. 
8. 
9. 
10. 
11. 
12. 
13. 
14. 
15. 
16. 
17. 
18. 
19. 
20. 
21. 
22. 
23. 
24. 
25. 
26. 
27. 
28. 
Date 
r' Jan. 
6"'Jan 
7"" Jan 
14"-Jan 
16*^  Jan 
24"'Jan 
14"" Feb 
S'^Mar . 
7-8 Apr 
18"" Apr 
2 r 'Apr 
23'" Apr 
24"^  Apr 
27"" Apr 
29"* Apr 
30"* Apr 
r 'May 
2°" May 
S'^May 
4* May 
S'^ 'May 
S'^May 
9"" May 
12 May 
16 May 
20 May 
25 May 
26 May 
Events & Country 
New Year Day 
Three King's Day 
Russian Christmas 
Russian New Year Day 
Adult's Day in Spain 
Tatjana Day in Russia 
Valentine's Day 
Women's Day in Russia 
Easter 
Secretajy Day in Belgium, 
Luxembourg, France & The 
Netherlands 
Secretary week begins in USA 
Green week begins in Japan. Saint 
George Day in Greece, UK, Japan and 
Spain 
Secretary Day in Japan. 
Independence day in Israel 
Secretary's week ends in USA 
Green week ends in Japan 
Secretary's week begins in Ireland. 
Queen's Birth Day in The Netherlands 
Labour Day 
Secretaiy's week ends in Ireland 
Constitution Day in Japan 
Memorial Day in The Netherlands 
Mother's Day in Hungary, Portugal & 
Spain 
Liberation Day in France and Czechia 
War End Day in Russia 
Mother's Day in Belgium, Denmark, 
Germany, Finland, Greece, Italy 
Father's Day in Germany 
High School End Day in Russia 
Carnation Revolution in Portugal 
Mother's Day in Poland, Sweden 
S.No. 
29. 
30. 
31. 
32. 
33. 
34. 
35. 
36. 
37. 
38. 
39. 
40. 
41. 
42. 
43 
44. 
45. 
46. 
47. 
48.. 
49. 
50. 
51. 
52. 
53. 
54. 
55. 
Date 
27 May 
2°''Jun 
S'^Jun 
10"'Jun 
18"'Jun 
24'^Jun 
6"'Jul 
14">Jul 
21''Jul 
r 'Aug 
15"^  
Aug 
V' Sep 
2"" Sep 
30 Sep 
5"-Oct 
1" Nov 
2°''Nov 
3'" Nov 
5"'Nov 
9"" Nov 
10 Nov 
11 Nov 
20 Nov 
24 Nov 
28 Nov 
23"^ " Dec 
25-26 Dec 
Events «& Country 
Memorial Day in USA 
Mother's Day in France 
National Rose Month in USA, 
National Day and Father's Day in 
Denmark 
Troica in Russia 
Medical Staff Day in Russia, 
Father's Day in The Netherlands 
School Finish Day in Russia 
Post Office Staff Day in Russia 
National Day in France 
National Day in Belgium 
National Day in Switzerland 
"Maria Ascension Day", 
National Day in Spain 
School Opening Day in 
Russia 
Labor Day in USA 
Vjera, Nadjezda, Ljubov Day in 
Russia 
Teacher's Day in Russia 
All Saint's Day 
All Souls' Day 
National Culture Day in Japan 
Election Day in USA 
Almudena in Spain 
Father's Day in Finland, Norway, 
Sweden, Police Day in Russia 
Liberation Day in France, Veterans 
Day in USA 
Buss Und Bettag in Germany 
Toten Sontag in Germany 
Thanks giving Day in USA & Japan 
Emperor's Birth day in Japan 
Christmas 
Source: Compiled from reports published in 
(January 199.7, p. U , April 1997, p. 
and September 1999, p. 15). 
Floriculture Today, New Delhi 
50, July 1997, p. 46, May 1998, p. 44 
purchased for special occasions and 20-25 percent for decoration at home (Indian 
Export Bulletin, March 1997). On some of the particular days of the year, there is a 
huge demand for flowers worldwide and more particularly in Europe, USA and 
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Japan. Some of the popular flower days include Christmas, Valentine's Day, Mother's 
Day, Easter, All Saint's Day etc. Producers in developing nations, particularly in 
South America, Africa and South East Asia concentrate on their marketing efforts to 
take advantage of the huge demand during these special days. The top flower days 
celebrated in the major importing nations are given in table 1.2 
In addition to the European nations, USA & Japan, the Southern hemisphere 
nations like Australia, New Zealand and South Africa provide good export 
opportunities for Indian producers. This is because in India the winter is the main 
growing season for flowers, when it is summer time in the Southern hemisphere 
nations. Mega cities in South East Asia with an upper class having a good purchasing 
power and a cosmopolitan life-style, such as in Singapore, Hong Kong, Bangkok, 
Jakarta, Kuala Lumpur, Manila, Seoul and Taipei, and the rich Gulf States are 
growing markets for Indian floriculture products. 
Extent of Competition 
Export oriented floriculture activities are being undertaken almost all over the 
globe. Every nation that possesses a competitive advantage in floriculture production 
is actively participating in it, particularly in Europe, South America, Africa and 
South-East Asia. Developed nations account for over 80 percent trade, while 
developing nations take less than 20 percent (Gowda, 1997). The Netheriands is the 
leader of the world floriculture industry and has the advantage of having a small 
domestic market and a large export market. The success of the floriculture industry in 
The Netherlands, which has been the main stay of Dutch economy for generations, is 
due to the strong R&D support for this sector, excellent post-harvest care and 
handling, promotional activities of Dutch associations and a rapid rise in consumption 
of floriculture products among the European nations. The Netherlands is the largest 
exporter of floriculture products, with a global market share of over 60 percent for cut 
flowers and about 50 percent for potted plants {Floriculture Today, November 1996). 
In 1995, the Dutch share in the global cut-flowers exports was 64 percent, followed 
by Colombia with a 14 percent and Israel with 4.2 percent. Other major exporters of 
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cut flowers included Kenya, Ecuador, Italy and Thailand (Indian Export Bulletin, 
April 1998). Zimbabwe, Malaysia, Singapore, Morocco, Costa Rica, New Zealand, 
South Africa, Taiwan, Uganda, India, South Korea, Philippines, Australia, Mauritius 
and Sri Lanka are the up-coming nations in global trade of cut flowers. 
Among cut flowers. Rose is the most important flower traded in almost all the 
world markets. It's favourable value to weight ratio and high sales volumes are the 
reasons why many developing nations have established floriculture industries in 
Roses. The European Union (EU) is the largest market for floriculture products and 
The Netherlands is the main supplier of Roses to the EU markets. In 1995, The 
Netheriands supplied 1,657.8 million Rose stems to the EU, followed by Kenya 
(310.5 million Rose stems), Zimbabwe (224 million Rose stems), Israel (214.7 
million Rose stems), Ecuador (64.5 million Rose stems) and Colombia (46.3 million 
Rose stems). India, which primarily produces Roses for the export market, was 
ranked 15* by supplying 10.6 million Rose stems to the EU market in 1995 (Indian 
Export Bulletin, April 1998). The other important supplier of Roses to the EU market 
include Canary Islands, Uganda, Zambia, Tanzania, Morocco, Malawi, Brazil, 
Belgium-Luxembourg, Germany, Italy, France, USA, Spain and South Africa. 
The other important flowers, which are traded globally, include Carnation, 
Orchids, Chrysanthemums, Anthurium, Gladiolus, Tuberose etc. The main markets 
for Carnation are Europe, Japan and USA. The European market is very competitive 
with Colombia, Kenya and Spain supplying large quantities of Carnation to the 
European market. Colombia is the main supplier of Carnation to the US market. 
Ecuador is also coming up v^ ath various varieties of Carnations (Floricidtiire Today, 
April 1998). The Netherlands is the only European nation with a sizable orchid export 
industry. The Dutch mostly cultivate Cymbidium orchids in greenhouses and export 
the product year-round. In 1993, The Netherlands exported 51.8 million orchid stems, 
valued at US $ 77.4 million. Cymbidium orchids are the eighth most important flower 
in sales at the European cut-flowers auctions. 
Production of Cymbidium orchids during off- season comes from The 
Netheriands, Australia and New Zealand. Thailand and Singapore are the main 
suppliers of Dendrobium orchids. More than 3,600 tons of Dendrobium were 
imported by the European markets, in 1993 (Laws, 1995). Japan, USA and the 
Middle-East nations are the main markets for Anthurium. The main exporters of 
Anthurium are Hawaii, Mauritius, The Netherlands, South East Asian countries and 
to some extent Sri Lanka (Gowda, 1997), Tuberose is grown for export by countries 
like Kenya, India and Mexico for the main markets in Europe, USA & Japan 
{Floriailttire Today, July 1997). 
In pot-plants. The Netherlands dominates the export trade, followed by 
Denmark, Belgium-Luxembourg, Germany, France, Italy and USA. From among the 
developing nations the main exporters are Costa Rica, Guatemala, Cote d'lvoire, 
Egypt, Jamaica, Sri Lanka and the South-East Asian countries. There is a year round 
demand for cut-foliage or cut-greens in Europe, USA and Japan. Italy has dominated 
the export trade in cut-foliage. Sri Lanka is the major supplier from Asia to Europe 
and Japan. Other important producers of cut-foliage are Costa Rica, Guatemala, USA, 
Spain, Mexico, Canada, Denmark, Kenya and Zimbabwe. 
High cost of production among the developed nations and increase in 
floriculture production in various developing nations throughout the globe is taking 
its toll. The European nations, particularly the Dutch floriculture industry is facing 
tough competition from growers in the Third Worid countries. This however is not a 
problem for specialist growers, who get premium price due to high quality of their 
produce. The key strategy, which seems to have been adopted by the Dutch 
floriculture industry is, specialization and innovation. Dutch exporters are highly 
specialized in their product line and stick to one type of material handling, rather than 
doing everything (Floriculture Today, December 1998). 
Indian exporters have to face stiff competition from other developing and least 
developed nations, who are exempted from import duties by the EU market. The 
existing players in floriculture trade like Colombia, Kenya, Ecuador, Zimbabwe and 
Israel, who started much earlier than India, get preferential treatment by the EU, 
whereas Indian exporters have to pay 9 to 12 percent import duty in EU nations 
(Floriculture Today, January 2000). In addition to Israel, countries like Cyprus, 
Morocco and Jordan do not pay duties, but are subjected to quota restrictions whereas 
the ten African, Carribean and Pacific (ACP) nations, ten Central and South 
American nations, non ACP least developed nations, European overseas countries 
and territories, Turkey and Malta are exempted from duties on flowers exported by 
them to the EU {Indian Export Bulletin, March 1997). There is going to be a very 
intense competition in the fiiture, as the developing and least developed nations try 
hard to grab a larger share of the global floriculture market pie. Indian floriculture 
units need better organize / coordinate and enhance their capacities and capabilities 
and gear up to gain the opportunity share in the potential global floriculture trade. 
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CHAPTER II 
WORLD EXPORT TRADE IN 
FLORICULTURE 
CHAPTER II: WORLD EXPORT TRADE IN FLORICULTURE 
Commercial floriculture spans practically the entire globe with around 145 
nation's active participation. Additionally, in many other countries, floriculture 
production is undertaken in small areas. The Netherlands is the leader in the world 
floriculture industry and has the distinction of having a small domestic market and a 
large export market, whereas other developed nations mostly cater to their domestic 
demands (Narayana, 1996). Developed nations account for over 80 percent of the 
world trade in floriculture products, while developing nations share is less than 20 
percent (Gowda, 1997). 
The present chapter attempts to give an overview of the world floriculture 
trade, in the first part. In the second part of this chapter, the major producers & 
exporters of floriculture products have been described. These include, The 
Netherlands, Colombia, Israel, Kenya, Ecuador, Italy & Thailand. In the third part of 
this chapter, some of the upcoming exporting nations have been given. These include, 
Zimbabwe, Malaysia, South Africa, South Korea & Taiwan. 
2.1 An Overview 
A rapid growth in floriculture production has been witnessed in a large 
number of developing nations, driven largely by growing opportunities in high 
income markets, in Europe, North America and Asia. Improved cultivation and post-
harvest management techniques, combined with cheaper and more widely available 
air transport, are making it possible to exploit costs, seasonality and climatic 
advantages in producing flowers and plants for these markets. The location of 
production has shiflied significantly over the past twenty five years, and in Europe the 
search for locations with lower costs and favourable growing seasons has prompted 
production to expand in Mediterranean countries like Italy, Spain and Greece. More 
recently, production has largely shifted to a large number of countries in South 
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Table 2.1 
Main Cut-flowers Exporting Nations by Value (CIF) 1991-1995( million of US S) 
E x p o r t i n g c o u n t r i e s 
World e x p o r t s of 
which f rom: 
The Ne the r l ands 
Co lombia 
I s rae l 
Kenya 
Ecuador 
I ta ly 
T h a i l a n d 
Spain 
Z imbabwe 
France 
New Zealand 
Malays ia 
Uni ted S ta tes 
Mexico 
Costa Rica 
S ingapore 
Be lg ium -
Luxembourg 
Aus t r a l i a 
India 
Maur i t i u s 
Others 
a/: The cr 
1991 
V a l u e % 
3 3 5 1 . 7 
2 1 4 7 . 4 
3 8 7 . 1 
145.9 
53.6 
22 .1 
1 13.2 
75 .5 
70 .3 
16.6 
31.9 
17.1 
11.5 
23 .0 
18.8 
15.0 
17.8 
6.6 
16.8 
2.0 
5.4 
154.1 
ca t ion of 
100.0 
64 .0 
11.5 
4.3 
1.6 
0.6 
3.3 
2.2 
2.0 
0.4 
0.9 
0.5 
0.3 
0.6 
0.5 
0.4 
0.5 
0.1 
0.5 
0.0 
0.1 
5.6 
a s ing le P 
1992 
3 5 6 5 . 5 
2 2 4 1 . 6 
4 4 2 . 1 
148.2 
63.2 
31 ,7 
1 15.4 
74 .5 
65 .4 
29 .5 
33 .9 
20 .5 
18.6 
29 .6 
15.5 
16.7 
22 .9 
8.4 
15.6 
2.5 
5.8 
164.8 
1 9 9 3 a / 
3 0 2 6 . 7 
1744 .2 
4 6 2 . 3 
134.8 
68 .4 
44 .0 
78 .8 
73 ,5 
47 .4 
29 .7 
29 .2 
23 .4 
24 .2 
3 1 . 1 
17.2 
18.5 
22 .7 
8.6 
16.7 
2.5 
5.6 
143.9 
1 9 9 4 a / 
3 4 4 5 . 0 
1995.9 
483 .4 
152.5 
85 .8 
63.1 
86 .8 
76 .9 
59.5 
36 .8 
35 .3 
33 .8 
31 .3 
30 .4 
18.5 
22 .6 
22 .8 
16.7 
19.8 
5.6 
S.4 
162.1 
QO-} . - ^ . . . 1 
1995 
Value 
3 7 1 6 . 8 
2 1 0 2 . 2 
525.0 
158.7 
103.5 
102.2 
92 .3 
80.5 
60 .0 
51.9 
39 .6 
37 .1 
29 .7 
28 .6 
27 .9 
23 .3 
22 .7 
21 .6 
20.6 
I 1.4 
6.7 
192.9 
»/ 
% 
100.0 
56.5 
14.1 
4.2 
2.7 
2,7 
2,4 
2.1 
1.6 
1.3 
1.0 
0,9 
0.8 
0.7 
0.7 
0.6 
0.6 
0.5 
0.5 
0.3 
0.2 
5.1 
Source 
unde r - r eco rd ing of intra - EU t r ade . 
UNSO / ITC Comtrade Database System reproduced in Indian Export 
Bulletin, ITPO, New Delhi, April 25, 1998, p. 15. 
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America, Asia and Africa. However, in Europe a strong emphasis is being placed on 
research and innovation. The Netherlands, capitalized on its proximity to the rapidly 
growing high-income markets of Europe, to become the center of the global 
floriculture trade. 
The Netherlands has become the largest exporter of cut flowers with an 
estimated market share of nearly 57 percent in 1995, followed by Colombia (14.1%) 
and Israel (4.2%). The other nations leading in exports of cut flowers are given in 
table 2.1. These nations included Kenya, with a market share of around 2.7 percent, 
Ecuador (2.7%), Italy (2.4%) and Thailand (2.1%). These seven nations together 
accounted for nearly 85 percent of the world trade in cut flowers, in 1995. Other 
upcoming nations in cut-flowers exports, in 1995 included Zimbabwe, New Zealand, 
Malaysia, Mexico, Costa Rica, Singapore, Belgium-Luxembourg, Australia, India and 
Mauritius {Indian Export Bulletin, April 1998). 
Export of pot-plants has been dominated by The Netherlands with over 47 
percent of the world total in 1986. The next largest exporting nations were Denmark, 
Belgium-Luxembourg, Germany, France, Italy and the United States. The Western 
European and North American nations constituted over 90 percent of the global pot-
plant exports (Gunnerod, 1998). Other nations active in pot-plant exports include, 
Costa Rica, Guatemala, Honduras, Argentina, Brazil, Colombia and El-Salvador in 
Central & South America. The Afiican nations exporting pot-plants include, Cote 
dTvoire, Togo, Burundi, Kenya, Madagascar and Rwanda. Other major developing 
nations supplying pot-plants to the global market include, Egypt, Jamaica, Malaysia, 
South Korea, Singapore, Thailand, Turkey and Sri Lanka. Pot-plants exports, 
including flowering and bedding plants constitute a business value of US $ 15 billion 
(Natarajan, 1997). 
Italy dominated the exports in cut-foliage and supplied US $ 33 million worth 
of cut-foliage to the global market in 1986. Italy was followed by USA, Denmark, 
Canada, Costa Rica, Guatemala and Mexico. Costa Rica and Guatemala are among 
the major developing nations exporting Leather Leaf ferns, while Mexico supplies 
sizable quantity of Chamaedorea Palm Leaf. Some of the other developing nations 
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exporting cut-foliage include Brazil, China, Honduras, India, South Korea and 
Taiwan (Gunnarod, 1988). Recently Sri Lanka has emerged as a major exporter of 
cut-foliage from Asia, and Kenya and Zimbabwe from Africa. The global demand for 
cut-foliage is estimated at US $ 1.6 billion for the year 2000 (Floriculture Today, 
March 1999). The Netherlands ranks first in the dried-flower industry, as it has 
developed its infrastructure and expertise more around trading activities through re-
distribution. The other leading exporters in dried-flower trade include, Colombia, 
Mexico and Israel. India has emerged as an active exporting nation of dried-flowers, 
primarily to the United States, Germany, The Netherlands and the U.K. 
The next section discusses the major floriculture producing & exporting 
nations. 
2.2 The Major Producing and Exporting Nations 
The major producers and exporters of floriculture products include The 
Netherlands, Colombia, Israel, Kenya, Ecuador, Italy and Thailand. In 1995, these 
seven nations constituted almost 85 percent of the global export trade in cut flowers. 
(a) The Netherlands 
Floriculture has been a mainstay of the Dutch economy for generations and 
The Netherlands has the biggest area covered by glass in the worid. The Netheriands 
is the largest exporter of floriculture products with a global market share of around 60 
percent for cut flowers and 50 percent for pot-plants. The success of the Dutch 
floriculture industry is due to strong R&D support for this sector, excellent post-
harvest care and handling facilities, closer links between research and producers, 
promotional activities by Dutch associations and an ever growing flower consumption 
market in Europe (Floriculture Today, November 1996). In 1995, more than 4 billion 
cut flowers and approximately 500 million plants found their way to the Dutch 
auctions - both for local consumption and exports. 80 percent of the auctioned 
products were sold abroad by exporters (Floriculture Today, December 1996). 
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There has been a tremendous development of the Dutch auctions, which had 
earUer evolved from small cooperatives, where small producers, mainly small family 
holding growers of 4000 to 6000 square metres farm area, would take their flowers 
for auctioning (Reddy, 1999). Now the Dutch auctions function as a pivot around 
which the International floriculture trade revolves. As the Dutch auctions play very 
prominent role in the world floriculture exports, one has to understand the mechanism 
of Dutch auctions (please refer chapter 3). The Dutch auctions act as a price setting 
mechanism for the world floriculture trade (Narasimhan, 1997). 
The important reason for the success of Dutch growers is that the owners are 
actual farm managers, many of whom are billionaires, yet they work by hand in their 
farms. The second reason for their success is job specialization. Not only the growers, 
even exporters are highly specialized in their product Hne, and stick to one type of 
material handling rather than doing everything. It is the system of specialization-to-
perfection, which has made the Dutch industry, the world leader (Floriculture Today, 
December 1998). In The Netherlands, the area under cultivation has increased from 
5,600 hectares to nearly 6,121 hectares, in 1994 {Floriculture Today, March 1997). 
The growers prefer to start fi-om cormlets rather than use old corms 
and bulbs, that have been used early by other growers, so as to keep the quality under 
flill control. The growers are now going in for specialization even to the variety level, 
so as to produce the highest possible level of quality. Despite all its success, the 
Dutch floriculture industry is passing through a phase of transition. The younger 
generation of farmers, more interested in jobs other than farming, is leaving its 
ancestral occupation. As a result the overall area under cultivation is almost stagnant. 
However, The Netheriands source's floriculture products in wide assortment of 
varieties from upcoming nations, repackage them and supply to the European and 
Japanese markets. 
Large farmers in The Netheriands are going in for mechanization. For 
example, Ardea BV, a Tulip and Lilium grower has done complete mechanization 
covering the entire operations of planting, growing and flower harvesting. The entire 
crop is harvested in one room, as the trays with crop walk into the harvesting room 
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and go back to their locations in the greenhouse automatically, thus requiring minimal 
workforce {Floriculture Today, December 1998). 
The Netherlands is the only European country with a sizable orchid exporting 
industry, in addition to growing Tulips, Lilium, Iris, Roses etc. The Dutch cultivate 
mostly Cymbidium orchids in greenhouses and export the product year round. In 
1993, The Netherlands exported 51.8 million stems of Orchids, valued at US $ 77.4 
million. However, export volume has dropped 33.8 percent since 1990 and export 
value by 2.1 percent (Laws, 1995). The Phalaenopsis orchid is exported in the early 
months of the year and is available in a range of white & pink varieties, although 
supplies of red lip and yellow lip are limited. They are usually supplied in boxes in 
single colours, although some exporters make mixed boxes, as per the requirements 
of importers. Among pot-plants, Ficus species are the most popular ones with 
characteristics of better leaf retention, longer life and a hardier plant to withstand 
packing and transportation. Around 60 Ficus varieties have been developed in The 
Netherlands since the past few years, having variegated, twisted and other eye-
catching peculiarities in their leaves (Floriculture Today, March 1997). 
(b) Colombia 
Colombia is the world's second largest cut-flowers exporter after The 
Netherlands. Colombia had a share of approximately 10 percent of the worid exports 
in 1986 (Gunnerod, 1988), which increased to 12.4 percent in 1992 and to 14.1 
percent in 1995 {Indian Export Bulletin, April 1998). Colombians grow flowers 
through out the year. Growers ship Roses to the United States for Valentine's Day 
and red Carnations to Russia for October Day. The US is Colombia's largest flower 
market. Colombia sends 77 percent of its flowers to the United States. Colombian 
blooms make up 81 percent of all cut flowers imported by the United States 
{Floriculture Today, March 1998). Colombian exports as reported by the Colombian 
Tax and Customs Administration, increased from US $ 340.8 million in 1992 to US $ 
475.7 million in 1995. In 1995, Colombia shipped 80.4 percent to the North 
American markets, 16.2 percent to the E U, 0.42 percent to the rest of Europe and 3.1 
17 
percent to all other markets. Among the European nations, UK is Colombia's largest 
market, receiving 7 percent of the exports in 1995 (Indian Export Bidletin, April 
1998). An analysis by destination of Colombia's exports of cut flowers is shown in 
table 2.2. 
Table 2.2 
Colombia: Export of flowers, by destination and by value, January to December 1995(in 
thousands of US dollars) 
Destination 1 
Total Exports of 
which 
United States 
Canada 
•Rest of North 
America 
United Kingdom 
Germany 
The Netherlands 
Spain 
France 
Italy 
Ireland 
Rest of Europe 
Japan 
Hong Kong 
Taiwan 
Rest of Asia 
Russian 
Federation 
Carnation 
Standard 
145439 
86,986 
4,486 
576 
23,856 
7,394 
5,664 
3,676 
1,443 
245 
1,106 
5,877 
1,216 
147 
118 
2,172 
478 
Spray 
51109 
34,493 
1,781 
211 
4,897 
955 
763 
35 
1,903 
45 
578 
3,068 
654 
293 
6 
1,366 
61 
Chrysanthemum 
Standard 
7,974 
7,099 
23 
71 
~ 
1 
— 
4 
0.3 
— 
— 
771 
0.3 
0.7 
— 
3 
0.6 
Spray 
50,680 
48,852 
416 
1,203 
102 
5 
16 
16 
25 
— 
3 
0.2 
3 
— 
— 
31 
8 
Rose 
13,6565 
11,6260 
3,115 
1,140 
927 
2,225 
1,484 
1,048 
606 
2,871 
133 
2,004 
16 
259 
9 
2,609 
1,858 
Others 1 
82,578 
73,927 
1,108 
592 
1,757 
327 
287 
329 
590 
283 
92 
1,368 
181 
629 
3 
1,064 
41 
Total 1 
473,702 
367,618 
10,929 
3,791 
31,539 
10,908 
8,214 
5,107 
4,568 
3,444 
1,911 
12,675 
2,070 
1,330 
136 
7,016 
2,446 
Source: National Department of Statistics and ASOCO FLORES (Bogota ), reproduced in Indian Export 
Bulletin, ITPO, New Delhi, April 25,1998, p. 23. 
Carnations were the main flower exported in 1995. The share (by volume) of 
individual flowers and types were: standard Carnations 30.7 percent, spray Carnations 
10.6 percent, Roses 28.8 percent, spray Chrysanthemums 10.7 percent, standard 
Chrysanthemums 1.5 percent and other flowers 17.7 percent. In 1995, Colombia 
exported 145 million Carnations (standard), 51 milHon Carnations (spray), 136 
million roses, 58.6 million Chrysanthemurhs and 82 million other flowers {Indian 
Export Bulletin, April 1998). However in 1996 the figures were highly impressive, as 
Colombia exported 1.2 billion Carnations (standard), 462 million Carnations (spray), 
18 
537 million Roses and 105 million Alstroemeria - a bell shaped flower, native to 
Colombia, which come in variety of colours. {Floriculture Today, March 1998). 
Cut flowers for export are produced almost entirely in plastic greenhouses. 
The area of greenhouse production increased from 3,691 hectare in 1990 to 4,000 
hectare in 1994 and 4,200 hectare in 1995 (Indian Export Bulletin, April 1998). The 
Colombian floriculture industry has gained a reputation for producing flowers of 
consistently high quality. All leading growers pre-treat various type of the flowers 
with preservatives, to extend shelf life. Majority of Colombian exporters have made 
substantial marketing efforts and many of them have established wholly owned 
importing or wholesaling companies in America and Europe (Gunnerod, 1988). In 
Colombia, Rose production has changed, with the introduction of modem varieties 
and techniques, making the Colombian Roses comparable to those of the 
Ecuadorians. Colombian Rose importers in the United States who traditionally 
preferred flowers at tight cut stage, now prefer blooms at a more open cut stage 
(D'hont, 1998). 
Colombia being 2700 metres above sea level, the equatorial climate provides 
high light intensity all year round, near perfect day lengths to achieve the desired 
balance between flower production and negative growth, and a seasonal temperature 
range which seldom falls below 10° C. or rises above 20° C, resulting in very high 
quality carnations and roses (Indian Export Bulletin, April 1998). The fertile fields of 
the Bogota Savarmah, or plain, basking in spring like conditions all the year round, 
produce 92% of the Colombia's commercial flowers (Floriadture Today, March 
1998). Standards of production in Colombia are high and with the completion of a 
modem 5,000 sq. metre flower terminal at Bogota airport, has enabled the majority of 
producers to operate a fiiU temperature controlled distribution system from farm to 
the airport. The Colombian floriculture industry however, is not without problems. 
The combination of a strong currency, labour costs that are four times that of East 
Afiica and water availability problems, has resulted in many large Colombian flower 
producers to invest in Ecuador (Indian Export Bulletin, April 1998). 
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(c) Israel 
Israel, the third largest exporter of cut flowers in the world, had a 4.3 percent 
share of the global exports in 1991 and 4.2 percent in 1995. The total exports of cut 
flowers in 1995 amounted to US $ 158.7 million, up from US $ 145.9 million in 1991 
(Indian Export Bulletin, April 1998). Approximately, 19 percent of exports are 
marketed by, the Agricultural Export Company - Agrexco Ltd., under the well 
established brand name - Carmel. The balance is marketed by the Flower Board of 
Israel (FBI), through the auctions in The Netherlands, Germany and Belgium. In the 
period October 1996 to September 1997, US $ 269.2 million flowers were exported, 
out of which Carmel brand constituted 18.6 percent of the total Israeli exports, at US 
$ 50.1 million (Table 2.3). The exports of Israeli flowers through auctions accounted 
for 81.4 percent of the total exports at US $ 219.1 million. The Netherlands accounted 
for 91.7 percent share of the total Israeli cut flowers marketed through auctions, 
followed by Germany at 7.7 percent and Belgium at 0.6 percent. In 1995, 63.5 
percent of exports were consigned to the Netherlands, 14.9 percent to Germany, 5.3 
percent to France, 5.3 percent to U.K, 3.5 percent to Eastern Europe and 7.5 percent 
to all other markets {Indian Export Bulletin, April 1998). 
Table 2.3 
Israel; Export of Cut-flowers from October 1996 to September 1997(iii million US dollars) 
Country Value Percentage Country Value Percentage 
Source: 
Total to which 269.2 100.0 
l.Carmel SO.l 18.6 
U.K. 
Germany 
France 
USA 
Switzerland 
Sweden 
Norway 
Japan 
Finland 
Italy 
Spain 
Others 
14.3 
8.6 
7.2 
5.3 
4.5 
2.6 
1.4 
0.6 
0.5 
0.5 
0.3 
4.3 
2. Auctions 
a) Netherlands 
Aalsmeer 
Rijnsburg 
Naaldwijk 
Venlo 
Bleiswijk 
Eelde 
Utrecht 
Bemmel 
b. Germany 
Straelen 
Neuss 
Wesel 
c Belgium 
Flower TECH, Hong Kong, Vol.1 /no. 1, 1998, p. 15. 
219.1 81.4 
200.9 91.7 of Auction 
80.4 
48.6 
47.0 
12.0 
5.4 
3.9 
1.8 
1.8 
16.9 
8.4 
6.4 
2.1 
1.3 
7.7% of Auction 
0.6% of Auction 
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The main flowers exported by Israel are listed in table 2.4. In 1994-95, Israel 
exported 291 million Rose stems, up from 215 million in 1993-94. Carnation (spray) 
exports were of the order of 165 million stems in 1993-94, but declined to 72 million 
stems in 1994-95. There was a decline in exports of Gypsophila at 88 million stems in 
1994-95 from 110 million stems in 1993-94. However, Carnations (standard) 
registered an increase from 70 million stems in 1993-94 to 81 million stems in 1994-
95. Other flowers, which showed a rising trend, included Wax flower, Solidago, 
Limonium, Gerbera and Anemone. 
Table 2.4 
Israel: Export of Cut flowers, by flower and by quantity, 1993-94 and 1994-95 
(In million stems) 
Flower 
Total of which: 
Roses 
Carnation (Standard) 
Carnation (Spray) 
Gypsophila 
Wax flower 
Solidago 
Limonium 
Gerbera 
Anemone 
Others 
1993-94 
925 
215 
70 
165 
110 
70 
30 
31 
25 
~ 
108 
1994-95 
980 
291 
81 
72 
88 
73 
42 
40 
33 
25 
235 
Source: National Statistics, reproduced in Indian Export Bulletin, ITPO, New Delhi, April 25,1998, p. 23. 
Unlike Colombia, where the majority of producers are large, the Israeli 
production center comprises a large number (about 2500) of small growers. In 1995, 
there were 1,052 hectare of flowers under glass or plastic and 753 hectare of open 
field production {Indian Export Bulletin, April 1998). Recently, Gypsophila is being 
increasingly grown by Israeli growers, who are pushing the Dutch growers out of 
market. Gypsophila, which is being grown in the middle of Israel, in open fields 
during summer, is of excellent quality. Solidago and Helianthus are also growing to 
perfection in Israel. Helianthus is grown in large quantities in Arava desert, while 
production of Ascelpias has decreased due to soil pH problems and is only growing in 
Neger region. The marketing of Gerbera has switched from the Flower Board to 
Carmel. The area under Limonium production is increasing, while that for Hypericum 
is decreasing, due to production and quality related problems. The cultivation of 
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Carnations is decreasing and in the Gaza strip, it is completely in the hands of 
Palestinian growers. Some of them market their product through the Israeli Flower 
Board (Vliet, 1998). 
Rose growers in Israel, especially the small ones face problems with choosing 
the segment of the market for supply of Roses. During summers, they try to cut as 
many short stem roses as possible (as the market is asking for that product in 
summer), and in winter they try to cut Roses with stems as long as possible, because 
the market needs expensive roses in winter. Rose growers are also trying to cope up 
-with the negative effects of the new systems of tariff, at the big flower auctions in 
The Netherlands. These auctions work in a way that is more expensive to growers 
who are delivering small parcels and often cheaper for big growers who can supply 
large consignments. Therefore, the small growers, in order to avoid the higher costs 
• of grading, grade their products in fewer classes e.g., 40 cm, 45cm, 50 cm and 55 cm 
may be cut and graded to only 40 cm and 50 cm lengths (Vliet, 1998). The Flower 
Board of Israel has eight packing stations throughout the country, enabling small 
producers to export their flowers under a single brand. This combined with freight 
costs in 1995-96, at the rate of US $ 0.70 /kg, allows the small growers to compete in 
the global market (Indian Export Bulletin, April 1998). 
For many Israeli growers, the currency situation is not favourable. Being paid 
in Dutch guilders by the auctions and borrowing money in currency, which is linked 
to dollar, the growers are finding it diflBcult to make significant profits.. The 
difference between costs and yield has become about 20 percent smaller, leaving only 
a tiny profit for the grower. The very large supply of roses in the summer of 1997 
(+40%) dropped the average price of Israeli roses from 33 to 27 percents, leaving 
almost nothing for the growers, inspite of the great demand for Israeli short stem 
roses in the European markets, during the summer months (Vliet, 1998). Inspite of all 
the constraints, the Israeli floriculture industry has one of the best research and 
advisory services in the worid, is a formidable competitor to all nations trading in 
floriculture products. 
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(d) Kenya 
In 1995, Kenya was the fourth largest exporter of cut flowers, with exports 
totaling US $ 103.5 million. In 1991, The Netherlands, Kenya's largest market, took 
47.6 percent of the production, followed by Germany (33%) and the United Kingdom 
(6.3%). As shown in table 2.5, The Netherlands had increased its import share to 58.7 
percent by 1995, from an earlier level of 47.6 percent in 1991. The UK's import share 
has also increased from 6.3 percent in 1991 to 10 percent in 1995. However, 
Germany's import share in Kenyan exports declined to 23.4 percent in 1995, from the 
earlier level of 33 percent in 1991. These three nations together constituted 92.1 
percent of the share of Kenyan exports {Indian Export Bulletin, April 1998). 
Table 2.5 
Kenya: Exports of Cut flowers, by Destination and by 
Value, 1991-9S(in million of US dollars) 
Destination 
Total of which to: 
The Netherlands 
Gennany 
United Kingdom 
Switzerland 
France 
Japan 
Finland 
South Africa 
Italy 
Belgium-Luxembourg^ 
Others 
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Value 
53.6 
25.5 
17.7 
3.4 
1.7 
1.4 
0.4 
0.2 
— 
0.1 
0.2 
3.0 
91 
% 
100.0 
47.6 
33.0 
6.3 
3.2 
2.6 
0.7 
0.4 
— 
0.2 
0.4 
5.6 
1992 
63.2 
34.8 
16.8 
3.6 
2.2 
1.1 
0.2 
0.1 
— 
0.1 
0.3 
4.0 
1993 
68.4 
39.0 
16.4 
4.6 
2.4 
0.8 
0.2 
0.1 
0.2 
0.1 
0.3 
4.3 
1994 
85.8 
47.8 
22.6 
6.6 
2.5 
0.7 
0.2 
0.1 
0.2 
0.2 
0.6 
4.3 
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Value 
103.5 
60.8 
24.2 
10.4 
2.9 
0.9 
0.6 . 
0.5 
0.4 
0.3 
0.2 
2.3 
>5 
% 
100.0 
58.7 
23.4 
10.0 
2.8 
0.9 
0.6 
0.5 
0.4 
0.3 
0.2 
2.2 
Source: UNSO/ITC Comtrade Database System, reproduced in Indian Export Bulletin, ITPO, New Delhi, April 25, 1998, 
p. 24. 
In 1995, cut-flowers production was carried out in more than 1,100 hectare 
with two large producers, accounting for more than 200 hectares each. Carnations 
(spray and standard) are the single most important crop, followed by Roses, Statice 
and a range of filler flowers. Several of the large producers are supplying readymade 
bouquets to the leading UK and other European super-market buyers. 
(e) Ecuador 
Ecuador has the fastest growing cut-flowers industry in the world. Exports 
from Ecuador increased from US $ 22.1 million in 1991 to US $ 102.2 million in 
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1995. While in 1991, Ecuador ranked eighth as an exporter of cut flowers in the 
world and by 1995 it had risen to fifth place, just behind Kenya {Indian Export 
Bulletin, April 1998). Ecuador's location provides the country with several natural 
advantages that help it to produce high quality roses. Grown high in Andes 
Mountains, in a location almost directly on the Equator, the roses receive a great deal 
of light and cool temperature. The floriculture industry has changed the mountain 
region from an area made up of people, who lived from hand to mouth, to one that 
prospers with new wealth (Wright, 1998). 
Ecuador's high altitude and many micro-climatic regions, enable the country 
to produce a wide range of flowers. It is widely accepted that Ecuador's long 
stemmed roses are of the highest quality in the world (Indian Export Bulletin, April 
1998). The growth of cut-flowers production is given in table 2.6. The area under rose 
cultivation increased fi^om 150 hectares in 1991 to 905 hectare in 1996. Similarly for 
Gypsophila - the second most important crop grown in Ecuador, the area increased 
from 73 hectares in 1991 to 312 hectares in 1996. 
There are two main flower centers in Ecuador. The largest and the oldest is 
Cayambe, to the north of Quito, the country's capital. Cayambe offers a good climate 
for producing both roses and Gypsophila. The newest flower production area is south 
of Quito, in Lasso. This area once was grazing land, but during the last couple of 
years it has experienced tremendous growth. Today all the Ecuador's 250 floriculture 
companies have operations in Lasso (Wright, 1998). Ecuadorian rose cultivation has 
increased significantly over the last few years with developments such as the launch 
of modem varieties with a more open flower stage, than was previously common in 
Colombia and USA. This initiative has influenced the size of the bud and even more 
importantly, it has increased the possibility of roses opening in the vases of the 
consumer (Langeslag, 1998). 
In 1995, 73.7 percent of Ecuadorian exports went to North America, 14.6 
percent to West Europe, 2.4 percent to South America, 6.5 percent to Russia and 2.7 
percent to all other nations (Table 2.7). In the North America, USA has been the 
major import market for Ecuadorian Roses, Gypsophila, Carnations, Chrysanthemum 
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and other flowers, followed by Russia, The Netherlands, Italy and Germany (If\dian 
Export Bulletin, k^n\\99%). 
T a b l e 2 .6 
Ecuador: Area under Cut-flowers production, 1 9 9 1 ,1 9 9 3 ,1 9 9 5 -1 9 9 6 ( in 
Flowers 
Total of which: 
Roses 
Rose giants 
Gypsopliila 
Summer flowers 
Carnations (standard) 
Carnations (spray) 
Chiysanthemums (spray) 
Chrysanthemums (standard) 
Chrysanthemums (spider) 
Liatris 
Statice 
Limohium 
• Lily 
Solidaster 
Aster 
Alstroemeria 
Others 
1991 
380 
150 
30 
73 
25 
19 
13 
2 
27 
— 
5 
15 
— 
— 
3 
4 
1 
15 
1993 
562 
276 
30 
111 
45 
20 
16 
5 
10 
— 
8 
15 
— 
— 
5 
7 
1 
13 
1995 
1,167 
650 
30 
231 
107 
37 
3 
1 
20 
7 
17 
9 
12 
5 
6 
4 
2 
24 
hectares) 
1996 a/ 
1,62 
905 
1 
45 
312 
153 
54 
3 
1 
24 
7 
27 
9 
23 
5 
8 
6 
4 
1 34 
a/; Provisional 
Source : Ecuadorian Association of Flower Growers and Ej^rters (EXPOFLORES), reproduced in Indian Export 
Bulletin, ITPO, New Delhi, April 25,1998, p. 25. 
Ecuador: 
D e s t i n a t i o n 
Total of 
which: 
North 
America 
USA 
Canada 
Pue r to Rico 
Western 
Europe 
N e t h e r l a n d s 
I taiy 
Germany 
Swi t ze r l and 
F rance 
Spa in 
South 
America 
Russ i a 
Othe r s 
Rose 
17,19 
4 
11,79 
4 
11,38 
7 
406 
1 
3,043 
1,290 
867 
531 
183 
70 
101 
556 
1,471 
331 
Export of Cut 
Gypsophi la 
5,283 
4 ,450 
4 ,132 
318 
--
697 
214 
76 
294 
51 
55 
8 
30 
18 
89 
Table 2.7 
[lowers, by destination, l995(in tons) 
Carnation 
1,497 
619 
558 
61 
--
229 
117 
29 
54 
17 
5 
7 
53 
470 
123 
Chrysanthemu 
Standard 
255 
246 
216 
30 
--
1 
- . 
• -
.-
--
--
--
3 
3 
2 
ms 
Spray 
813 
760 
644 
115 
--
1 
--
- . 
1 
--
- . 
--
38 
2 
13 
Other 
5,351 
4 ,547 
4,481 
63 
3 
477 
104 
259 
59 
22 
32 
2 
39 
3 
285 
T o t a l 
30,394 
22 ,415 
21,418 
993 
4 
4 ,448 
1,725 
1,231 
940 
272 
162 
118 
722 
1,967 
843 
ian Association of Flower Growers & Exporters (EXPOFLORES), 
Export Bulletin, ITPO, New Delhi, April 25, 1998, p.25. reproduced in 
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According to the Ecuadorian Association of Flower Growers and Exporters 
(EXPOFLORES), although Ecuador is mainly growing and exporting cut-roses, 
recent data show an emerging tendency for diversification. Ecuador's many micro-
climatic regions make it possible for growers to produce flowers such as Gypsophila 
and Liatris, outdoors (Floriculture Today, October 1996). Ecuador's rose markets are 
the United States and Canada. It also exports to Europe and Russia. The latter 
represents about 25 to 30 percent of Ecuador's market. While Russia prefers long 
stemmed Roses, the US likes 60 cm to 70 cm stem Roses, and Europe buys shorter 
50-60 cm stems. Inspite of these standards, Ecuadorians have noted a worldwide 
tendency towards better quality stems, which they feel, provides them with a large 
advantage over their competitors in Africa, Europe and the US (Wright, 1998). 
The Ecuadorian floriculture industry has burst into international scene within 
the current decade, fi-om a modest start, including infirastructure and support industry 
such as greenhouses, boxes, plastics, watering system and transportation. The 
Ecuadorian floriculture industry's meteoric rise in the world market is far from over, 
as it is continuing to grow at a dizzying pace. While no one can yet see a leveling-off 
point, which is sure to come. When it does, Ecuador's floriculture market will then 
have a chance to mature, something it has not had much of an opportunity to do yet. 
Nevertheless, the country's natural advantages due to location, its concern for 
producing high quality flowers and its use of wise marketing practices, that target 
customers worldwide, will make Ecuador a major player in the international 
floriculture scene, for years to come (Wright, 1998), 
(f) Italy 
According to a report of UNSO / ITC Comtrade Database System, Italy 
ranked sixth among cut-flowers exporting nations, at US $ 92.3 million in 1995, 
constituting 2.4 percent of the global trade in cut-flowers. There has been a decrease 
in the exports of cut flowers by Italy. In 1991, Italy's share was 3.3 percent at US $ 
113.2 million and ranked fourth among cut flower exporting nations {Indian Export 
Bulletin, April 1998). The largest trading partners of Italy are Germany and The 
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Netherlands. In 1992, 42 percent of the cut flowers and 34 percent of the pot-plants 
were exported to Germany (Floriculture Today, April 1998: 13). During 1997, Italy 
produced 600 million pot-plants. The total area under cultivation of plants and 
flowers in Italy is 13,671 hectares and the production of flowers and plants during 
1997 were of the order of Lira 4,673 billion (US $ 2.7 billion). 65 percent of the cut 
flowers are grown in north Italy and over 70 percent of the pot plants are grown in 
southern Italy. There are 21,904 companies engaged in cut flowers and pot-plants 
{Floriculture Today, April 1998). 
Italian market is now concentrating on cut-foliage, which leaves a gap in cut-
flower supply. The floriculture production accounted for 2-3 percent of the gross 
agricultural production. The main cut flowers grovra in Italy are Roses, Carnation, 
Gerbera, Gypsophila, Chrysanthemum, summer flowers and cut-greens (Floriculture 
Today, April 1998). In 1995, Italy exported 6.9 million Rose stems and 55 million 
Carnations to EU nations. Other cut flowers exported to the European Union were 
valued at SwF 64 million, in 1995 (Indian Export Bulletin, April 1998). 
(g) Thailand 
Thailand is the world's seventh largest exporter of cut flowers. Thailand's 
exports totaled US $ 80.5 million in 1995, up from US $ 75.5 million in 1991, an 
increase of 6.6 percent over the five-year period. Table 2.8 shows Thailand's exports 
in recent years. In 1995, 50.2 percent of all exports went to Japan and 19.9 percent to' 
Italy. USA-the third largest import market for orchids, received 8.2 percent of 
Thailand's exports in 1995 (Indian Export Bulletin, April 1998). 
Thailand is the worid's largest exporter of tropical cut-orchids, mostly 
Dendrobium. Thailand's exports to various countries exceeded US $ 73 million in 
1993. Of the over 12,375 ton export volume, 40.8 percent went to Japan, 17.3 percent 
to Italy, 10.5 percent to US, 8.9 percent to Hong Kong and 3.9 percent to Germany. 
Thailand exported 5,000 tones of cut orchids to Japan in 1993, up 700 tons from the 
previous year. Thailand's Dendrobium "Sonia", is the most important variety of cut 
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Orchid traded on Japan's OTA floriculture auction, followed by Dendrobium "Anna". 
Thailand exported 1,100 tons of cut Orchids to Hong Kong, 582 tons of fresh Orchids 
to Taiwan and 194 tons of fresh Orchids to South Korea in 1993. The US imports of 
Dendrobium from Thailand have nearly doubled in the period 1990 to 1994, from 86 
million stems to 164 million stems. Thailand's exports to the US by volume exceeded 
1,200 tons. Thailand dominates the fresh cut tropical Orchid market in the US, 
shipping over 80 percent of the Dendrobium consumed in US (Laws, 1995). 
Table 2.8 
Thailand: Exports of Cut flowers and orchids by destination and by 
v a l u e , 1 9 9 1 - 1 
Dest inat ion 
Total of which to: 
Japan 
I taly 
Uni ted States 
Germany 
The Ne the r l ands 
Uni ted Kingdom 
France 
Korea 
Ph i l ipp ines 
Singapore 
Czech Republ ic 
Canada 
Switzer land 
F in land 
Spain 
Poland 
Norway 
Belgium Luxembourg 
Others 
1991 
75,5 
31.7 
20.3 
6.7 
4.3 
3.1 
2.3 
1.0 
0.6 
0.05 
0.6 
--
0.3 
0.8 
0.8 
0.3 
--
0.4 
0.2 
2.7 
99S( in mi l l i on U 
1992 
74.5 
27.6 
19.9 
6.6 
4.6 
4.3 
2.3 
0.9 
1.1 
0.1 
0.4 
--
0.4 
0.7 
0.8 
0.3 
0.3 
0.4 
0.2 
3.6 
1993 
73.5 
33.7 
15.4 
5.9 
4.1 
3.5 
2.0 
0.9 
1.4 
0.05 
0.5 
0.3 
0.5 
0.5 
0.6 
0.4 
0.4 
0.3 
0.2 
2.9 
S d p l l a r s ) 
1994 
76.9 
38.1 
14.7 
6.1 
3.8 
2.7 
1.9 
1.0 
1.1 
0.1 
1.1 
0.7 
0.5 
0.4 
0.6 
0.3 
0.3 
0.2 
0.2 
3.1 
1995 
Va lue % 
80.5 
40.4 
16.0 
6.6 
3.9 
2.1 
1.7 
1.5 
1.4 
1.2 
1.0 
1.0 
0.5 
0.5 
0.3 
0.3 
0.3 
0.2 
0.2 
1.4 
100.0 
50.2 
19.9 
8.2 
4.8 
2.6 
2.1 
1.9 
1.7 
1.5 
1.2 
1.2 
0.6 
0.6 
0.4 
0.4 
0.4 
0.2 
0.2 
1.9 
Source: UNSO / ITC Comtrade Database System, reproduced in Indian Export 
Bulletin, April 25, 1998, p. 26. 
The value of exports to Japan have increased from US $ 31.7 million in 1991 
to US $ 40.4 million in 1995, however EU markets have shown a static or declining 
demand for Thai orchids, which is a disturbing trend for Thai producers (Indian 
Export Bulletin, April 1998). 
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2.3 Upcoming Exporting Nations 
(a) Zimbabwe 
Zimbabwe is emerging as a viable flower exporting country in Africa. In 
1995, it was the ninth largest floriculture-product exporting nation in the world, with 
exports totaling US $ 51.9 million, up from US $ 16.6 million in 1991. The main 
species produced are roses, with Zimbabwe gaining an enviable reputation for high-
quality flowers and reliable exporters {Indian Export Bulletin, April 1998). Located 
on a high plateau in the tropics, with vast natural resources, having a unique 
combination of altitude (averaging 2,400 in above sea level), proximity to the equator 
(between 16 degrees and 24 degrees south latitude), providing long days of light 
intensity, ample water supply and good air transport to Europe, make Zimbabwe an 
ideal country for floriculture production. Zimbabwe has one of the finest climates for 
floriculture with winters generally dry and sunny, having an average temperature 
between 13-20 °C. (Haines, 1996). 
Eighty percent of Zimbabwe's flowers by tonnage move through the Dutch 
auctions. Zimbabwe is the fifth largest exporter to the auctions, although there is a 
rising trend to sell directly to different countries. Roses comprise approximately 70 
percent of the total export value. Other markets served by Zimbabwe include France, 
Germany, U.K and Australia. Target markets are Japan and the US. (Haines, 1996). 
The Zimbabwean floriculture industry is characterized by small individual units (1 to 
2 hectare), in contrast to Kenya and Ecuador, where individual farms are large. To 
overcome this constraint, a large number of producers, export through an export agent 
or large farms that produce and export directly themselves. In 1994 there were 137 
producers and an estimated 1,000 hectares under cut-flowers production (Indian 
Export Bulletin, April 1998). Greenhouse production is estimated at 245 hectare, 
comprised of 200 hectare of Roses and 45 hectare of Asters. Most of the growers are 
located within a two hour drive of Harare International Airport for easy access to 
international cargo transportation (Haines, 1996). Zimbabwe's floriculture industry is 
comprised of a variety of growers producing everything from summer to filler 
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flowers. Aster, Liatris etc. However, a large acreage is under Rose cultivation {Indian 
Export Bulletin, April 1998). 
A newly formed flower export association, the Export Flower Grower's 
Association of Zimbabwe, which started operating since November 1995, represents 
the Zimbabwean floriculture industry. Approximately 100 growers out of the 
estimated 220 total commercial growers in Zimbabwe are members of the association. 
Zimbabwean floriculture industry is estimated to be growing at 30 percent each year, 
with a shift in production towards higher value crops. As competition is becoming 
keener, 30 percent growth is not sustainable in the long term because the global 
supply of flower continues to expand more rapidly. Realising this, the Zimbabwean 
growers are expanding their operations carefully. The trend is to upgrade existing 
facilities, increase output, and move into higher value crops, rather than to simply 
expand greenhouse production for the sake of greater output (Haines, 1996). 
Endowed with one of the best climates for flower production, cheap labour and 
availability of good quality water in abundance, the Zimbabwean floriculture industry 
is poised to take over as a reliable and quality supplier to the world market. 
(b) Malaysia 
Malaysia is an emerging exporter of floriculture products in the recent past, 
particularly through the active efforts of the Malaysian Government. According to 
figures released by UNSO / ITC Comtrade Database System, in 1995, Malaysia 
ranked 12* among cut-flowers exporting nations, exporting US $ 29.7 million worth 
of flowers, as against US $ 11.5 million worth of flowers exported in 1991. The 
exports have increased almost three times by value exported during the five-year 
period i.e. 1991-1995 {Indian Export Bulletin, April 1998). 
Domestic consumption in Malaysia is 1/4* of the total production, while the 
rest is exported to nearby markets, like Singapore, Japan, Australia, Taiwan, Hong 
Kong and South Korea. Although recent development indicates that trade with the 
Middle East is encouraging, however, exports to Western Europe still remains small. 
Temperate flowers make up about 84 percent of the total cut-flowers exports, which 
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include Chrysanthemums, Carnation, Rose, Peacock flower and Limonium. In 1994, 
Malaysia exported US $ 1.5 million worth of Chrysanthemum stems. In the same year 
the exports of Carnations and Roses were of the order of US $ 750,000 and US $ 
163,869, respectively (Laws, 1997). 
Flowers are grown commercially for export in three distinct areas namely, 
Cameron Highlands, Kuala Lumpur and Johor. Production in Cameron Highlands is 
on 777 hectares area, which accounts for 56 percent of Malaysia's production. 
Situated at an elevation of 1000-1600 metres above sea level, with average 
temperatures ranging from 12 °C at night to 24 °C in daytime, Cameron Highlands 
provide a perfect climate for floriculture production. About 80 percent of the 139 
farms are less than L2 hectare, while the remaining 20 percent range between 1.2 to 
25 hectares. Chrysanthemums, Carnation, Rose, Lily, Statice, Gypsophila, 
Phalaenopsis and Oncidium orchids, Gerbera, Authurium and Bird of Paradise 
(peacock flower) are produced in the Cameron Highlands. In Kuala Lumpur, where 
average temperature ranges between 32 °C during day and 26 °C at night, and rainfall 
is 152-254 cm per year, orchids are generally grown. Of the 100 farms operating in 
Johor, 80 percent covering an area of 333 hectare in 1996 are devoted to cultivating 
Orchids. The Malaysian Government wants to increase Orchid production in Johor to 
2,917 hectare and replace Thailand as the major cut-orchid producer in Asia (Laws, 
1997). 
With the Government's favourable policies towards floriculture, Malaysia is 
poised to be an active player in the world floriculture market. However, some 
bottlenecks do remain. There is a need to improve the post-harvest handling 
techniques to suit stringent norms of Japanese and European markets. With The 
Netherlands and Colombia actively pursuing Asian markets, Malaysia needs to 
improve its product presentation. With all the opportunities available and the 
Government's favourable policies and investment incentives, the Malaysian 
floriculture industry has good prospects in fiiture. 
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(c) South Africa 
According to a report by UNSO / ITC Comtrade Database System, South 
Africa exported US $ 16.4 million worth of cut flowers in 1995 {Indian Export 
Bulletin, April 1998). South Africa's floriculture industry is based, on a rich natural 
diversity and favourable climate. The rich heritage is the origin of many Cape fynbos 
species, bulbous plants. Lilies and Protea. Because of long years of sanctions against 
apartheid policy. South Africa lost the opportunity to exploit its indigenous plants 
commercially in the international market. Due to its diverse climate and unique 
geographical and topographical situation, a vast range of flowers can be grown in 
South Africa. There are two main areas of flower production in South Africa -
Western Cape and the Highveld (Bruin, 1999). 
The Western Cape, of which Cape Town is the capital, enjoys a 
Mediterranean climate. The hot dry summers and cool rainy winters, in combination 
with the influence of the Cape Mountains, the sea and the inland semi-desert have 
created a great natural plant-diversity. Most growers in the Cape regions are 
represented by SAPPEX (South African Protea Producers and Exporters Association), 
whose 400 members export more than RlOO million (where US $ 1 = R 5.70) worth 
of floriculture products annually. The main products for export are Leather leaf fern, 
Protea and Fynbos, grown from orchard tj^e plantations, broadcast sown fields or 
from natural Highveld resources. Ferns are harvested from forests under contract or 
grown under shade net. Approximately 4500 hectares are currently under cultivation. 
Around 80 percent of the exported products are harvested from intensive cultivation, 
15 percent from broadcast sowing and 5 percent from natural Highveld (Bruin, 1999). 
Commercial production on the Highveld consists of greenhouse crops of 
Roses, Chrysanthemum, Carnations, Gypsophila and Lilies. Open field production 
includes Lilies, Tulips, Daffodils, Alstroemeria, seed flowers and natural Highveld 
flowers. Many Rose farmers and summer seed growers are situated on the plateau 
slopes of Mpumalanga and Kwa Zulu Natal. Because of winter frosts, these regions 
are ideal for outside bulb production. (Bruin, 1999). Labour in South Africa is 
cheaper than in Europe, but more expensive than other parts of Africa. However, with 
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a well developed infrastructure, diverse climatic conditions and a unique origin of 
many plant species found naturally on the grasslands of the South African plateau, the 
South African floriculture industry has considerable advantage of competing in the 
international floriculture market. 
(d) South Korea 
Since independence from 36 years of Japanese rule, flowers were not even 
considered as crops in South Korea. T\oricu\ture Science was first mc\\ided m the 
curriculum of Agricultural Colleges in 1960. Since then production and demand of 
flowers and ornamental plants in South Korea have steadily increased, as the country 
had a miraculous economic growth. With the hoisting of the XXIVth Olympic games 
in Seoul, floriculture settled down in late 1980s as an industry and a culture. After the 
Uruguay Round and creation of WTO, floriculture is considered as one of the few 
most competitive sectors of agriculture in South Korea. 
South Korea boasts of the second largest covered area under horticulture 
production in the world, at 46,000 hectares in 1996. Of this, 8,007 hectares or 19 
percent is under climate controlled greenhouses, mainly used for production of fruit, 
vegetables and flowers. The area under floriculture production was 5,342 hectare in 
1996, which is equivalent to only 0.26 percent of the total agricultural land area in 
South Korea. Of the floriculture production area, about two thirds, or 3,274 hectare 
are grovm as indoor crops (Jeong, 1998). 
There are two major production areas, one is in the north, around the city of 
Seoul, and the other is in the southern part of South Korea, around the city of Pusan. 
Cut flowers requiring large amount of sunlight and heat energy are mainly produced 
in areas surrounding Pusan, which has the advantage of high hght levels and mild 
winters. On the other hand, areas surrounding Seoul are the main production area for 
pot-plants. These areas have colder winters and thus higher production costs for cut 
flowers. 
The main export of South Korea is grafted ornamental Cacti of red, pink and 
yellow colours. In 1997, these cacti were produced on an area of 27.6 hectares 
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mostly concentrated in the city of Koyang, near Seoul. South Korea is estimated to 
occupy about 80 percent of the world export market of ornamental Cacti. In 1996, US 
$ 2.6 million worth of about 10 million Cacti plants were exported to 17 countries, 
mainly US (35%), The Netherlands (28%), Canada (11%) and China (6%), Some cut 
flowers such as Lilies and Roses are exported to Japan and recently are being 
exported to Russia. Since 1990, with the help of South Korean Government's 
financial support, production areas have spread out to various parts of the country 
(Jeong, 1998). 
Fast changes in the South Korean lifestyles and improvements in economic 
growth have caused a rapid growth in the consumption of floriculture products in 
South Korea. With a strong domestic market, coupled with the Government's efforts 
in promoting floriculture production. South Korean floriculture industry is ready to 
take off in a big way for the world market. 
(e) Taiwan 
Taiwan has a climate of a natural greenhouse. It has a warm environment and 
its topography features both plains and mountains with sufficient rainfall. These 
varying altitudes allow for production of tropical, sub--tropical and temperate flower 
varieties. Commercial floriculture production has been taking place in Taiwan for 
many decades and the country's production output is increasing. In 1980, there was 
2,511 hectares under commercial floriculture production, including both field and 
greenhouse area. This increased to 3,909 hectares by 1995. Floriculture yields in 1994 
exceeded US $ 270 million, 10 percent of this were exports. Taiwan's primary 
floriculture production is in Dendranthema and Gladiolus. It also produces many 
varieties of Anthurium, Lisianthus, Orchids (such as Oncidium), and Lilies. Taiwan's 
exports have been steadily on the rise, reaching a high of US $ 36 million in 1995, up 
from US $ 23 million in 1991. Dendranthema and Gladiolus, both the primary 
products are shipped by sea fi-eight in refiigerated containers to Japan, in 3 to 5 days. 
Taiwan also exports to Hong Kong in addition to other nations like The Netherlands, 
Singapore, USA, South Korea, Italy and France. In 1995, Taiwan exported US $ 18.3 
34 
million worth of floriculture products to Japan, followed by South Korea (US $ 11.3 
million) and the US (US $ 1.7 million). The breakup of the US $ 36 million exports in 
1995, product-wise constitute cut-flowers at US $ 6.3 million, foliage plants at US $ 
1.5 million, bulbs & tubers at US $ 1.2 million, flower seedlings at US $ 26.2 million 
and flower seeds at US $ 0.7 million (Haines, 1997). 
The Taiwan Floriculture Exports Association, founded in early 1980s, 
comprises of 46 member companies. About 30 percent of the membership belongs to 
flower growers and the remaining members are trading companies. The Government 
has fully supported Taiwan's floriculture industry, by establishing six Agricultural 
Improvement Stations and an Agricultural Research Institute. Additionally they have 
established several seed improvement and propagation stations. These efforts 
represent the Government's commitment to modernize the industry. The Taiwan 
Floriculture Development Association mainly comprises of flower growers and 
provides technical assistance to them (Haines, 1997). Consistent efforts by the 
Government in promoting floriculture production and continuous R&D to improve 
product varieties along with the natural climatic advantage, Taiwan's floriculture 
industry is poised to continue growing at a faster pace. 
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CHAPTER III: OVERSEAS MARKETS FOR FLORICULTURE 
PRODUCTS - EXISTING & POTENTIAL 
The present chapter is divided in six parts. The first part provides an overview 
of the consumption & trade of floriculture products, particularly cut flowers. In the 
second part, the market characteristics of European Union (EU) are described and the 
major EU markets are taken up individually. In the third part, United States of 
America, which is the second most important market, is taken up. Japan, which is fast 
becoming an important market for Indian floriculture products, is taken up in the 
fourth part. In the fifl;h part, Switzerland is taken up, which ranks top-most in per-
capita cut flower consumption among the European nations. The sixth part provides 
the market characteristics of some of the upcoming markets for Indian floriculture 
products. 
3.1 An Overview 
The estimated world consumption of floriculture products is around US $ 50 
billions and the trade in cut flowers and pot-plants is over US $ 6 billion. In an 
estimated world trade of over US $ 6 billion, India's share is around US $ 20 million, 
with an annual growth rate of 10 percent (Gupta, 1997). Consumption of floriculture 
products is closely linked to the GDP of nations. Developed nations with high per 
capita income are obviously the major consuming markets. The most important 
consuming nations include Switzerland, Denmark, Norway, Austria and Germany. In 
1995, Switzerland topped in per capita consumption of cut flowers at US $ 106.5, 
followed by Norway (US $ 66), Finland (US $ 60.5), Austria (US $ 57), Belgium (US 
$ 49), Germany (US $ 48) and The Netheriands & Japan (US $47 each). In pot-plants, 
Denmark had the highest per capita consumption in 1995, at US $ 90.5, followed by 
Norway (US $ 69), Switzeriand (US $58), Sweden (US $52), Germany (US $48), 
Austria (US $42) and The Netheriands at US $ 28 {Flora Culture International; 
1997). Major importers of floriculture products include Germany, USA, UK, France, 
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The Netherlands, Japan, Switzerland, Italy, Belgium, Luxembourg, Norway, 
Denmark, Sweden, Austria, Greece and Spain (Dattatreyulu, 1997). 
The demand pattern of floriculture products can be studied with the help of 
Dutch auction mechanism. Among the top ten cut flowers leading the Dutch sales are 
Roses, Chrysanthemum and Carnations, which together accounted for more than 60 
percent of the auction sales. Among the other top ten cut flowers leading the Dutch 
sales are Tulip, Lilies, Freesia, Gerbera, Cymbidium, Gypsophila and Alstroemeria. 
Besides these ten flowers, the other cut flowers traded in order of importance include 
Iris, Anthurium, Aster, Eustoma, Narcissus, Gladiolus, Amyrallis, Limonium, 
Bouvaridia, Trachelium, Sering, Matricia, Nerine, Hyacinth and Delphinium. Among 
the top ten pot-plants leading the Dutch sales are Ficus, Dracaena and Kalenchoe, 
which together account for almost 50 percent of the auction sales. Among the other 
top ten-pot-plants leading to the Dutch sales are Begonia, Azalea, Chrysanthemum, 
Yucca, Saintpaulia, Poinsettia and Hedera. The other main pot-plants traded in order 
of importance include Spathiphyllum, Hydrangea, Cyclamen, Nephrolepis, 
Chrisalidocarpus, Dieflfenbachia, Anthurium, Scheflflera, Calathea, Howea, 
Guzmania, Rose, Codiaeum, Primula and Epipremnum (Narasimhan, 1997). 
Cut flowers are the mainly traded floriculture products throughout the world and 
account for nearly 60 percent of the global market for various floriculture products 
(Bhattacharya, 1997). Germany, USA, UK, France, The Netherlands and Switzerland 
have been the major import markets for cut flowers, totaling to US $ 2,945.7 million 
in 1995, up fi-om US $ 2,618.7 million in 1991. As given in table 3.1, the above 
mentioned countries covered in the study accounted for just under 80 percent of the 
world trade in cut-flower in 1995. 
Germany is by far the largest import market, constituting 30.3 percent of the 
total world imports, in 1995 at US $ 1,124.9 million. Thus Germany's import of cut 
flowers in 1995 may be nearer US $ 1,500 million mark. Similarly due to under-
recording of data between EU nations, total imports into the EU nations showed a 
decline from 76.5 percent in 1991 to 67.5 percent in 1995 {Indian Export Bulletin, 
April 1998). The United States is the second biggest market, with imports increasing 
38 
after a period of stagnation, from US $ 403.5 million in 1991 (12%) to US $ 622.8 
million in 1995 (16.8%). If however world imports are adjusted to allow for EU 
under-recording, then the share of the US in the world imports may more realistically 
be estimated at around 15 percent. France and United Kingdom, both had imports in 
1995 at around US $ 360 million. 
Table 3.1 
Main Import Markets for Cut Flowers, by Value (CIF), 1991-95 (in million US $) 
Import Markets 
World imports of 
which: 
I.European Union: 
Germany 
U.K. 
France 
Netherlands 
Italy 
Other EU nations 
2. U.S. 
3. Japan 
4. Switzerland 
5. Other non-EU 
nations 
1991 
Value 
3,351.7 
1,245.3 
305.6 
337.8 
185.3 
134.0 
352.1 
403.5 
143.8 
141.2 
79.5 
%age 
100.0 
37.2 
9.1 
10.1 
5.5 
4.0 
10.6 
12.0 
4.3 
4.2 
2.4 
1992 1993 1994 
Value 
3,565.5 
1,321.7 
319.4 
319.8 
244.3 
133.7 
370.4 
436.8 
127.6 
139.6 
117.8 
Value 
3,026.7 
893.1 
275.4 
243.0 
222.4 
134.5 
326.2 
469.1 
157.5 
132.6 
136.2 
Value 
3,445.0 
1,052.6 
322.8 
267.5 
261.6 
122.6 
355.0 
517.4 
191.5 
147.4 
155.1 
1995 
Value 
3,716.8 
1,124.9 
360.0 
358.9 
310.4 
118.9 
230.0 
622.8 
216.1 
168.7 
166.9 
Voage 
100.0 
30.3 
9.7 
9.7 
8.4 
3.2 
6.2 
16.8 
5.8 
4.5 
4.4 
Source: UNSO/ITC Comrade 
I.T.P.O. New Delhi, 
Database System, published in Indian Export Bulletin, 
April 25, 1998, p, 14. 
The Netherlands is the fifth largest market and Switzerland the seventh 
biggest import market after Japan (Indian Export Bulletin, April 1998). The imports 
into Japan increased from US $ 143.8 million in 1991 (4.3%) to US $ 216.1 million in 
1995 (5.8%). The import share of other emerging non-EU markets increased from US 
$ 79.5 million in 1991 (2.4%) to US $ 166.9 million in 1995 (4.4% of the total worid 
imports). 
The characteristics of major import markets for floriculture products are given 
as under: 
3.2 The European Union Market 
The European Union (EU) is the single largest market for floriculture 
products, constituting around 65 percent of the global import of cut flowers. It is 
customary in the EU to exchange token gifts at appropriate occasions like festivals, 
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celebrations, rendezvous etc. The token gifts most commonly used by Europeans for 
various occasions are flowers, chocolates, jewellery and wine. 60 percent of flowers 
are bought firom florists and the rest from Supermarkets and Street vendors (Indian 
Export Bulletin, March 1997). There are two distinct seasons in the business of 
flowers in the EU. The first season of 5 months extends from 1st June to 31st October 
and the second covers the period 1st November to 31st May. During Summer months 
of June to October, the EU's own production is at its peak and most of the demand is 
catered by local production. In winter months, however, EU depends largely on 
imports. There is also a differential duty regime during the two periods i.e., a higher 
duty is levied on imported flowers during summer months than in the winter period. 
Although a large variety of flowers are imported by the EU, but Roses, Carnations, 
Chrysanthemums, Orchids and Gladiolus cover almost half of the imported flowers 
{Indian Export Bulletin, March 1997). The consumption pattern and the projections 
for the year 2000 as worked out by the Flower Council of Holland are presented in 
table 3.2. 
Table 3.2 
Consumption of Cut flowers (in ECU millions), 1990-1995 
& Projections for the Year 2000 
Country 1990 1991 1992 1993 1994 1995 2000 
Germany 2547 2757 2949 3067 3025 3210 3236 
Italy 2156 2359 2476 2104 1910 1638 1736 
France 1366 1462 1423 1529 1609 1535 1884 
U.K. 928 908 897 937 965 934 1093 
Switzerland 
(Non-EU) 
526 547 586 611 680 
The Netherlands 492 471 511 557 590 595 631 
Spain 386 448 479 452 449 441 569 
Belgixun & 
Luxembourg 
270 303 313 329 346 404 497 
Austria 386 375 363 405 
Sweden 268 305 310 362 
Finland 211 248 289 
Norway 220 224 228 215 223 241 294 
Denmark 157 163 162 177 199 243 
Greece 
Portugal 
145 1143 141 136 137 138 206 
82 
Ireland 
86 101 158 
Source; Flower Council 
1997, p. 10. 
44 52 
of Holland, Published in Indian Export Bulletin, I.T.P.O., New Delhi, March, 29 
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In terms of market growth, Germany and the Benelux countries are markets 
where sales of cut flowers have gone up in the last few years. Projections for the year 
2000 indicate that Spain, France, UK, Denmark, Portugal and Greece are also likely 
to witness a significant growth in cut flower consumption {Indian Export Bulletin, 
March 1997). A recent survey by a Dutch consulting firm involved in the promotion 
of trade in cut flowers and foliage indicates that the global turn-over of flowers and 
potted plants is expected to increase significantly in the near fiiture. Specifically it is 
projected that by the year 2000, the global market for cut flowers and potted plants 
should equal ECU 25.39 billion and ECU 9.27 billion respectively. These projections 
translate into a cumulative increase of about 19 percent and 12 percent respectively 
over the 1995 figures {Floriculture Today, March 1997). 
Market Access: The custom duties levied in the EU on flowers vary, depending on 
the flower species, the country of its origin and also the season during which it is 
imported into the Union. The 10 ACP (Afiican, Caribbean and the Pacific) countries, 
10 Central and South American Countries, the non-ACP least developed countries, 
European overseas countries and territories, Turkey and Malta pay no duties on 
flowers exported by them to the Union. There are also no quota restrictions on these 
countries. The duty structure for selected flowers species are presented in table 3.3. 
C. N Code 
06031011 
06031013 
06031015 
06031021 
06031025 
06031029 
Table 3.3 
Duty Structure for selected flower species in the European Union 
Species 
Rose 
Carnation 
Orchid 
Gladiolus 
Chrysanthemum 
Anthurium 
Others 
MFN as on 
31.12.96 
20% 
10% 
15% 
20% 
20% 
15% 
20% 
(Final rate of duty as applicable Net of GSP) 
New rates from 1.1.1997 
Jan-June 
17% 
17% 
17% 
17% 
17% 
17% 
17% 
July-Dec 
15.3% 
15.3% 
6.3% 
15.3% 
15.3% 
15.3% 
15.3% 
Category 
VS 
vs 
ss 
vs 
vs 
vs 
vs 
Source; Indian Export Bulletin, ITPO, New Delhi, March 29, 1997, p. 13. 
The values mentioned undfer rates applicable with effect fi-om 1.1.1997 are net 
of Most Favoured Nations (MFN) rates after deducting the necessary percentage 
waivers accorded to the concerned category of sensitivity of the species. There are 
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also some countries that enjoy full GSP benefits and pay no duty, but are subjected to 
quota restrictions on the basis of preferential bilateral arrangements with the 
European Union. The countries and their 1995-96 quotas are; Israel-19500 tones; 
Cyprus-75 tones; Jordan-56 tones and Morocco-836.5 tones {Indian Export Bulletin, 
March 1997). 
Quality Regulations: In the European Economic Community (EEC), quality 
standards for fresh cut-flowers and foliage are laid down in Council Regulations 
(EEC) No. 316/68, dated 12^ ^ March 1968 (published in the Official Journal of the 
European Countries, 21 March 1968). Since the first appearance of that Regulation, 
the quality standards it laid down have been amended several times by the following 
texts. 
Commission Regulation (EEC) No. 801/71 {OfflcialJoumal, 20 April 1971). 
Commission Regulation (EEC) No. 802/71 (Ibid., 20 April, 1971). 
Commission Regulation (EEC) No. 1155/76 (Ibid., 19 May, 1976). 
• Council Regulation (EEC) No. 2991/78 (Ibid., 21 December, 1978). 
• Commission Regulation (EEC) No. 309/79 (Ibid., 17 February, 1979). 
This regulation and its amendments consist mainly of information on the 
minimum standards of quality acceptance {Floriculture Today, October 1999). The 
followers that are covered in the Harmonized Commodity Description and Costing 
System (HS) under the code 0603 and are defined as, Cut flowers and flower buds of 
a kind sintable for bouquets or for ornamental purposes, fresh, dried, dyed, bleached, 
impregnated or otherwise prepared. Foliage covered by 060399 in the HS code is 
defined z& Foliage, other than mosses, lichens and parts of Christmas tree. 
Phytosanitary Requirements and Standards: The European Union has stringent 
phyto-sanitary requirements for cut flowers. A phyto-sanitary certificate is to be 
necessarily issued by the appropriate authority in the country of origin. Directive 
77/93 - EEC of December 1976 and its subsequent amendments list the harmful 
substances, which the flower consignments should be completely fi-ee fi-om. As 
regards quality requirements. Class-1 flowers should be i) whole, ii) fi-esh, iii) free of 
animal and vegetable parasites and defects there-from, iv) free of residue from 
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pesticides and other extraneous matter, v) un-bruised and vi) free from defects of 
development {Indian Export Bulletin, March 1997). 
Packaging Legislation: Legislation on packaging and packaging waste is already in 
force or in the process of being developed in all EU countries. In order to harmonize 
the different forms of Legislation, the EU has issued a Directive for packaging and 
packaging waste (Directive 94/62/EC), which sets minimum standards and published 
in the Official Journal of the European Communities, 20 December 1994. The 
objectives of the Directive has been two fold: 
• Harmonizing the differences between national legislation concerning 
packaging and packaging waste and decreasing their impact on the 
environment, without raising international trade barriers; 
• Setting measures regarding the prevention of packaging waste, the reuse of 
packaging and the recycling and recovery of packaging waste. 
The two main demands set by the European directive are: 
a) The presence of heavy metals in packaging: The Directive mentions four heavy 
metals, namely lead, mercury, cadmium and hexavalent chromium, whose presence in 
packaging materials is restricted. The maximum sum of concentrations for these four 
heavy metals in packaging are: (i) 600 ppm, after 30 June 1998, (ii) 250 ppm, after 
30 June 1999 & (iii)100ppm, after 30 June 2001. 
b) The recovery of packaging waste: By 1^ July 2001, growers and importers must 
recover 50 to 65% of the packaging materials brought into the market. Possible means 
of recovering packaging materials include: 
(i) Recycling, (ii) Composting & (iii) Incineration with energy recovery 
The member states have a certain freedom on how to achieve the recovery rate. 
This means the national legislation of the different member states regarding 
packaging may differ to a certain extent. However, atleast 25-45% of the packaging 
materials brought onto the market must be recycled, with a minimum of 15% for each 
material. Each EU member state has the right to implement additional standards, as 
long as these do not hamper trade between countries. The additional standards for 
packaging and packaging waste can have a different status in each EU country. In 
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Germany, additional regulation is enforced by law (German Packaging Act). In other 
countries such as The Netherlands, the EU Directive has been implemented in the 
national legislation (CBI, The Netherlands 1998). 
The characteristics of major European Union markets are detailed as under: 
(a) Germany 
Germany is by far the most attractive market in the European Union for Indian 
floriculture products and is the largest importer of cut flowers and foliage. In 1995, its 
imports amounted to ECU 8.80 million. Germany's imports in 1995 accounted for as 
much as 45 percent of EU's total imports of cut flowers & foliage. Germany's total 
imports of cut flowers amounted to more than 30 percent of the total world imports, at 
US $ 1,124.9 million in 1995 (this figure does not however include the intra-EU 
imports into Germany). In 1995, mixed bouquets that accounted for almost 42 percent 
of all the cut-flowers sales, Roses (18 %), Carnations (9 %), Tulip (6 %), 
Chrysanthemum (3 %), Asters (2 %), Daffodils, Freesia, Gerbera and Gladiolus (all 
one percent), are the other floriculture products that were traded in significant 
quantities, in 1995. The rertiaining 13 percent market share is distributed across a 
large number of cut flowers, each of which are traded in smaller quantities 
{Floriculture Today, April 1997). 
Germany is by far the largest import market for Roses in the world, and in 
1995 it imported 1,274.6 million stems, accounting for nearly 48 percent of the total 
Rose imported during that period into the EU {Indian Export Bulletin, April 1998). 
Likewise for Carnations, in 1995 Germany was the largest importer in the EU and the 
second largest in the world after United States. In 1995, Germany imported 790 
million stems, nearly 34 percent of the total EU imports of carnations {Indian Export 
Bulletin, April 1998). Chrysanthemum, the third most preferred cut flower was also 
imported into Germany in large quantities, followed by Orchids and Gladiolus 
{Floricidture Today, April 1997). 
Major markets: In Germany a major volume of floriculture trade i.e. more than 60 
percent is primarily distributed through (importer) wholesalers. Most of them are 
located at places near Frankfiirt or Dusseldorf, which have excellent air connections 
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for scheduled and chartered flights. Hamburg is another distribution center for such 
whole sales, especially those dealing in ornamental foliage. While industry experts 
admit that only a small proportion of the floriculture trade in Germany takes place 
through auctions, they are nonetheless quick to point out that auctions have increased 
their market share to about 8 percent in 1995, in distribution and should become more 
important in the years to come {Floriculture Today, April 1997). 
The Association of Germany Flower Importers and Handlers (BGI) developed 
the Flower Label Program to monitor products coming from developing countries, to 
prevent environmental and Human Rights violations. The Flower Label Program 
(FLP) Control Commission recently completed inspections of cut-flowers businesses 
in Ecuador, the first developing country to join the program. BGI developed the 
program because of objections raised by the European flower campaign, which is 
sponsored by environmental and Human Rights organizations against cut-flowers 
production method in developing countries. BGI has commissioned a number of 
experts to draft a checklist for inspecting cut-flowers operations in developing 
countries. The checklist focuses on social welfare, employment conditions, health, 
safety and ecology and it is based on the suggestions fi"om FIAN, a Human Rights 
organization {Flora Culture International, Feb. 1997). 
(b) The United Kingdom 
The United Kingdom is the third largest import market for cut flowers in the 
world after Germany and the USA, and the second largest import market among the 
EU nations, after Germany. UK's import of cut flowers in 1995 stood at US $ 360 
million (about 10% of the global imports), up from US $ 305.6 million in 1991 
{Indian Export Bidletin, April 1998). The import figure of 1995 does not include the 
intra EU imports, thereby implying that there has been a considerable increase in 
imports. 
Carnation is an extremely popular flower in the United Kingdom. As local 
production is declining, imports have increased at a high rate. Apart from Carnations, 
Chrysanthemum and Roses dominate the imports by UK. The other popular flowers 
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imported into the UK include, Freesia, Iris, Lilies, Gypsophila, Gerbera, Tulip, 
Alstroemeria, Aster, Orchids and Amaryllis. The pattern of demand between cut 
flowers and pot plants in the UK market by value is approximately 75 percent cut 
flowers to 25 percent pot plants. The cut-flowers proportion has been increasing year 
after year. The purchasing pattern within the market is 10 percent corporate 
consumption, 8 percent funerals, 7 percent weddings and 59 percent personal 
consumption, including gifts {Flower Business International, Jan. 1999). 
The top ten flowers in demand in the UK market include Carnations, 
Chrysanthemums, Roses, Daffodils / Narcissus, Lilies, Freesia, Tulips, Gladiolus, Iris 
and Alstroemeria. Other popular flowers include Orchids, Anemones, Cornflower and 
Gypsophila. The top ten pot-plants include, Pot-Chrysanthemum, Flowering Begonia, 
Azalea, Cyclamen, African violet, Fuchsia, Ferns, Cacti & Succulents, Rubber plant 
& Pot Daffodils. The other popular plants are Ivy, Palms, Pot Roses and Kalenchoe 
{Floriculture Today, Feb. 97). 
The level of consumption of flowers in the UK varies with season. In spring, 
the demand for cut flowers peaks during March to May and is highest at Easter, 
which is either in March or in April. The elevated demand in March is closely linked 
to Mother's Day, which in United Kingdom is celebrated towards the end of March, 
contrary to what is normally the case in other western countries. Demand then tends 
to decline until the late autumn and winter when it picks up again at Christmas. There 
is a large increase in flower trade on Valentine's Day i.e. 14^ February {Floriculture 
Today, Jan. 1997). The sale of Carnations fairly remains constant throughout the year, 
however demand of Roses is higher in autunm and early winter while bulbous flower 
are in demand between January to April. Apart from seasonal demands for red 
Carnations, particularly for Valentine's Day, the demand for red Carnations is 
declining, while that of white is picking up. The overall trend favours pastel shades. 
UK has great demand for red Roses, while pink and white shades are equally 
important. White Roses are preferred during Easter and Christmas; yellow, red, pastel 
shades and soft colours in spring; while bronze and yellow coloured Roses are 
preferred in autumn {Floriculture Today, Jan. 1997). 
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The Netherlands is the largest exporter of cut flowers to the UK market, 
constituting more than 61 percent of the total imports into UK at US $ 118.9 million 
in 1993 (Table 3.4). The Dutch exporters often deliver cut flowers on daily basis by 
van. Due to speedy access to the Dutch auctions, the UK (importer) wholesalers can 
source small quantities of specific varieties, colour and quality to meet any demand. 
Colombia is the second biggest exporter of cut flowers to UK, constituting more than 
15 percent of the total exports to UK at US $ 45.2 million. Turkey is the third largest 
exporter of cut flowers to the UK market constituting nearly 4 percent of the total cut 
flowers imports into the UK. Other leading exporters include Israel, USA, Italy, Spain 
and Kenya. While exports by Colombia, Turkey, USA & Italy have shown 
considerable increase, Israel has shown a declining trend. India exported a meagre 
US $ 30 thousands worth of cut flowers to UK in 1993. 
Table 3.4 
Imports of Cut flowers to United Kingdom (US $ 000) 
Origin 
Total world imports of 
which: 
Netherlands 
Colombia 
Turkey 
Israel 
United States 
Italy 
Spain 
Kenya 
Zimbabwe 
Thailand 
Morocco 
Brazil 
Ecuador 
Chile 
Gambia 
Guatemala 
Costa Rica 
China 
India 
1987 
Value 
176,597 
112,935 
16,572 
740 
21,911 
146 
4,970 
11,442 
2,143 
10 
1,009 
20 
154 
84 
267 
— 
~ 
— 
~ 
~ 
Share 
(%) 
100 
63.9 
9.3 
0.4 
12.4 
0.0 
2.8 
6.4 
1.2 
0.0 
0.5 
0.0 
0.0 
0.0 
0.1 
— 
~ 
~ 
~ 
-
1991 
Value 
305,608 
205,585 
39,018 
9,191 
19,167 
5,435 
5,285 
8,163 
3,447 
1,276 
2,319 
527 
106 
69 
51 
— 
~ 
~ 
~ 
--
Share 
(%) 
100 
67.2 
12.7 
3.0 
6.2 
1.7 
1.7 
2.8 
1.1 
0.4 
0.7 
0.1 
0.0 
0.0 
0.1 
~ 
~ 
— 
~ 
-
1993 
Value 
227,338 
• 118,994 
45,233 
11,665 
11,067 
9,910 
8,974 
8,494 
4,964 
2,957 
2,121 
1,155 
82 
~ 
42 
433 
198 
110 
48 
30 
Share 
(%) 
100 
61.3 
15.2 
3.9 
3.7 
3.3 
3.0 
2.8 
1.6 
0.9 
0.7 
0.3 
0.0 
-
~ 
0.1 
— 
~ 
— 
~ 
Source: UNSO / ITC Comtrade Data Base System, published in Floriculture Today, New Delhi, December 
1996, p. 37. 
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(c) France 
France is the fourth largest importer of cut flowers in the world after 
Germany, US and UK, and the third largest importers in the European Union after 
Germany and UK. It's import of cut-flowers totaled US $ 358.9 miUion in 1995 up 
from US $ 337.8 million in 1991, constituting around 10 percent of the global cut-
flowers imports {Indian Export Bulletin, April 1998). At US $ 2,300 million, France's 
consumption of cut flowers is the third highest in Europe after Germany and Italy and 
before the UK and The Netherlands. Consumption was up 10 percent per year in 1991 
to 1994, leveled off in 1994 and 1995. According to one large wholesaler in the 
Rungis market, the consumption was up 12 percent per year in plants and 8 percent 
per year in flowers in 1997 (Laws, 1998). 
According to market analysts, as regards consumption, the French are most 
fond of Roses, which in 1995, represented about 57 percent of the flowers sold in 
1995. Other floriculture products in the order of importance in the French market are 
Carnations, Tulips, Chrysanthemums and Gladioli. With regard to colour aspects, the 
most preferred colour is red for Roses and pastel shades for other flowers. The French 
are slowly acquiring a taste for brighter colours and this trend should become more 
prevalent as the consumption of bouquets further increase. Among the tropical 
flowers, apart from Orchids, Authuriums (in pastel shades) are also demanded by the 
French market {Floriculture Today, June 1997). 
Cut flowers represent 25 percent of the total floriculture sales. Pot-plants and 
bedding plants represent only 13 percent of the acreage but 48 percent of the 
production value. Flowering pot-plants have a strong market. The popular flowering 
plants include small Roses, Kalenchoe, Azaleas, Cyclamen, Begonias, Asters, 
Dendranthema, Tulips, Hyacinths and a composition of various plants in the same pot 
(Laws, 1998). The Netherlands is the largest exporter of cut flowers to France, 
constituting more than 86 percent of the total imports into France in 1995, at US $ 
372.9 million, up from US $ 301.6 million in 1991 (Table 3.5). The Netheriands is 
followed by Belgium - Luxembourg, which constitutes 3.1 percent of the total 
exports of cut flowers to France at US $ 13.4 million. Italy is the third largest exporter 
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to France at US $ 9.6 million, constituting 2.2 percent of the total imports of cut 
flowers into the French market. Italy is followed by Colombia, Morocco, Israel, 
Spain, Ecuador and the UK. India exported a mere US $ 206 thousand worth of cut 
flowers in 1995 {Floriculture Today, Feb. 1999). In 1995 UK's imports from 
developing nations increased by 18 percent to an amount of US $ 18 million (Laws, 
1998). 
Table 3.5 
Imports of Cut flowers into France, by Origin and by Value in 1991 and 1995 (in 
thousands of US dollars) 
ORIGIN 
Total of which from: 
Netherlands 
Belgiiun-Luxembourg 
Italy 
Colombia 
Morocco 
Israel 
Spain 
Ecuador 
United Kingdom 
Thailand 
Peru 
Germany 
Costa Rica 
Kenya 
Poland 
Martinique 
South Africa 
India 
Others 
1991 
Value 
337,753 
301,601 
3,300 
5,859 
3,261 
9,118 
2,401 
2,387 
468 
1,393 
967 
1,257 
372 
41 
1,365 
64 
789 
502 
460 
2131 
Percentage 
100.0 
89.3 
1.0 
1.7 
1.0 
2.7 
0.7 
0.7 
O.I 
0.4 
0.3 
0.4 
0.1 
0.0 
0.4 
0.0 
0.2 
0.1 
0.1 
0.5 
1995 
Value 
433,307 
372,959 
13,443 
9,673 
5,647 
5,594 
5,119 
4,651 
1,735 
1,592 
1,495 
1,404 
1,244 
966 
927 
690 
470 
454 
206 
5038 
Percentage 
lOO.O 
86.1 
3.1 
2.2 
1.3 
1.3 
1.2 
1.1 
0.4 
0.4 
0.3 
0.3 
0.3 
0.2 
0.2 
0.2 
0.1 
0.1 
0.0 
1.1 
A/: Based on Netherlands export statistics. 
Source : ITC / UNSO Comtrade Data Base System, published in Floriculture Today, New Delhi, Feb. 
1999, p. 14. 
France imported Roses worth US $ 32 million in 1994. The Netherlands was 
the major source (82% of the total imports into France), followed by Morocco (9%) 
and Israel (5%). In 1995, the imports of Carnations were at US $ 17 million. The 
largest supplier was The Netherlands (62%), followed by Colombia (16%), Morocco 
(8%), and Spain (6%). In 1995, France imported US $ 8 million worth of Orchids. 
The major suppliers were The Netherlands (87%), Thailand (10%) and Singapore 
(1.8%). France imports US $ 2 million worth of Gladioli each year. The Netherlands 
is the major supplier for Gladioli (91%), followed by Morocco and Mauritius. Other 
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flowers imported by France include Tulips (6% of total cut-flowers imports), lilies 
(5%), Summer flowers (3%), Gerbera, Gypsophila and Freesia, constituting 2 percent 
each (Laws, 1998). 
Major markets: There are 13 wholesale markets in France, for cut flowers and plants 
{Floriculture Today, Feb. 1999). The largest and one of the most important flower-
market is the Paris-Rungis flower market, which is one of the five largest flower 
markets in Europe. Approximately 70 percent of the business is cash and carry. Only 
30 percent is by Telephone and delivery to retail. The total yearly sales of cut flowers 
in Rungis, is at US $ 383 million. This covers 700,000 bunches of flowers, 280,000 
pot-plants and 85,000 trees, bushes etc. There are over 2,000 retail florists, garden 
centers and other clients (Laws, Dec. 1998). The sales data of cut flowers and pot-
plants by various outlets is provided in table 3.6. An estimated 25,850 retail outlets 
sell flowers and plants in France. Trends show that supermarkets are slowly 
expanding their market share, through combination of competitive pricing, sales of 
prepared bouquets and more recently by oflFering vase-life guarantees. 
Table 3.6 
France: Sales Cut-flowers and Pot-plants, by outlet, 1985-86,1990-1995 (as percentage 
of total) 
Sales Outlets 
Total of which: 
Florists 
Seeds Stores 
Garden Centres 
Producers 
Hypermarkets 
and 
Supermarke ts 
Marke ts & Fai rs 
Others , 
inc lud ing do-i t -
yourself shops 
1985 
100.0 
63.2 
--
4.6 
7.6 
8.2 
15.5 
0.9 
1986 
100.0 
63.2 
1.1 
4.7 
6.8 
8.9 
14.3 
1.0 
1990 
100.0 
60.3 
2.8 
7.9 
7.2 
8.8 
11.9 
1.1 
1991 
100.0 
60.4 
2.9 
8.3 
6.9 
8.9 
11.5 
I . l 
1992 
100.0 
59.0 
2.7 
8.6 
6.9 
9.5 
12.2 
1.1 
1993 
100.0 
58.0 
2.5 
8.5 
7.0 
10.0 
13.0 
1.0 
1994 
100.0 
55.5 
3.0 
10.0 
7.0 
11.0 
12.5 
1.0 
1995 
100.0 
55.4 
3.2 
8.5 
6.3 
12.7 
12.6 
1.3 
Source: Office National Interprofessional Des-fruits, des Legumes et de 
rhor t icul ture (ONIFLGIR), published in Floriculture Today, New Delhi, 
Feb. 1999, p. 15. 
In total, French producers supply 45 percent of the flower stems sold. Imports 
at Rungis in 1996 were 55% sales, by number of bunches of flowers. The Netherlands 
has 42 percent sales, Colombia 2.5%, Israel 2% and Morocco 1%. The Rungis market 
is open 5 days and week i.e., Monday, Tuesday, Thursday, Friday and Saturday. 
50 
Although only half of the wholesalers are open on Saturday, the market is closed on 
Wednesdays. The Rungis market sold almost 19 million pot-plants in 1996. Of these 
52% were produced in France and 48% imported. Flowering plants constituted half 
the sales (Laws, 1998). 
There are two dispatch markets with auctions clocks that service growers, 
selling to wholesalers, retail shops, exporters and other growers. These are the Nice 
flower market and the Hyeres flower market. Sales volume in 1996 in Nice was US $ 
57 miUion, while sales in the same year in Hyeres was US $ 47 million, of which 
89% were cut-flowers. 95% of sales were by mutual, only 5% of the flowers were 
sold through auctions. In France, growers prefer to sell directly to consumers. There 
has traditionally been a very close interface between growers and the end market, as 
only 15%) of the flowers are sold through wholesalers, 11% are sold to grower groups, 
28% go to the florists and 29%) go directly to the consumer. Only 10 wholesalers in 
France have an average annual turnover of US $ 1.6 million. These include Agrexco, 
Florimex, Audine and Queens Flowers, each of which is foreign owned. 3 to 4 Sri 
Lankan growers have their own foliage sales operations here as well. The Dutch 
exporters send their consignments directly to the retailers (Laws, 1998). 
(d) The Netherlands 
The Netherlands is the fifth largest import market in the world for cut flowers 
and fourth among EU nations. The Netherlands imported US $ 310.4 million worth of 
cut flowers in 1995 (constituting more than 8 percent of the global cut-flowers 
imports), up fi-om US $ 185.3 million in 1991 {Indian Export Bidletin, April 1998). 
For years. The Netherlands has held a leading position in the cut-flowers trade. At 
present, the production of cut flowers is increasing throughout the world, especially in 
African, Asian and South American continents. The increasing world production has 
changed the market position in Europe, hindering The Netherlands wholesale trade's 
ability to control and direct the total foreign supply. The figures for the import season 
spanning June 1997 to end of May 1998 show that foreign flower growers increased 
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their supplies to auctions in Tlie Netherlands to reach 23.2 percent of the total cut-
flowers supply (Table 3.7). 
Table 3.7 
The Netherlands: Countries of Origin of Flowers, Auctioned between 
June 1997 & end May 1998. 
Ranking 
I 
2 
3 
4 
5 
6 
7 
8 
9 
10 
11 
12 
13 
14 
15 
16 
17 
18 
19 
20 
* Amount sol 
Country 
The Netherlands 
Israel 
Kenya 
Spain 
Zimbabwe 
Zambia 
England 
Tanzania 
France 
Uganda 
Ecuador 
India 
South Africa 
Malawi 
Costa Rica 
USA 
Palestine 
Turkey 
Surinam 
Greece 
d, i .e . excludiiiR effect of sub 
Supply in million stems* 
8,416 
1,112 
489 
259 
248 
74 
52 
41 
31 
28 
21 
19 
18 
17 
16 
14 
14 
11 
07 
06 
sequen t sa les . 
+ % 
0.0 
17.0 
25.0 
0.8 
12.1 
27.5 
17.7 
42 .7 
41.4 
18.0 
124.0 
28.8 
64.6 
+/+ 
10.8 
-20.4 
+/+ 
+ /+ 
29.5 
-45.0 
Source : Vereniging van Bloemenveilingen in The Netherlands - elhi, October 17-23, 
1998, p. 4.VBN (Leiden), published in Indian Export Bulletin, ITPO, New 
Delhi 
Supply by the Dutch growers remained almost unchanged during the period. 
The Middle East remained the biggest non-European supplier of cut flowers (1138 
miUion stems). The bulk of the supplies, accounted for by Israel (1,112 million stems) 
and Turkey (11 million stems). All in all, 19.4 percent more flowers were supplied by 
the Middle East than in 1996-97, May to end of June season. AfHca remained 
second, supplying 920 million flowers and thereby increasing its share to 24.3 percent 
more than in 1996-97. Imports from the Far East (34 million stem), long far behind 
and mainly concern Roses from India. Imports from South America remained modest 
at 30 million stems. These constituted large sized Roses plus a few varieties of 
summer flowers and Gypsophila, from Ecuador and Peru. Imports from North 
America mostly consisted of foliage. Australia and New Zealand played an 
insignificant role by supplying approximately 2 million stems. India ranked 12^ ^ 
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among countries supplying cut flowers with 19 million stems auctioned between June 
1997 and May end 1998 {Indian Export Bulletin, Oct. 1998). 
According to the findings of market research, the shares of various flower 
categories in household purchases by value in 1995, were as follows: Roses 18.5 
percent. Chrysanthemums 13 percent, Carnations 7 percent, Tulips 55 percent, 
Daffodils 3.5 percent, Freesia 3 percent, Alstroemeria 1 percent and Lilies 0.5 
percent. The mixed bouquet accounted for 38 percent of all the cut-flowers purchases. 
About 50 percent of all household purchases are for use in purchaser's own 
households. The other 50 percent are for special occasions, the most important of 
which are birthdays (14 percent), visits (18 percent) and funerals constituting 10 
percent {Floriculture Today, Sept. 1998). The peak purchases in The Netheriands like 
other European countries are for Mother's Day, Valentine's Day and Christmas. 
Roses lead the auction sales in The Netherlands, including imports, followed 
by Chrysanthemums (spray). Tulips, Lilies and Carnations. Gerbera, Freesia, 
Cymbiduim, Alstroemeria and Gypsophila are among the top ten cut flowers traded in 
the Dutch auctions. The demand for Chrysanthemums (spray), Lily, Carnation, 
Freesia and Gj^jsophila have decreased in recent times. Roses, Gerbera, Cymbiduim 
and Alstroemeria have shown a constant demand, while demand for Tulips has 
currently increased {Floriculture Today, Sept. 1998). 
Major Markets: The Netheriands, the center of the flower universe, is a natural 
leader in floriculture products. There is an enormous flow of flowers and plants 
through the country, more than half of which are traded via Bloemenveiling Aalsmeer 
or the Aalsmeer Flower Auction. Alasmeer Flower Auction has a market share of 55 
percent in The Netherlands, 10 percent in Europe and 5 percent worid-wide. 
Increasing international competition has forced Alasmeer Flower Auction to 
strengthen its position in the international market. Traditionally Aalsmeer is the Tulip 
center of the world. Each day 300 different types of Tulips are sold to over 20 places 
in the worid. In 1996 almost 500 million Tulips were sold {Floriculture Today, April 
1997). Each day 17 million flowers and up to 2 million plants representing hundreds 
of varieties from different parts of the worid are auctioned here. The annual turnover 
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at current prices exceeds 2.4 billion Dutch guilders, equivalent to some US $ 1.6 
billion. In 1995, more than 4 billion cut flowers and approximately 500 million plants 
found their way to customers in The Netherlands and abroad. 80 percent of the 
auctioned products were sold abroad by exporters {Floriailture Today, Dec. 1996). 
Nearly 350 exporters and wholesalers of flowers and plants have their 
premises in the Bloemenveiling Aalsmeer building. For quick and efficient export, 
the building accommodates a dispatch and loading center, transport companies, 
forwarders, cargo handlers, plant protection service and Customs. About 10,000 
people are employed in the building. Spread over an awesome 7,55,000 sq. m. Area, 
the Aalsmeer Flower Auction building is the largest trade center in the world. It has 5 
auction halls (4 for cut-flowers and one for pot-plants), with a total of 13 auction 
clocks (9 for cut-flowers and 4 for plants). Each auction room has its own supply and 
distribution area. Galleries in the auction halls provide seats for hundreds of buyers 
(Floriailture Today, Dec. 1996). The Flower Auction Aalsmeer is developing a 
quality label for flowers and plants. The label will make the exterior and interior 
quality of flowers obvious to buyers. The pilot project will be on Roses. If plants 
meet a number of very stringent quality demands, they will be awarded a "plant +" 
label. This guarantee of quality is clearly recognizable for buyers at the auction and 
throughout the distribution process. The same applies to Carnations and Asters 
(Floriculture Today, March 1997). 
Flower Auction Holland has evolved into the second biggest flower and plant 
auction in The Netherlands, with a 37.9 percent market share. The two centers at 
Naaldwijk (4 auction rooms and ten clocks) and Bleiswijk (with one auction room 
and 3 clocks), comprise hundreds of thousands of sq. metre of auction space, 
accommodating exporters, agents, wholesalers, line carriers and retailers. Naaldwijk 
concentration on large scale buyers and has an added facility of Aircolfleur - the 
largest flower cold store in the worid, while Bleiswijk meets the demand of 
wholesalers and small scale buyers (Floriculture Today, May 1999). 
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(e) Italy 
Italy is the fifth largest import market for cut flowers among EU nations and 
eighth in the world, constituting 3.2 percent of the total world imports in 1995, at US 
$ 118.9 million. Italy is one of the most important, even though a decreasing flower 
market in Europe. The cut-flowers imports have decreased from US $ 134 million 
worth in 1991 to US $ 118.9 million in 1995 (Indran Export Bnlletw, April 1998). 
The downward trend is attributed to three reasons; a highly alert consumer 
who understands various aspects of quality, overall economic situation in the country, 
and a very high cost of ornamental horticulture produce. Nearly stable post-plant 
sales and a downward trend of cut-flowers consumption may also mean the inability 
of the consumer to purchase very high priced cut flowers, even though desired. Pot-
plants may therefore fast replace flower vases in Italian households. Nearly 57 
million Italian purchase flowers and plants. {Floriculture Today, April 1998). 
Consumption of flowers and plants in Italy has decreased by 5-10 percent, on account 
of the economic situation and the mature level of the market. The per-capita 
consumption of cut flowers has witnessed a slide fi-om a peak level of US $ 62.9 in 
1990 to US $ 42.6 in 1997. Similarly, per capita consumption of pot-plants witnessed 
a slide fi-om a peak level of US $ 17.6 in 1993 to US $ 14.5 in 1997 {Floriculture 
Today, Dec. 1998). 
The Netherlands was the major supplier to Italy, constituting 61 percent of cut 
flowers and 59 percent of pot-plants imported by Italy {Floriculture Today, April 
1998). The major cut flowers that are in demand in the Italian market are Roses, 
Carnation, Gerbera, Gypsophila, Chrysanthemums, summer flowers and cut-greens. 
Major markets: The wholesale grower markets for cut flowers are Sauremo, Pescia, 
Viareggio, Ercolana and the regional markets are Albenga, Terlizzi, Taviano, 
Copertino, Vittoria and Marsala. The wholesale pot-plant markets are Albenga, 
Brescia and Padova. The main wholesale consumer markets are Genoa, Milano, 
Messina, Rome & Turin. Milano is the most important market followed by Rome. 
There are 9,500 florists, 2,500 garden centers, 3,000 plant centers, 250 Hyper markets 
and 4,000 super markets {Floriadture Today, ApriJ4998).. L. 
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3.3 The United States of America 
The United States of America has been the second largest cut-flowers market 
after Germany, constituting 16.8 percent of the total world imports of cut flowers in 
1995 at US $ 622,8 million. The imports by the USA has witnessed an increasing 
trend i.e. from US $ 403.5 million in 1991 to US $ 436.8 million in 1992, US $ 469.1 
million in 1993, US $ 517.4 million in 1994 and to US $ 622.8 million in 1995, up 
from 12 percent of the global cut-flowers imports in 1991 to 16.8 percent in 1995 
{Indian Export Bulletin, April 1998). 
The top seven US floriculture producing States - California, Florida, Texas, 
Michigan, Ohio, New York and Pennsylvania account for more than US $ 100 
million in sales. In 1992, 40 percent of the total floricultural sales were the bedding 
plants. Flowering pot plants were 24 percent of the total sales, while cut flowers 
represented only 19 percent of the total sales in 1992. Foliage plant sales constituted 
only 18 percent of the 1992 total (Miller, 1996). The leading flowers traded in the US 
in 1995 (by volume) were Roses, followed by Carnation and Chrysanthemums. While 
the Rose remained the most important single flower, there is evidence of increasing 
demand for an ever-widening range of other flowers. The per capita consumption of 
Roses show a slight growth, from 3.93 stems per year in 1991 to 4.4 stems per year in 
1995, the per capita consumption of Chrysanthemums and Carnations has declined 
from 2.90 stems per year in 1991 to 2.79 stems per year in 1995 and 6.86 stems per 
year in 1991 to 5.97 stems per year in 1995 respectively {Floriculture Today, Sept. 
1998). 
Consumer requirements in terms of colour are subject to change in fashion. 
Furthermore preferences are subject to seasonal demands and are unique in strong 
emphasis on colour fashions. The US trade sources estimate that 85-90 percent of all 
cut-flowers sales are occasion sales i.e. for funerals, weddings and special days. 
Occasions like Mother's Day, Valentine's Day, Thanks giving and Christmas account 
for a significant proportion of the retail turnover {Floriculture Today, Sept. 1998). 
Carnations account for the largest proportion of imports into the US market at 
1,350 million stems in 1995, inspite of the decrease in imports of Carnations from the 
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previous years i.e. 1,692 million stems in 1993 and 1,564 million stems in 1994. The 
import of Roses have however increased {Indian Export Bulletin, April 1998). The 
US imports of fresh cut Orchids increased 51.2 percent in volume and 21.8 percent in 
value between 1990 and 1994, from 15.3 million stems (US $ 5.85 million), to 23.2 
million stems (US $7.13 million). Most of this increase is accounted by a rise in 
imports of Dendrobium Orchids from 9,2 million stems (US $ 3.3 million) in 1990 to 
16.8 million stems (US $ 4.4 million) in 1994. Of these Dendrobium Orchids, 97 
percent were from Thailand. Thailand dominates the fresh Cut Tropical Orchid 
market in the United States, shipping over 80 percent of the Dendrobium consumed 
(Laws, 1995). 
According to a report prepared for APEDA, by the GIC group, Virginia, the 
dried flower segment is growing in the US Floriculture industry, and has shown an 
upward trend in sales and imports since the early 1990s. The dried flower industry is 
expected to continue to grow over time. The industry is being driven by changing 
interior design trends, resulting in increased consumer demand for items that provide 
a natural look for homes, as result dried flowers are preferred over artificial silk 
flowers. The dried flower and fresh cut-flowers markets have grown in tandem in the 
United States. Rather than competing for market share, dried flowers have shared the 
benefits of a growth market. 75 percent of the retail florists sell dried flowers in 
addition to the fresh cut-flowers stock (Report by GIC group for APEDA). 
3.4 Japan 
As per the report by UNSO / ITC Comtrade Database System, Japan is the 
sixth largest import market for cut-flowers, constituting 5.8 percent of the world 
imports of cut-flowers in 1995, at US $ 216.1 million, up from 4.3 percent in 1991 at 
US $ 143.8 million. Japanese imports have seen a continuous rise in cut-flowers i.e. 
US $ 127.6 million in 1992, US $ 157.5 million in 1993 and US $ 191.5 million in 
1994. Domestic consumption has been found to be on the increase in Japan (Indian 
Export Bulletin, April 1998). 
57 
Japanese consumers use more flowers for gifts than for other uses. Almost 
29.7 percent of the flowers are consumed for gift purpose, followed by home use and 
business use at 25.6 percent and 24 percent respectively. Almost 80 percent of the 
flower consumption takes place in these three categories {Floriculture Today, 
September 1998). The economic recession has hurt sales of flowers for ceremonial 
occasions and for commercial use and there are no signs of any imminent recovery. 
However, household demand for cut flowers has been relatively unaffected by the 
recession. There will be strong demand for unique and low-priced cut-flowers for 
households {Floriculture Today, April 1997). 
Japanese flower consumption varies according to season. Since a largest part 
of flower consumption comes for annual events like ceremonies, religious fianctions 
etc., the season plays an important role in the overall demand. Trends in average 
monthly expenditure on cut flowers for households indicate that March, May, August, 
September and December have a higher expenditure. March and September have the 
spring and autumn equinox national holidays and May has the Mother's Day. The 0-
Bon festival (Japanese all Saint's Day) is in August and Christmas is in December. In 
each of these months, there is a marked increase in consumption. Of these March, 
August and September feature Buddhist festivals, for which Chrysanthemums and 
other Japanese flowers pre dominate. Mother's Day in May tends to favour carnations 
and other western flowers and Christmas sees a larger increase in demand for roses 
and for other western flowers. The average annual spending per household on cut 
flowers in 1995 was 12,608 yen. This represents 1.7 percent decrease from the 
previous years. The figure has tended to remain more or less the same since its peak 
at 12,912 yen in 1993 {Floricidture Today, September 1998). 
The top three products i.e.. Chrysanthemums, Carnations and Roses have 
accounted for 48 percent of the monetary value of the Japanese cut-flowers markets 
and 56 percent of the volume {Floriculture Today, Sept. 1998). Chrysanthemums 
account for one third of the Japanese cut-flowers market. The standard and Japanese 
spray varieties are used in Buddhist ceremonies. The European spray type 
Chrysanthemums are supported by a steady demand for use in homes and has shown 
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more growth than the standard type. Overall consumption of Carnations has begun to 
stagnate. There is less demand for single carnation for use in bouquets. The 
introduction of new varieties of spray Carnations is progressing. Roses have 
traditionally been identified as a high-class item and the demand is steady. Large 
roses that were previously the main stay have given ground to medium sized Roses, 
and spray type Roses are being used more widely. 
Imports of cut-flowers to Japan began in the late 1960's, when Japan began 
importing Chrysanthemums from Taiwan. Orchid imports from South East Asia soon 
flowed. Imports remained flat on a volume basis for many years, but for 1985 
onwards, cut-flowers imports began expanding rapidly {Floriculture Today^ April 
1997). There had been a sudden decrease in cut-flowers imports in 1992, which more 
than leveled again in 1994, after a nearly 25 percent increase in volume in 1993. The 
decrease in 1992 was due to a decrease in demand for cut flowers in Japan, during the 
recession and falling prices, caused by increased domestic production. The increases 
in 1994 and 1995 were due to increased imports of cheap flowers prompted by the 
high yen. This trend had been supported by strong consumer demand for lower priced 
products during the recession {Floriculture Today, Sept. 1998). 
According to the survey on Flower Plant Cultivation (1992), the most 
common imports was Orchids, with 1992 imports at 108.5 million units, constituting 
28.3 percent of all cut-flowers imported into Japan. 80 percent of all Orchid imports 
were Dendrobium. The next most common imported cut flower was Chrysanthemum 
(25.8 million units), followed by beargrass (24.2 million units) and Carnations (19 
million units). The leading exporters of cut flowers to Japan on a value basis are The 
Netherlands (Lilies, Tulips) and Thailand (Orchids). They are followed by Taiwan 
(Chrysanthemum) and New Zealand (Orchids). The Netherlands moved past Thailand 
into first place for the first time in 1989, but since that time its share has been sliding. 
The reason is that more Japanese farmers are importing bulbs and turning to Lily and 
Tulips cultivation themselves. Which means that the Dutch growers no longer have a 
lock on the market. Imports from New Zealand and Australia have posted dramatic 
growl:h, as these southern hemisphere countries are well positioned to supply Japan 
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with cut-flowers during the off season in the northern hemisphere. Costa Rica and 
Colombia have used low prices to help boost their exports to Japan. In contrast 
imports from Taiwan have fallen sharply. The import share of cut flowers in the 
Japanese market has only been about 6 percent {Floriculture Today, April 1997). 
Market structure: Competitive bidding at the wholesale market takes place in the 
morning time. For Japanese growers, the time from cutting flowers, to the local 
wholesale markets is 24 hours and to distant wholesale markets such as Okinawa to 
Tokyo is 48 hours. For imported flowers to be cut, wrapped, undergo plant inspection 
and clear Customs at the place of origin, and then wait to be loaded to the flight for 
transport to Japan the transit time varies between 22 hours (for the Netherlands by 
shortest route) to 7 hours (direct flights from Thailand). Further if the flight arrives at 
night, the shipment cannot be processed through the Customs until the next morning 
and afterwards the imported flowers can go to the auctions at wholesale markets 
{Floriculture Today, April 1997). 
Distribution patterns have diversified considerably in recent times, however 
mail order companies and express delivery services now sell cut flowers. Flower 
purchasing cooperatives have even set up computer ordering systems, that enable 
members to place orders from their own personal computers. Shipping companies 
have established their own sales networks for cut-flowers and a number of chemical 
markers, food processors and other big businesses from other industries have decided 
to go into cut-flowers business {Floriculture Today, April 1997). 
The census of Commerce by the Ministry of International Trade and Industry 
shows that floristry and gardening shops numbered 26,300 nationwide in 1994, an 
increase of 1,800 from 1988. Today around 500 ikebana schools are active. Many 
flower design schools teach western styles of flower arrangements. According to Mr. 
Shin Harada, Managing Director of the Japan Flower Promotion Centre, Japan's 
flower market has shown a steady growth and reached 1.531 trillion yen in 1995. 
There is faster growth in sales of potted plants and seedlings than in those of cut 
flowers. {Floriadture Today, April 1997). 
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Legal Product-related regulations: The Washington Convention (Convention on 
International Trade in Endangered Species of Wild fauna and flora, called CITES), 
classifies plant and animal species into three categories: 
Category I: All species threatened with immediate danger of extinction. Commercial 
traffic in these species (currently 527) is prohibited. The Japanese Government has 
designated these species as import quota items, and they cannot be imported into 
Japan without an import quota granted by their Minister of International Trade & 
Industry. 
i) Category IT. All species requiring strict international regulations to prevent danger 
of extinction. Importers must submit an export certificate or re-export certificate 
issued by the Management Authority of the exporting country. Currently 263 
species are covered by this provision, 
ii) Category III: All species which any party identifies as being subject to regulation 
and as needing the cooperation of other parties in the control of trade. Currently 
246 species are covered by this provision. Importers must submit an export 
certificate and a certificate of origin issued by the Management Authority of the 
exporting country or a certificate granted by the Management Authority of the 
country of re-export, that the specimen was processed in the country. 
The following categories of items may not be imported into Japan: 
• Soil or plants with soil attached. 
• Plants prescribed by Ministerial Ordinance of the Ministry of Agriculture, 
Forestry & Fisheries, Japan. 
• Container or wrapping materials for the above. 
• Harmfiil animal (including insect pests) or harmfiil plants (disease, organism, 
parasite). 
Cut flowers with living fiuit material fall into the category of plants prescribed by 
the Ministerial Ordinance of the Ministry of Agriculture, Forestry & Fisheries 
{Floriculture Today, April 1997). 
Phytosanitary requirements: Importers in Japan have to submit an Application for 
Import Inspection of Plants and Imported-Prohibited Articles, along with a 
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Phytosanitary Certificate, issued by the competent Government agency of the 
exporting country, to the Plant Protection Station at the port of entry. If an infestation 
is detected, the cut flowers have to be decontaminated. If disease organisms are 
detected, the cut flowers are reconditioned, destroyed or returned. If there is no 
decontamination method that can completely kill all pest organisms, then the cut 
flowers are destructed or returned to the exporters {Floriculture Today, April 1997). 
3.5 Switzerland 
According to a report by UNSO / ITC Comtrade Database System, 
Switzerland is the world's seventh largest import market for cut-flowers and in 1995, 
it imported US $ 168.7 million worth of cut-flowers constituting 4.5 percent of the 
global imports of cut-flowers, up by 19.4 percent from US $ 141.2 million in 1991. 
Per capita consumption of cut flowers in Switzerland is the highest in the world. The 
Flower Council of Holland estimates the per capita consumption of cut flowers in 
Switzerland, in 1995 at US $ 106.5, which may increase to US $ 123 by the year 
2000. In per capita consumption of pot-plants, Switzerland ranks third in 1995 at US 
$ 58. The study projects consumption of pot-plants in Switzerland at US $ 64 in the 
year 2000, up by 9.6 percent from 1995 levels {Flora Culture International, Feb. 
1997). 
Switzerland has various distinct groups of consumers, including German 
speaking, French speaking and Italian speaking Swiss, who haveo/arying colour 
preferences. However, trade sources now report that these differences are no longer 
significant. Roses are by far the largest single item traded, but demand for mixed 
bouquets is expanding rapidly, almost twice that for Roses. Demand for Carnations 
has declined continuously, while demand for Orchids has been static. 
Chrysanthemums are not a major import item, other than for use in mixed bouquets. 
Imports of tropical flowers are reported to have declined, although small quantities of 
tropical flowers are included in some Valentine's and Mother's Day bouquets. 
Demand for cut-flowers remains at a high level throughout the year with peaks during 
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Christmas, Valentine's Day, Mother's Day and All Saint's Day. Trade sources report 
that Easter is no longer a period of peak demand {Floriculture Today, June 1998). 
The Netherlands has by far been the largest supplier of floriculture products to 
the Swiss market and in 1995, accounted for 63 percent of all imports by value. The 
next leading suppliers were Italy with a share of 12 percent, Israel (6.2 percent) and 
France (6 percent). The leading suppliers among the developing nations included 
Zimbabwe, Kenya, Colombia, Ecuador, Thailand and Morocco. The share of the 
developing nations rose up from 8.3 percent in 1991 to 10.15 percent in 1995. Over 
the same period, the number of nations supplying the Swiss market increased from 48 
to 59 {Floriculture Today, June 1998). 
Rose is the favourite flower in Switzerland and demand continues to increase. 
The popularity of individual varieties closely follows the pattern of the Dutch 
auctions. As with super markets elsewhere in Europe, consumers buy Roses on the 
basis of colour, rather than variety. Import of Roses are at a high level and increased 
in volume terms by 54.2 percent during the period 1991-1995 to reach 4,627 tons, 
valued at SwF 75.5 million. In 1995, 44.7 percent of all imports were in summer (1"^  
May to 25 October) and 55.3 percent of winter (26 October to 30 April). This pattern 
of high demand for imports year round is very much a characteristic of the Swiss 
market. In 1995, Roses made up 38.4 percent of all imports of cut flowers by value. 
The Netherlands supplied 65 percent by volume of the summer imports and 45 
percent in the winter. Developing nations provided 15 percent of the summer supplies 
and 23 percent in winter. The main developing nation sources were Zimbabwe, 
Ecuador, Kenya, Morocco and Colombia {Floriculture Today, June 1998). 
The import share of Carnations (spray) increased during 1980s to around 60 
percent, but has since declined. In 1996, trade sources reported stronger demand for 
the standard varieties. Summer imports of carnations during 1991-1995 declined by 
18 percent in volume and 35.5 percent in value, standing at 529 tons (SwF 4.2 
million) in 1995. Trade sources estimate the total Swiss market (summer & winter) at 
no more than 1000-1200 tons with a value of around SwF 10.0 million in 1995. The 
leading suppliers are Italy, Colombia, The Netheriands and Germany. The bulk of 
German supplies included the re-exported Kenyan spray Carnations. Demand is 
primarily for long-stemmed standard Carnations. Swiss importers require more red 
Carnations than do importers in Germany and USA, while demand for white is very 
low. The Netherlands has been the largest winter supplier to Swiss markets i.e. 2336 
tons in 1991 and 2615 tons in 1995. Kenya, Ecuador, Colombia, Zimbabwe, 
Mauritius, Thailand, Peru and Costa Rica were the main developing nations to supply 
flowers during the winter period in 1995. During summer the principal supplier was 
The Netherlands, which accounted for 73.6 percent of summer imports. The main 
developing nations that supplied the Swiss market during the summer period in 1995 
were Ecuador and Peru (Gypsophila), Kenya (Alstroemeria , Statice, Molucella, 
Aster, Liatris), Mauritius (Authurium), Costa Rica (Ginger, Heliconia and Orchids) 
and Cote d' Ivoire (Pineapple flowers, Authurium and Heliconia). Swiss producers, 
faced with increased competition from The Netherlands and low-cost developing 
nations have switched to pot-plant production, where they have some competitive 
advantage {Floriculture Today, June 1998). 
Major markets: There are an estimated 50 wholesalers in Switzerland. Some of 
them import direct from The Netherlands, French and Italian producers and exporters. 
However in a highly competitive market, many companies prefer to obtain imports 
through specialist importers, thereby enabling them to buy smaller quantities on a 
more frequent basis, thus reducing transport costs and the risks and difficulties 
inlierent in importing from distant countries. Most wholesalers have well-established 
re-packing facilities and premises where florists can purchase flowers on a cash-and-
carry basis. Many wholesalers are located at a flower exchange (bourse aux fleurs or 
Blumenborse) for example, Hottinger AG and Cloetta AG at the Zurich bourse at 
ober-engstringen. In addition to wholesalers, there are specialist importers who 
handle a substantial volume of cut flowers and foliage for their own account, for 
wholesalers. They source their supplies from long established producers in 
developing countries. The Netheriands, Italy and France. Some importers have their 
own farms and others have exclusive marketing agreements with overseas producers. 
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Among the specialist importers are Agro-Tropic AG, Sunflor AG and Florimex 
{Floriculture Today, June 1998). 
Migros and Coop are the two largest retail groups, which account for a greater 
proportion of imports by retailers. They obtain supplies from all over the world, in 
addition to buying cut flowers and plant from local producers. They have their own 
packaging, cold storage and distribution facilities, but given the high costs in 
Switzerland, they tend to purchase prepared bouquets and sleeve wrapped bunches of 
flowers from specialist developing country producers, Swiss importers or in the case 
of mixed bouquets, from The Netherlands. The principal suppliers to these two large 
retailers are The Netherlands, Italy, France, Zimbabwe, Kenya and Israel. Thailand 
and Costa Rica are sources for Orchids and tropical flowers {Floriculture Today, June 
1998). 
Market Access: In order to protect local production, there are quantitative 
restrictions on import of cut flowers during the summer season (1^ May to 25 
October). There is a global annual (summer season) quota of 5000 tons covering all 
species. Individual importers are given quota based on their previous imports and 
purchase of Swiss produced flowers. When domestic production is insufficient, the 
quota may be increased. The import quota is reviewed annually, by a committee of 
Swiss producers and importers. In 1996, 6600 tons were imported into Switzerland 
i.e. 1600 tons over the quota. During winter season (26*'' October to 30* April) there 
are no quantitative restrictions on imports. Customs duties on imports of fresh cut 
flowers are levied on the basis of weight. Different rates are applied on flower 
imports during winter and summer. Switzerland offers preferential treatment to 
members of the European Union and the European Free Trade Association, as well as 
to Turkey, Israel, the Eastern European nations and developing and least developed 
nations {Floriculture Today, June 1998). 
Product-based regulations: The Swiss market is noted for its stringent requirements 
in terms of freshness and uniformity of colour and size. Importer's requirements 
follow those of EU nations. Both Migros and Coop purchase flowers from producers 
who adopt environment-friendly production practices. In The Netherlands, Migros 
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purchase flowers only from producers who are registered with the Milieu Project 
Sierteelt. Membership in the MPS programme is likely to be opened to foreign 
producers in the future. Members undertake to record their consumption of energy, 
fertilizers, pesticides and waste products {Floriculture Today, June 1998). No strict 
demands are yet in force in Switzerland with respect to packaging. Standards relevant 
to the packaging of flowers and plants can be found in the requirements for plastic 
products as stated in the Ordinance on Environmentally Hazardous Substances. 
Switzerland aims to align its environmental legislation with the EU legislation in 
most fields. For this reason, no major deviations from the European Packaging 
Directive need be anticipated. When planning exports to Switzerland, it is 
recommended to contact a well-informed importer in an early stage {CBI, March 
1998). 
Phytosanitary regulations: A phytosanitary certificate should accompany all 
consignments of cut flowers. Flowers may be subject to infection on arrival. All 
consignments are subject to phytosanitary tax of SwF 0.40 / 100 kg gross 
{Floriculture Today, June 1998). 
3.6 Up-coming Markets for Indian Floriculture Products 
a) Poland 
Poland is a comparatively large country area-wise with a population of 39 
milUon, with 1.7 million people living in the capital Warsaw. Poland is a Rose 
country, as Rose is the main flower grown locally and also the main imported flower, 
constituting 50% of the total cut-flowers imports in 1995. Rose is followed by 
Gerbera, which is grown in Poland, but not imported. Next is Carnation,'which is 
mainly imported, as local production is not too large. The preferred colours are red, 
yellow, white and soft pastel shades. Flowers are usually bought as presents. There is 
not yet a tradition for regular purchases. Mother's Day (last Sunday in May) is an 
important day for flower sales, but not as important as in Western Europe. As in other 
Eastern European countries, the Women's Day (8 March) is also important and so are 
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the many Christian names day {Floriculture Today, January 1999). Imports during the 
period 1992-95 are shown in table 3.8 below: 
Table 3.8 
Poland: Imports of Flowers 1992-95(in thousand 
Country supplying^to Poland 
Total of which from: 
The Netherlands 
Thailand 
Ecuador 
Colombia 
1992 
2,567 
1,779 
268 
--
146 
1993 
3,255 
1,822 
361 
24 
141 
US $) 
1994 
4,104 
2,770 
273 
93 
--
1995 
3,784 
3,071 
312 
123 
50 
Source UNSO / ITC Import Screening Tables (C.I.F.) taken from Floriculture 
Today, New Delhi, January 1999, p. 18, 
The Netherlands has dominated the imports with a nearly 56 percent share in the total 
imports in Poland, increasing to over 81 percent in 1995. The second biggest source 
of imports in recent years has been Thailand with 11 percent and 8.2 percent of the 
total imports in 1993 and 1995 respectively, supplying orchids to the Polish market. 
Ecuador with a modest 2.2 percent share in 1995 mainly supplied long stemmed, high 
quality Roses. In terms of value, Roses and Orchids are the main species imported 
into Poland {Floriculture Today, January 1999). The total imports increased 
considerably during the first six months of 1996 as compared with the same period 
the year before. 
Import of Carnations increased drastically in 1996 by 85 percent above the 
previous six-month period in 1995. Also there was a considerable increase in imports 
of Chrysanthemums and Orchids in 1996 over the previous period in 1995, with a 56 
percent and 48 percent increase in imports for these products-respectively. 
Market Structure and Access: Imports from developing countries are carried out by 
specialized importers, who are very few in number, due to the low level of such 
imports. Imports by The Netherlands are undertaken by a larger number of 
companies. Hurtownia Kwiatow 'ROZA', Interflowers Poland, "ROYAL" S.C. 
EXPORT IMPORT and IMPORT - EXPORT are among the few large importers. For 
them the procedure is simple, a phone call or a fax is often sufficient and within 48 
hours the delivery may take place by lorry. The consignment caters to the Importer's 
Special needs and consists of an assortment of species, varieties, sizes and colours. 
The main flower markets in Poland are; Warsaw, Poznan, Tychy, Czestochowa, 
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Krakow, Wroclaw and Lodz. There are no restrictions on imports of flowers into 
Poland, but Health Certificates and Certificate of Origin are required {Floriculture 
Today, January 1999). 
h) Russia: 
The Russian market was closed to imports until 1991, except to some products 
from Poland and Bulgaria. Due to political instability of former suppliers such as 
Azerbaijan and Ukraine, and the poor quality of locally produced flowers, imports 
have increased to about 80 percent of local demand. Demand for flowers in Russia is 
seasonal, reaching its peak during winter and on festival days. Per capita consumption 
can be estimated at only US $ 4 per year. Carnations and roses are the most important 
flowers with 40 percent and 30 percent of sales respectively. Red is the most popular 
colour, followed by pink and white. Demand decreases in July and August with 
holidays and small growers, datschniki, sell cheap flowers in the streets (Nawalany, 
1996). Because of demand fluctuations, prices vary substantially, depending on 
variety, bloom size etc. 
According to Mr. S.S. Nayyar, Asstt. Director, APED A, after his visit to 
Flower 1996, held in Moscow, Russian consumers have strong preferences for roses 
with stem length of 70 cm onwards and having bud size 5 to 7 cm plus. Russians are 
also interested in Gladiolus, Carnations, Orchids and potted plants. Due to shortage of 
space, Russians prefer to have flowers and plants directly from the market, instead of 
growing them (Floriculture Today, Oct. 1996). 
Total cut flower imports are estimated at US $ 100 million. Sales have grown 
about 40 percent per year. The Netherlands, Israel, Ecuador, Colombia, Uzbekistan 
and Finland are the primary suppliers and account for over 80 percent of the Russian 
imports. In recent years Turkey, India and South Korea have gained entry into this 
huge market (Nawalany, Nov. 1996). 
Market Structure: Floriculture Trade is through importer wholesalers, semi-
wholesalers, dealers and through growers. St. Petersburg and Moscow are the biggest 
markets and important distribution centers with sales at 50 percent of all flowers 
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traded in summer and 70 percent in winters, to other parts of Russia. Most of the 
wholesalers use advance orders with prepayment. Still a few work with cash-and-
carry facilities such as Sankt-Petersburg Flora A.G. in St. Petersburg, established in 
1994 and trades in cut flowers, pot-plants and floristry supplies. They import from 
The Netherlands, Ecuador and Spain through their parent company in Naaldwijk, The 
Netherlands. Consumers come from as far as Murmansk and Vladivostok. The 
estimated present size of total demand in St. Petersburg is 20 million Roses, 10 
million Carnations and 5 million Chrysanthemums per year. Customers can always 
buy flowers in flower shops, in Kiosks at metro / railway stations, at small vendors in 
the streets and in supermarkets (Nawalany, 1996). 
c) Hong Kong 
A study carried out by the International Trade Centre (ITC), Geneva, on the 
potential of Asia as a market for Indian cut flowers has concluded that there is much 
scope in Hong Kong. While the Hong Kong market has nearly doubled over the last 
couple of years, the high cost of production and limited availability of land has 
resulted in a decrease in the local production of flowers. There is a demand in the 
Hong Kong market for Roses, Carnations, Gypsophila, Orchids, Chrysanthemum and 
Lilies. Exports to Hong Kong from India fell from HK $ 1,60,000 in 1993 to HK $ 
84,000 inl994. According to importers this was because the quality of Indian flowers 
were inferior to those of Malaysia and the prices too high (Floriculture Today, 
December 1996). 
Market Structure: Hong Kong has a big flower market at Mong Kong where most 
of the wholesalers of fresh flowers are located. Wholesalers import flowers directly 
from Malaysia, Singapore, Thailand, Colombia and The Netherlands. No agents are 
involved in the import of flowers. The Florist (H.K.) Ltd. is perhaps the biggest 
importer of flowers and has shown interest in Indian Roses and Gladiolus. Since the 
requirement of each wholesaler is very small, it is felt that it may require a full time 
agent cum distributor in Hong Kong to market Indian roses and other flowers (Gill, 
1996). 
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CHAPTER IV 
STATUS OF INDIAN 
FLORICULTURE INDUSTRY 
CHAPTER IV: STATUS OF INDIAN FLORICULTURE 
INDUSTRY 
The present chapter has been divided into four parts. The first part deals with 
the geographical positioning and the natural advantages India enjoys in terms of soil 
& climatic conditions. The second part provides an account of the commercial 
floriculture production in India. In the third part, the exports of various floriculture 
products have been discussed and the major destinations for Indian floriculture 
products have been described. The fourth part gives an account of the research & 
development activities going on for commercial floriculture in India. 
4.1 Geographical & Climatic conditions for Floriculture Production 
Since a very long period, India has a rich tradition of flower consumption and 
production. India has the natural distinction of having varied agro-climatic conditions, 
suited for production of a large species of flowers and plants. Lying between latitudes 
8V to 37°6' North and longitudes 68°/ to 97°25' East, India has abundance of 
sunshine, various types of fertile soils and ample quantity of high quality water. The 
country is divided into five main topographical regions. Leaving the Thar Desert, 
which is hot, dry and sandy with scanty vegetation, due to non-existence of any 
permanent rivers in the region, the other four regions are suitable for plant growth. 
The other regions are; the Himalayan region, the North Indian plains, the Deccan 
Plateau and the Coastal Plains. 
The Himalayas with an average height of 6000 metres above sea-level, has a 
large reserve of natural flora. The Himalayan foot hills, particularly in the States of 
Arunachal Pradesh, Manipur and Sikkim are the home of nearly 800 species of 
Orchids, mainly Dendrobium, Vanda and many Cymbidium species {Floriculture 
Today, July 1997). The agro-climatic conditions of Himachal Pradesh State are very 
congenial for growing Liliums, Tulips, Gladioli, Liatris, Rose, Carnation, Bird of 
Paradise etc. (Mukherjee, 1997). 
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The North Indian Plains are one of the world's most fertile plains, about 2400 
km long and 150-300 km wide. Three big rivers flow through this region, namely, the 
Satluj in the west, the Ganga in the centre and the Brahmaputra in the east and the 
region is well irrigated. The plains become very cold during winter and very hot 
during summers, with hot dry winds, that blow during April to June period. The 
Deccan Plateau covers a large part of India with two low mountain ranges - the 
Eastern and the Western Ghats. Many rivers flow in the Deccan Plateau, most of 
which are rain-fed. Cotton is mainly grown in the fertile black soil. Between the 
Ghats and the Sea lie the two Coastal Plains. The soil is very fertile and the climate is 
mild. Many short and swift streams flow through this region. Kolkata, Mumbai, 
Thiruvananthapuram and Cochin are the most suitable coastal plain areas for growing 
Anthuriums. On the whole, India has a vast diversity with regard to soil and climatic 
conditions, which are extremely conducive to growing a vast variety of pot-plants and 
cut flowers in different seasons of the year. 
Geographically, India is conveniently located in the center of two growing 
markets - the European and the South East Asian markets. Further India is situated 
nearer to the developing market of East Europe, as compared to South African and 
South American nations. Geographical proximity to the market counts a lot in terms 
of faster and easy reach of their produce to the final customer (Narayana, 1996). 
Further, India has close proximity to growing market of rich Gulf States and the 
newly up-coming Russian market. Though commercial floriculture in India is still in 
its infant stage yet it has received lot of support from the Government. As a result, 
considerable amount of work has been done in the past decade. The Government 
offers income and other tax benefits to new export oriented floriculture companies, in 
the form of income tax holidays and exemptions from certain import duties. 
APED A, responsible for the export promotion & development of floriculture 
in India, grants subsidies for establishing cold storage, pre-cooling units, refrigerated 
vans and greenhouses & air freight subsidy to exporters. Commercial floriculture in 
India is now recognized as a lucrative business, as it has a higher potential per unit 
area than most of the field crops. 
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4.2 Commercial Floriculture Production in India 
The area under commercial floriculture in India has increased from 4,000 
hectares in 1962 to 28,509 hectares in 1989. The area under commercial floriculture 
was reported to be 30,294 hectares in 1995 (Shukla, 1996). There is at present around 
60,000 hectares of land under Commercial Floriculture in India (Singh, 1999). 
Corporate houses in India have understood the commercial benefits of entering this 
industry and have adopted the hi-tech cultivation of ornamental plants and flowers 
inside modern greenhouses. Being a hi-tech area, Indian growers have largely 
depended on technical collaborations with foreign companies, mainly from The 
Netherlands and Israel. The major business houses that have entered this sector 
include the Tatas, Essar, B K Birla, RPG and EID Parrys. 
70 
60 
50 
40 
30 
20 
10 
0 
Graph 4.1 showing the Area under Commercial 
production in India (In Thousand Hectares) 
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The period 1995 to 1999 has experienced tremendous growth in commercial 
floriculture production, as the area under floriculture within a short span of 5 years 
has doubled. On the whole there has been a vast growth in the production area for 
commercial floriculture, i.e. around 15 times since 1962, till date. 
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According to a report by APEDA in 1998, 186 export oriented floriculture 
units were approved by the Government, of which nearly 70 units commenced 
production. Table 4.1 gives a region-wise break up of these approved units. Majority 
of the floriculture units are based in the South Zone (more than 50%), mainly near 
Bangalore, in Tamil Nadu and in Andhra Pradesh. These are followed by the West 
Zone where the units are mainly situated in the Pune / Nasik area. In the North, the 
units are mostly based at Gurgaon and areas adjoining to New Delhi. 
Table - 4.1 
100% EOU Floriculture Units approved by the Government, during the Period 
1.8.1991 to 6.8.1998 
Year 
1991 
1992 
1993 
1994 
1995 
1996 
1997 
1998 
Total 
South Region 
No. of 
units 
-
1 
2 
17 
50 
20 
3 
3 
96 
Annual 
Capacity 
(million 
Stems) 
-
10 
15.5 
127.45 
391.81 
322.73 
17.25 
10.30 
895.04 
West Region 
No. of 
units 
-
-
6 
4 
24 
4 
3 
-
41 
Annual 
Capacity 
(million 
Stems) 
-
-
49.5 
28.89 
202.25 
96.70 
59.80 
-
437.14 
North Region 
No. of 
units 
1 
1 
5 
15 
15 
1 
2 
-
49 
Annual 
Capacity 
(million 
Stems) 
16.50 
-
37.30 
125.36 
148.53 
166.44 
6.43 
-
500.56 
Total 
No. of 
units 
1 
2 
13 
36 
89 
34 
8 
3 
186 
Annual 
Capacity 
(million 
Stems) 
16.50 
10.00 
102.30 
281.70 
742.59 
585.87 
83.48 
10.30 
1832.74 
Source: Profile on Floriculture, APEDA, New Delhi, p. 15. 
In the South Zone, the state of Karnataka has the distinction of being the 
Nursery Capital of India with an estimated 1,200 plant nurseries. There are over 450 
small and medium sized private plant nurseries in and around Bangalore alone. With 
the active efforts of the Karnataka Agro Industries Corporation (KAIC), Bangalore -
the capital of Karnataka, having good air connections and very suitable climatic 
conditions for plant growth and flowering, is fast turning into the Floriculture Capital 
of India. KAIC assists entrepreneurs in tying up with foreign companies for technical 
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and marketing alliances. Over 40 EOUs have come up around Bangalore 
{Floriculture Today, May 1997). 
Other important cities clustering the floriculture units in the South Zone 
include Hyderabad, as also Ranga Reddy & Medak districts in Andhra Pradesh, and 
Chennai & Coimbatore in Tamil Nadu. South Indian Floriculturist Association, the 
first association of its kind in India has been helping importers from other countries to 
source floriculture products, by organizing farm visits etc. The growers have been 
taking special precautions to ensure conforming to international quality standards. 
Majority of the units grow Roses, however climatic conditions are also suited for 
producing Carnations, Orchids and Anthuriums. There are nearly 200 small growers 
cultivating over 250 acres under Anthurium in the Shevaroy Hills of Salem District in 
Tamil Nadu, under natural and artificial shade (Gowda, 1997). The State of Kerala 
has been on the forefi-ont of Orchid and Anthurium cultivation in India, as the climate 
is suitable for open field cultivation of Orchids (Floriculture Today, May 1997). 
There are about 200-250 commercial production units of Orchids in Cochin. The 
production units range from 0.01 hectare to 2 hectare, with the largest one growing 
60,000 Orchid plants, out of the estimated 0.2 million Orchids grown in Cochin 
(Floriculture Today, April 1997). 
In the West Zone, Nasik and Pune were identified by a United Nations 
Development Progromme (UNDP) team as potential flower producing centers, 
located in the state of Maharashtra, which soon became major suppliers of Roses and 
other flowers to the overseas markets. The climate of Nasik and Pune region enables 
setting up floriculture units without much investment on environment control 
equipment. Investments in floriculture in the State of Maharashtra is expected to 
reach upto Rs. 800-1000 crores by the year 2000. A large number of EOUs with 
foreign collaboration and investment have been set up in this region. The Maharashtra 
Cooperative Floriculture Development Society had undertaken programmes to help 
growers to adopt the hi-tech farming as a new cooperative movement. Majority of 
units produce and export Roses to the European, Far East and Middle East markets. 
Other important flowers grown in this region include Anthurium, Gerbera, Carnation, 
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Gladioli, etc. {Floriculture Today, May 1997). Other prominent districts in the West 
Zone include Raigad, Ahmednagar & Thane in Maharashtra, and Vadodara & 
Ahmadabad in Gujarat State. 
In the North Zone, majority of the units are clustered near New Delhi, around 
Gurgaon and Faridabad in Haryana, Delhi-Alwar-Jaipur highway in Rajasthan, 
Mathura, Muzaffarnagar & Lucknow in Uttar Pradesh State {Floriculture Today, May 
1997). Recently one unit with Glasshouse has started at Saharanpur in Uttar Pradesh. 
The unit uses coco-peat as growing medium (Gupta, 1997). Majority of units in the 
North Zone produce Roses. Other crops grown include Carnations, Liliums, 
Molucella, Gladiolus, Irises, etc. 
Foliage plants are mainly grown on a large scale in Karnataka, with majority 
of plant nurseries concentrated around Bangalore, as also Kolkata & Darjeeling in 
West Bengal. Kalimpong in Darjeeling District is popular for growing bulbous plants, 
cacti and succulents. Dried flower units are concentrated in a few areas like Kolkata 
in West Bengal and Tuticorin in Tamil Nadu. Recently several Tissue culture units 
have come up to provide planting material to the growers, thus saving considerably 
on the costs involved in importing planting material from overseas suppliers. 
Prominent among the Tissue Culture units include; The National Botanical Research 
Institute, Indo-American Hybrid Seeds, Hindustan Agri-Genetics Ltd., Tata Energy 
Research Institute, Micro Plantae Ltd., SPIC Ltd., Krishnendra Biotech, Kumar 
Gentech and Pudumjee Plant Laboratories, to name a few. 
Currently micro-propagation is being carried on cut-flowers and potted plants 
such as Roses, Chrysanthemums, Anthurium, Caladium, Carnation, Eustoma, 
Gerbera, Gypsophila, African violet, Zantedeschia etc.. Bulbous plants like Gladiolus, 
Lilium, Iris, Alstroemeria, Freesia etc., Orchids like Cattleya, Cymbidium, 
Dendrobium, Epidendrum, Oncidium, Phalaenopsis, Vanda etc., foliage plants such 
as Philodendron, Dieffenbachia, Syngonium, Alpinia etc. {Floriculture Today, April 
1998). Indian Council of Agricultural Research (ICAR) has established a National 
Research Centre, exclusively for research in Orchids at Pakyong in Gangtok, Sikkim. 
The activities of this center include, collection, evaluation and breeding of Orchids, to 
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evolve commercial varieties for international markets (Floriculture Today, February 
1999). 
4.3 Major Destinations for the Export of Indian Floriculture Products 
There has been a significant rise in the export of floriculture products, 
particularly cut flowers, over the past decade. India's floriculture product exports rose 
from a mere Rs. 4.67 crores in 1988-89 (period from 1"* April to 31"* March), to Rs. 
105.96 crores in 1998-99 (Table 4.2), showing more than 22 fold increase during this 
period. Cut flowers showed a remarkable rise in exports at Rs. 76.15 crores in 1998-
99 from a mere Rs. 92 lakhs in 1988-89, showing a 82 fold increase during the 
period. Other floriculture products registered a moderate rise during this period. 
Bulbs, tubers and conns etc. registered only 2.5 fold increase in exports, while cut-
foliage registered 15 fold and live plants registered 4.8-fold increase in exports, 
during the period 1988-89 to 1998-99. 
120-, 
100-
Graph 4.2 showing India's Exports of Floriculture Products 
(Year ending March 31), in Rs. Crores 
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During the past five year period i.e., 1994-95 to 1998-99, total exports 
registered a 3.4 fold rise i.e. from Rs 31 crores in 1994-95 to Rs. 106 crores in 1998-
99. Cut flowers also registered a 3.4 fold rise in exports. Bulbs, tubers and corms 
showed almost a constant trend, cut-foliage showed a 1.8 fold rise and live-plants 
showed a 14 fold rise in exports during the period 1994-95 to 1998-99. The periods 
1993-94 to 1994-95 and 1994-95 to 1995-96 showed a fair increase in total exports at 
71.36 percent and 95.02 percent respectively. The total exports showed stagnation 
during the period 1995-96 to 1996-97. However, in the period 1996-97 to 1997-98 
floriculture exports witnessed a remarkable 136.82 percent rise, while the period 
1997-98 to 1998-99 showed a 122.15 percent rise in total floriculture exports. 
Exports during the Period 1998-1999 
In 1998-99, out of the total exports at Rs. 105.96 crores, India exported 76.15 
crores worth of cut-flowers, Rs. 10.51 crores worth of live plants, Rs. 18.18 crores 
worth of cut-foliage and Rs. 1.11 crores worth of bulbs, tubers and corms (Table 4.3). 
In 1998-99, The Netherlands has been the largest importer of floriculture products 
from India and imported Rs. 20.32 crores worth of floriculture produce. The 
Netherlands is followed by Japan (Rs. 15.18 crores), USA (Rs. 12.15 crores), 
Germany (Rs. 10.76 crores), UK (Rs. 6.22 crores), Italy (Rs. 3.89 crores) and 
Denmark, which imported Rs. 3.23 crores worth of floriculture produce from India. 
Other large importers for India floriculture products include Singapore, France, 
Australia, Belgium, UAE, Spain, Sri Lanka, Switzerland, Saudi Arabia, Hong Kong, 
Kuwait, Australia, Poland, Greece, Canada and New Zealand. The product-wise 
exports are given as under: 
(a) Cut Flowers: In 1998-99, The Netherlands was the largest importer of cut 
flowers from India, which stood at Rs. 14.46 crores, constituting 18.98 percent 
of the total cut flowers exported by India. The Netheriands was followed by 
Japan, at Rs. 14.37 crores (18.87%), Germany at Rs. 7.55 crores (9.91%), UK 
at Rs. 4.08 crores (5.36%), USA at Rs. 2.73 crores (3.58%), Singapore at Rs. 
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2,70 crores (3.54%), and Italy at Rs. 2.54 crores (3.33%). Other leading 
importers of Indian cut flowers include Australia, Denmark, France, UAE, 
Spain, Sri Lanka, Switzerland, Belgium, Hong Kong and Saudi Arabia. 
(b) Live Plants: In 1998-99, The Netherlands was the single largest importer of 
live plants at Rs. 4.24 crores, constituting 40.34 percent of the total live plants 
exported by India. The Netherlands was followed by USA at Rs. 1.43 crores, 
constituting 13.60 percent of the total live plants exported by India. Germany 
at Rs. 92.68 lakhs (8.81%), Kuwait at Rs. 43,94 lakhs (4.18%), Belgium at Rs. 
43.87 lakhs (4.17%), UK at Rs. 35.60 lakhs (3.39%), Israel at Rs. 22.57 lakhs 
(2.15%), and Japan at Rs. 21.44 lakhs (2.04%), were the other leading 
importers of live plants from India. Other significant importers of live plants 
include Singapore, Denmark, Maldives, Malaysia, Sri Lanka and Canada. 
(c) Cut Foliage: In 1998-99, USA was the largest importer of cut-foliage 
(including dried foliage) at Rs. 7.86 crores, constituting 43.25 percent of the 
total value of cut-foliage exported by India. USA was followed by Germany at 
Rs. 2.17 crores (11.96%), UK at Rs. 1.76 crores (9.66%)), The Netherlands at 
Rs, 1.31 crores (7.21%.), Italy at Rs. 1.23 crores (6.74%) and Denmark at Rs. 
1.04 crores, constituting 5.70% of the total cut-foliage exported by India. 
Other significant importers of cut-foliage include Belgium, France, Spain, 
Japan and Sri Lanka. 
(d) Bulbs, Tubers & Corms: In 1998-99, Japan was largest importer of bulbs, 
tubers and corms from India, at Rs. 33.74 lakhs, constituting 30.42 percent of 
the total bulbs, tubers and corms exported by India. Japan was followed by 
The Netherlands at Rs. 31.40 lakhs (28.31%), USA at Rs. 11.85 lakhs 
(10.68%) and Germany at Rs. 10.87 lakhs, constituting 9.80 percent of the 
total bulbs, tubers «& corms exported by India. Other leading importers of 
bulbs, tubers & corms include Malaysia, Italy and New Zealand. 
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4.4 Research & Development for Commercial Floriculture in India 
Research system in commercial floriculture is gearing up in India, to provide 
the necessary technological support for the nascent floriculture industry. Floriculture 
research at the Indian Agriculture Research Institute (lARI), New Delhi; Indian 
Institute of Horticultural Research (IIHR), Bangalore; Council of Scientific & 
Industrial Research Laboratories at Lucknow 8c Palampur, and a few State 
Agriculture Universities have done some useful work in improvement and 
development of scientific agro-technique of flowers and ornamental plants. Research 
efforts have resulted in development of highly floriferous commercial varieties of 
Roses, Gladioli, Chrysanthemums, Orchids, Asters, etc. In Rose, hybrid tea 
Raktagandha and Arjuna with longer stalks and a Gladioli hybrid "77-59-32" have 
been developed for export. Tissue Culture protocols for micro-propagation of 
Orchids, Anthuriums, Carnations, Gerbera and other species have been standardized. 
Improved varieties of Gladioli {Mayur, Suchitra, Rusa Suhagan) and 
Chrysanthemums (Red Gold, Indira, Rakhee) are available for commercial cultivation 
(Ghosh, 1997). 
A center of excellence for horticulture biotechnology is coming up at IIHR, 
Bangalore, under the National Agricultural Technology project funded by the World 
Bank. Another Center is also planned in Bangalore for the post-harvest technology of 
fruits, vegetables and flowers (Floriculture Today, December 1996). The Tata Energy 
Research Institute (TERI) is to set up a biotechnology center at Shimla for the 
propagation of horticulture and flower plant species through tissue culture. The center 
would provide the needed fillip to floriculture in the hill states (Floriculture Today, 
July 1997). The Institute of Himalayan Bioresource Technology (IHBT), Palampur, a 
constituent laboratory of CSER, under the Ministry of Science & Technology, has 
been established in 227 acre area, located in the salubrious environs of Palampur, in 
Himachal Pradesh. The R&D division of this institute deals with hill area tea science, 
floriculture, natural plant products, biotechnology & bio-diversity. IHBT's thrust area 
include agro-technologies for floriculture crops (such as Gladiolus, Tulips, 
Chrysanthemums, Bird of Paradise, Lilium etc. (Floriadture Today, April 1999). 
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The Floriculture & Landscaping Unit of Palampur Agriculture University has 
given a boost to floriculture by providing high quality plant material and seeds to the 
growers in the State. With the noticeable spurt in the demand for flowers, the 
floriculture unit of the university has successfully produced high quality seeds, 
seedlings, indoor and outdoor ornamental plants. Conducive climatic conditions have, 
encouraged a large number of growers to take to floriculture {Floriculture Today, 
June 1997). The Floriculture & Landscaping Department of Dr. Y.S. Parmar 
University of Horticulture &, Forestry, Solan, has prepared a unique project on the 
breeding of wild flowers. Floriculture Scientists of this university are of the opinion 
that wild flowers have greater export potential than domestic flowers. This is because 
the people in the west are fed up with excessive breeding of domestic flowers. They 
want a change and only the unexploited wild flowers can satisfy their demand 
{Floriculture Today, July 1997). 
ICAR has established a National Research Center, exclusively for Orchid 
research at Pakyong, Gangtok. The mandate of the Centre is to collect, evaluate and 
conserve orchids; to systematically breed and evolve commercial varieties of hybrids 
of superior quality for national and international trade; to standardize propagation, 
agro-techniques for commercial cultivation and package of practices for post-harvest 
management of Orchids, for domestic & export markets; and to act as a repository of 
information and a center for training on Orchids and other floriculture crops. The 
Center has initiated research work on standardization of potting media. Efforts are 
being made to establish a tissue culture unit for mass multiplication of plants. The 
center will adopt a mission mode approach for development of production technology 
for Cymbidium and its hybrids, so as to provide the much needed technological 
support to the Orchid trade. Besides, the center will initiate systematic work to 
ascertain commercial value of locally adopted Orchids for their production as cut 
flowers and potted plants. The center will venture into a strong varietal development 
programme for developing Orchid varieties suitable for export {Floriculture Today, 
February 1999). The Arunachal Pradesh forest directorate has set up the Orchids 
Research & Development Centre at Tipi, a hill-top village, to ensure preservation of 
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Orchids and develop its species as a viable commercial venture {Floriculture Today, 
July 1997). There are few examples the world over, where floriculture industry in 
such a nascent stage has received so much support from the Government, as in India. 
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CHAPTER V: GOVERNMENT ROLE IN THE PROMOTION OF 
FLORICULTURE PRODUCTION AND EXPORTS 
The present chapter has been divided into two parts. The first part relates to 
the Central Government's efforts in promoting floriculture production & exports. 
This includes the establishment of APEDA - the prime Government body responsible 
for promotion of floriculture production & exports. The second part relates to the 
efforts by some of the State Governments, for promoting export-oriented floriculture 
production. 
5.1 Governmental Measures to Boost Export of Floriculture Products 
Endowed with rich resource reserves, skilled manpower and a strong 
industrial base, India-the fifth largest economy in the world in terms of buying power, 
is passing through a vibrant and dynamic phase of development. A series of ambitious 
economic reforms aimed at deregulating the economy and stimulating foreign 
investment has moved India firmly in the front ranks of the rapidly growing 
economies in the Asia Pacific region. In 1991, India embarked on a bold economic 
reform programme with a view to integrate its economy with the global economy and 
to increase with the pace of growth that had been attained by others developed nations 
(ECGC News, January-March 1999). 
The horticulture sector was completely neglected during the first three five-
year plans. In the fourth plan (1969-74), a modest sum of Rs. 34.78 million was 
allocated to this sector. This was enhanced to Rs. 319.56 million in the seventh plan 
(1985-90). Eighth plan (1992-97), was a period of turn-around, when the allocation to 
horticulture sector suddenly increased to Rs. 1047 million. According to Dr. H.P. 
Singh, Horticulture Commissioner, Government of India, the Indian Government has 
emphasized on production of quality planting material, expansion of cultivated area, 
infrastructure development and increase in horticultural productivity {Agriculture 
Today, October 1999). Among the several areas identified in the Horticulture sector 
for special emphasis, floriculture has been identified as one of the thrust areas. 
According to Mr. Bhaskar Barna, Secretary, Agriculture and Cooperation, 
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Government of India, the Indian Government is committed to the development of 
commercial floriculture, and has sanctioned a project at a cost of Rs. 19.9 crores to be 
implemented in an integrated manner to harness the potential of floriculture in India 
{Agriculture Today, October 1999). 
The potential of floriculture had been examined by several committees, 
starting with a committee under the chairmanship of P.P. Trivedi, in 1988. This 
committee was constituted by the Ministry of Agriculture, Government of India. The 
committee suggested an action plan acknowledging the potential of floriculture for 
diversification in terms of production, employment, income and exports. As a sequel 
to the recommendations of P.P. Trivedi Committee, the Department of Agriculture & 
Cooperation, during the eighth plan launched a new central sector scheme on 
commercial floriculture, under which the major component was the establishment of a 
model floriculture center throughout the country, representing different agro-climatic 
zones to serve as a focal point. Floriculture was identified as the major focus of the 
thrust area for export, during the eighth plan (Kumar, 1999). 
The new EXIM Policy 1997-2002 is quite liberal in approach and determines 
to help increase the export potential in the country. The new revised policy stipulates 
that exporters, who import duty-free capital goods, must meet their export 
commitments (Bhattacharyya, 1998). The important provisions of the EXIM policy 
which will benefit the commercial floriculture industry, are given as under: 
(i) The minimum qualities of agricultural products including the floricultural 
products, are permitted for exports irrespective of the domestic prices. 
(ii) Agriculture and allied sector Export Oriented Units / Export Processing Zones 
Units have been modified on positive net foreign exchange basis. 
(iii) The export potential of floriculture and horticulture is unlimited. The 
developments in these sectors will provide & boost employment in rural areas. 
(iv) The Government has assured that there will be no delay in the issue of Bank 
Guarantee system. 
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(v) Permit for import of seeds of vegetables, flowers & fruits, plants, bulbs & 
tubers of flowers, cuttings, saplings, bud wood etc., granted under the plants, 
fruits and seeds (Regulation of Import into India) order 1989. 
(vi) Import of seeds, fruits and plants for consumption or other purposes is 
permitted against a license or in accordance with a Public Notice issued in this 
behalf as per the policy indicated in ITC (HS) Classification of Export & 
Import items. 
(vii) Though import of insecticides and pesticides not generally permitted, however, 
any pesticide, insecticide, weedicide, herbicide, valenticide and miticide 
which has been registered and not prohibited for import under the Insecticide 
Act, 1968, and formulation shall be freely importable without an import 
license. 
The Cabinet note on floriculture industry prepared by the Ministry of 
Commerce had been submitted to the Cabinet Committee for Economic Affairs, for 
approval. The Cabinet note proposed sweeping policy changes, including retiring of 
old loans alongwith defaulted amounts and penal interest. The note also suggested 
that the Secretariat for Industrial approvals should freat floriculture as an agricultural 
activity while according approvals as hundred percent export-oriented units, in order 
to enable these units to avail the benefits on account of lower electricity tariffs and 
exemption from application of Labour laws. The note also recommended that pre and 
post shipment credit should be worked out on the basis of an acceptable norm based 
on average annual export earnings of the previous years. In the area of power tariff 
rationalization, the note stated that normative basis be worked out for consumption of 
diesel by those units, and diesel be provided to them on a reimbursement basis. The 
quantum of diesel to be provided to them without the payment of excise duty, would 
be determined on a case-to-case basis, on the basis of data provided by the units on 
exports and consumption of diesel {Floriculture Today, January 1999). The Union 
budget for 1999-2000 presented by Mr. Yashwant Sinha, Finance Minister, 
Government of India, extended the tax holiday benefits for operating cold chains. The 
proposal provides a 100 percent tax holiday for 5 years to companies operating cold-
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chain facility. The new proposal should help commercial floriculture, as inadequacy 
of cold chain facility is often cited as a bottleneck in floriculture exports {Floriculture 
Today, March 1999). -
The other measures taken by the Government of India for promoting the 
development and exports of floriculture products are given as under: 
(a) Central Government Measures for Promotion of Floriculture 
(i) The import duty on some bulbs, roots, cut flowers and ornamental foliage 
etc., falling within Chapter 6 of the first schedule to the Customs Tariff Act, 
1975, has been reduced from 55 percent to 10 percent vide notification No. 
31/92 dated March 1, 1992. The Seed, tubers, bulbs, cuttings or saplings etc. 
for sowing / planting are exempted from the whole of the customs duty as 
per notification No. 265/BB-CUS dated 28.09.1988 (Agarwal, 1998). 
(ii) The Government of India has allowed duty-free import of items for 100 
percent EOU, in floriculture sector, including cooling equipment, power 
generating sets, refrigeration and air conditioning equipment and spare parts 
for these equipment {Floriculture Today, October 1996). 
(iii) As per the notification No. 126-CUS/94 dated June 3, 1994, the 100 percent 
EOUs in some of the agricultural related activities including floriculture 
have been granted exemption from the requirements of customs bonding 
with the permission for duty-free import of specified goods for being used in 
connection with the production / manufacturing or packing (Agarwal, 1998). 
(iv) The export oriented floriculture units can avail the benefits of duty free 
imports even if they export 50 percent of their production. They can sell the 
remaining 50 percent in the fast growing domestic market. Besides, the 
procedures for import of planting material have been simplified and 
streamlined {Floriculture Today, October 1996). 
(v) The Ministry of Agriculture introduced a scheme on commercial floriculture 
with an outlay of Rs. 10 crores, covering all the 32 States and Union 
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Territories, The new scheme envisages estabhshment of 9 model floriculture 
centers in public sector areas at Lucknow, Mohali, Pune, Bangalore, 
Thiruvanathapuram, Gangtok, Ooty, Kolkata and Srinagar. The scheme also 
envisages establishment of 8 model floriculture units in private sectors at the 
same locations except at Srinagar, and 20 small tissue culture units in 
private sector in 20 different states and union territories. 5 post-harvest 
handling centers had been proposed under the private sectors in the states of 
Andhra Pradesh, Delhi, Maharashtra, Tamil Nadu and West Bengal. 
Moreover, farmers would be provided incentives for growing traditional as 
well as non-traditional floriculture crops in an area of 1/10^ ^ of a hectare, 
throughout the country (Agarwal, 1998). 
(vi) Soft loans at 4 - 5 percent are available from the National Horticulture 
Board (NHB), upto a maximum limit of Rs. One crore for establishing 
infrastructural facilities like cold storage, pre-cooling units, packing & 
grading sheds and refrigerated transport. Subsidy is given by the 
Government for drip irrigation, upto Rs. 15,000 per hectare or 50 percent of 
the cost for drip irrigation (Raghava, 1996). 
(vii) National Bank for Agricultural & Rural Development (NABARD) is also 
assisting entrepreneurs in setting up floriculture projects (Narasimhan 1997). 
NABARD has extended refinance support for forty nine percent in EOUs in 
floriculture sector (Floriculture Today, January 1999). The Bank's ninth 
plan strategy (for 1997-2001) estimated that an investment of Rs. 200 crores 
could flow into such hi-tech enterprises that involve institutional credit 
{Floriculture Today, October 1996). 
(viii) The plant quarantine procedures have been streamlined and simplified to a 
considerable extent, to provide expeditious clearance to the import of seeds, 
plants, tubers and cuttings. Tissue culture consignments are now cleared 
within six hours and other consignments requiring PEQ are cleared within 
two days (Agarwal, 1998). 
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(ix) The Government of India has authorized the Plant Protection Advisor, 
Ministry of Agriculture, New Delhi, Officer-in-charge, Plant quarantine & 
fumigation stations and the Directors of Agriculture / Horticulture of various 
State Governments to issue certificates of origin in respect of horticultural 
exports, including floriculture products (Raghava, 1996). 
(b) Establishing of APEDA and it's Role in Promoting Floriculture Production 
& Exports 
The Agricultural and Processed Food Products Export Development Authority 
(APEDA) was established under the Agricultural and Processed Food Products 
Export Development Authority Act 1985 (2 of 1986) (Ex Imp Times, November, 
1996). APEDA, established in 1986 with the aim to boost Indian agro-based products 
through optimum utilization of the enormous resource base of the country in terms of 
agro-climatic regions, fertile soil and abundant sunlight (Dube, 1999). APEDA is a 
multivalent agency under the Ministry of Commerce Government of India, that links 
Indian exporters to global markets with products besides flowers, such as fresh and 
processed fruits and vegetables, chutneys, guargum, poultry, meat and dairy products, 
confectionary, food grains and cereals and other Indian delicacies (Floriculture 
Today, May 1999). 
APEDA is playing an active role in boosting Indian floriculture exports with 
the objective of making India a leading player of floriculture products in the 
international market. Since APEDA is responsible for export promotion and 
developing of Floriculture and floriculture products, the following assistance and 
promotional efforts have been made for Export Oriented Floriculture units: 
(i) Scheme for development of infrastructure and services: Under this scheme 
assistance is available for purchase of specialized transport units such as 
refrigerated / insulated vans for transport of floriculture products. The 
quantum of assistance under the scheme, at present is 25 percent of the cost 
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of the vehicle, subject to a maximum of Rs. 1.5 lakhs per unit {Floriculture 
Today, December 1996). 
(ii) Scheme for Development of Post-harvest Infrastructure: Under this scheme 
assistance is available for setting up of facilities such as pre-cooling and cold 
storage units. Usually assistance is a direct subsidy upto 50 percent of the cost 
of the unit, subject to a ceiling of Rs. 5 lakhs {Floriculture Today, December 
1996). The scheme also provides financial assistance for setting up 
mechanized post-harvest handling facilities and sheds for grading, sorting, 
quality control and packaging, and for establishing fumigation machines {Ex 
Imp Times, November 22, 1996). 
(Hi) Scheme for Packaging Development. APEDA in collaboration with the 
Indian Institute of Packaging, Mumbai, is constantly involved in developing 
packaging standards and design for various products. APEDA is taking steps 
to encourage the development of bio-degradable packaging material (Dube, 
1999: 21). Under the scheme, subsidy is given to the exporters for utilizing 
improved packaging developed by APEDA, upto 30 percent of the cost of 
packaging material subject to a ceiling of Rs. 1 lakh per exporter. APEDA 
also assists exporters for developing their own packaging by providing a grant 
of 60% of the cost of development of new packaging, subject to a ceiling of 
Rs. 1 lakh {Floriculture Today, December 1996). 
(iv) Scheme for Export Promotion and Market Development. APEDA provides 
financial assistance for; (a) Supply of product samples for test marketing, (b) 
Preparation of product literature, publicity material, films etc., (c) Brand 
publicity through advertisements, and (d) Participation in International Trade 
Fairs / exhibitions {Ex Imp Times, November 1996). Under this scheme, 
reimbursement may be made of the air fi^eight / or the cost of samples to be 
dispatched to the foreign buyers, upto a ceiling of Rs. 50,000 per exporter. 
Separately APEDA also reimburses the cost of any brand publicity activity 
undertaken in foreign countries and bear upto 40% of the cost subject to a 
ceiling of Rs. 50,000 {Floriculture Today, December 1996: 47). APEDA also 
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undertakes surveys and feasibility studies for tiie identification and 
penetration of new markets and for the expansion of the product range in the 
existing market (Dube, 1999). 
(v) Scheme for Survey, Feasibility, Consultancy and Database: Under this 
scheme APED A assists exporters in preparing product literature and publicity 
material by reimbursing upto 40% of the cost. This also includes preparation 
of audio-visual material {Floriculture Today, December 1996). 
(vi) Scheme for Air Freight Subsidy: Air Freight Subsidy Scheme for selected 
floriculture, horticulture products was first introduced by APEDA for the 
period 19:9.1993 to 31.03.1996, however this scheme was not operational 
during the period 1994 - 95 {Ex Imp Times, November 1996). APEDA re-
introduces the scheme each year for selected floricultural products. The 
Government vide its Order No. 11/12/97-EP (Agri IV) dated 28*^  October, 
1998 has approved a scheme for grant of air freight subsidy, by APEDA for 
selected floricultural products as given in table 5.1. The benefit of the same to 
be available for exports during the period 1.4. 1998 to 31.03.1999 
{Floriculture Today, January 1999). 
The rate of air freight subsidy for the eligible products shall be as under: 
• For export to West Asia, South east Asia and Confederation of 
Independent States (CIS countries), at the rate of Rs. 10 per kg or 25 
percent of the Air fi-eight rate approved by lATA or one-third of the 
FOB value, whichever is the least. 
• For exports to Europe, other than CIS countries. North America or Far 
East, at the rate of Rs. 25 per kg or 25 percent of Air fi-eight rate 
approved by lATA or one-third of the FOB value, whichever is the 
least. 
Subsidy shall be paid to the exporters only when a certificate of 
realization of foreign exchange processed has been fijrnished. FOB realization 
of the products shall be maintained in US $ terms. Subsidy shall be payable on 
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gross weight basis only. The items which are air freighted by special / 
chartered flights shall not be eligible for subsidy {Floriculture Today, January 
1999). 
Table 5.1 
Air Freight Subsidy for Floriculture Products, Eligibility Criterion 
(Financial Year 1998-99). 
S.No. 
1. 
2. 
3. 
Items covered under this scheme 
Fresh Cut Flowers 
Live Plants 
Bulbs (including tissue culture products) 
H.S. Code 
0631000 
06021000 
06022000 
06022001 
06022002 
06023000 
06024000 
06029000 
06029002 
06029009 
06011000 
06012000 
06012009 
06029003 
Source : APED A, reproduced in Floriculture Today, New Delhi, January 1999, p. 28. 
(vii) Scheme for assistance to promote Quality Control and Quality 
Assurance. APEDA has launched a Total Quality Management (TQM) 
Programme to assist the Indian Floriculture Industry, to focus on both, 
Quality Control & Quality Assurance. Highlights of the programme 
include, developing pre and post harvest manuals for agricultural produce, 
assisting exporters to install quality and Risk Management Systems 
(RMS), devising Pesticide Management Programme (PMP), assisting 
exporters to set up in-house Quality Control Labs and developing export 
specifications for post-harvest handling of perishable products 
{Floriculture Today, May 1999). In addition to this APEDA provides 
assistance in the cost, subject to the ceiling of Rs. 5 lakh. And 50 percent 
of the cost subject to the ceiling of Rs. 2 lakhs is provided for installing 
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quality assurance and quality control system such as ISO 9000 (Dube, 
1999). 
(viii) Research & Development. Many research gaps have been identified by 
APEDA. In order to bridge the gaps and to bring out need-oriented 
research, APEDA is in constant touch with many research institutions of 
repute like, Indian Council of Agricultural Research (ICAR), Council of 
Scientific & Industrial Research (CSIR) etc. (Dube, 1999). The research 
work on floriculture, which started in the late fifties / early sixties, picked 
up later, and now there are separate departments for this discipline in 
major agricultural research institutes and universities. While the emphasis 
on the initial years was on gardening related aspects, the thrust later 
shifted to commercial floriculture (Raghava, 1999). 
(ix) Programme for promotion of exports to Japan. APEDA has undertaken a 
programme for promotion of exports of floriculture products from India to 
Japan in association with Japan External Trade Organisation (JETRO). In 
the first phase of this programme, one member delegation from Japan 
visited India in October 1993. As second phase of the programme, a 
delegation of six representatives of the Indian floriculture industry visited 
Japan to study cut-flowers production and marketing (Agarwal, 1998). In 
the first half of 1997, a Japanese delegation visited India on invitation 
from APEDA, to attend a seminar organized by APEDA and also to visit 
farms in Bangalore, Pune areas. The Japanese delegation was led by Mr, 
Susumu Sugiyama, Director, Japanese Cut-flower Importers Association 
(JCFIA). The seminar acted as a forum to bring together the Importers and 
Exporters. Several issues were raised by the Japanese delegation, like 
wrong / substandard packaging, uneven grading, damaged leaves etc, 
particularly by new Indian exporters. As Indian floriculture exports to 
Japan are on a rising trend, it was necessary to call some experts from 
Japan to tell the Indian exporters exactly what the buyers wanted 
(Floriculture Today, July 1997). 
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(x) Registration of Growers / Exporters As per section 12(1) of the 
Agricultural & Processed Food Products Export Development Authority 
Act, 1985 (2 of 1986) read with rule 9 of the Agricultural and Processed 
Food Products Export Development Authority Rules, 1986, every person 
exporting any one or more items covered by the schedule to the APEDA 
Act, 1985 shall apply to the Authority to be registered as an exporter of 
the scheduled product or products {Ex Imp Times, June 1997). 
(xi) Implementation of UNDP Project: In April 1994, the Government of 
India signed a document with UNDP for enhancing production and export 
of floriculture products (Narasimhan, 1997). The project entitled 
"Promoting Export of Floriculture Products", is being implemented with 
the assistance of UNDP, through the Ministry of Commerce & APEDA. 
Some of the activities to be undertaken in this project include, preparation 
of production manuals for major cut-flowers produced in India, provide 
market information on a regular basis, give direct technical assistance to 
10-12 exporters through international experts and holding seminars and 
arranging buyer seller meets {Ex Imp Times, November 1996). 
(xii) Establishment of Cold Stores at major International Airports for 
Perishables. Six walk-in-type cold storages have been set up in Delhi, 
Mumbai, Bangalore, Chennai, Kolkata and Thiruvananthapuram airports. 
To cater to the increasing volumes, a separate dedicated perishable cargo 
terminal on a 5000 sq. mt. area is proposed to be set up in Mumbai {Ex 
Imp Times, September 1997). APEDA is setting up cold storage facilities 
in Hyderabad, Chennai and Thiruvananthapuram airports, to provide better 
supporting system for exporters of floriculture products and other 
perishables. The Airports Authority of India (AAI) has already earmarked 
about 500 sq. mt. area at Hyderabad and Chennai and 1000 sq. mt. area at 
Thiruvananthapuram, near respective airports for setting up cold stores. 
The capacity of the cold store at Hyderabad and Chennai will be 50 MT, 
while Thiruvananthapuram will have a slightly higher capacity 
98 
{Floriculture Today, June 1998). Bangalore and Delhi airports have added 
cold storage facility with specially designed cargo terminals for agri-
products. In Delhi the cold storage facility has already been strengthened 
to cover an area of 1000 sq. mt., while in Bangalore an additional area of 
500 sq. mt. is being provided {Ex Imp Times, September 1997). The new 
cargo terminal at Delhi would add about 100 MT of cold room space to 
the paltry 20 MT cold roorn space available for all perishables in the past 
(Singh, 1999). 
(xiii) Promotion through Export Awards: APEDA presents Export awards for 
outstanding achievements to floriculture exporters, each year. For 1998, 
Ramesh Flowers Ltd., Tuticorin, got the APEDA award of "Silver Trophy 
for overall Export & Quality upgradation of Dry Flowers". Indo-American 
Hybrid Seeds, Bangalore, the leading seed company in India received 
APEDA Silver Trophy for Export Promotion of Seeds of Horticulture 
Crops. Deccan Florabase Ltd., Mumbai also received APEDA Silver 
Trophy for Export Promotion of Cut Roses. Namdhari Seeds, Bangalore 
received APEDA Bronze Trophy for Export Promotion and Market 
Development of Vegetables and Flower Seeds. Zygo Flowers Ltd., 
Bangalore received APEDA Bronze Trophy for Export Promotion and 
Market Development of cut flowers. Sri Vasavi Florex Ltd., Bangalore 
was awarded APEDA Certificate of Merit for Export Promotion and 
Market Development of fi-esh cut flowers {Floriculture Today, December 
1998). 
(xiv) Scheme for establishment of Auction Houses for Flowers. APEDA has 
planned setting up of international market cum auction centers in New 
Delhi, Mumbai, Pune, Bangalore & Chennai. These centers are to be 
modeled on the lines of the Aalsmeer Auction House in The Netherlands. 
Japanese conglomerate, Mitsubishi Corporation & European consortium 
have been shortlisted from 31 bidders for setting up the auction centers 
{Floriculture Today, December 1996). In Delhi, Agriculture Marketing 
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Board (AMB) has been given the responsibility of setting up the auction 
center with 49 percent participation from AMB and 51 percent of 
participation from APEDA {Floriculture Today, October 1996). The Delhi 
project to be developed on 10 Acres of land at village Bamnoli in South 
Delhi, at a cost of Rs. 10 crores with all modem facilities like auction hall, 
receiving area, climate controlled high humidity cold storage and air 
conditioned grading and packing space, space for wholesale 
commissioned agents, ancillary services such as bouquet making and 
sufficient space for parking {Floriculture Today, October 1996). 
Likewise for Bangalore, APEDA has tied up with Karnataka Agro 
Industries Corporation (KAIC). APEDA would be contributing nearly Rs. 
9.26 crores (50 percent of the project cost) of which Rs. 5 crore would be 
in the form of equity and Rs. 4.26 crore in the form of grant. The 
remaining 50 percent would consist of Rs. 5.15 crore in the form of land 
from KAIC, Rs. 1 crore by way of share capital from South Indian 
Floriculture Association and Rs. 3.11 crore from the Karnataka State 
Government {Floriculture Today, February 1999). The auction center at 
Chennai is to be taken up by APEDA and Tamil Nadu State Agriculture 
Marketing Board at a cost of Rs. 24.02 crores. The auction center is to 
come up on 30 acres of land at Pallikaranai with 50 percent of the cost to 
be provided by APEDA, while Tamil Nadu State Agriculture Marketing 
Board would contribute Rs. 7.01 crore and the State Government would 
provide land free of cost {Floriculture Today, November 1998). 
5.2 State Government's Efforts for Promotion of Floriculture Production 
& Exports 
(a) The Ministry of Agriculture has sponsored a Central Sector Scheme, Use 
of Plastics in Agriculture, during the eighth plan for the promotion of the 
use of plastics for greenhouse construction. Based on the scheme the 
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Government of the National Capital Territory of Delhi is providing 40 
percent subsidy, upto a maximum limit of Rs. 12 lakh, provided the 
plastics are used in the construction of medium cost greenhouses, on an 
area of 500 sq.mt {Floriculture Today, February 1998: 43). 
(b) The Tamil Nadu Industrial Development Corporation (TIDCO) decided in 
1997 to establish a hi-tech Floriculture Infrastructure Park (FIP), estimated 
to cost about Rs. 220 crores. The FIP will be spread over an area of over 
200 acres and will be located at Hosur. Hosur has been identified as the 
ideal area for cultivation of a wide variety of cut flowers like Roses, 
Gerbera, spray Carnations, Chrysanthemum, Lilies and Gladiolus. The 
project is aimed at overcoming the problems of infrastructure and soaring 
overheads, which will affect viability of floriculture units {Floriculture 
Today, February 1997). The FIP was be designed with in-buih facilities 
like Plant Protection, common grading, packing, pre-cooling, cold storage, 
plant quarantine, customs clearance etc., in one place. These facilities 
would also be available for the units that exist in the Hosur-Doddaballpur 
region. The park will be provided with facilities like land, water, technical 
advice, research & development, demonstration farm, laboratory facilities, 
guest house, commercial complex, stores for agriculture inputs like 
pesticides, tools, shade-nets etc. The representatives of the FIP would be 
placed in strategic locations of the floriculture world, like Frankfurt, 
Amsterdam, Japan, Singapore, Dubai etc., to ensure logical completion of 
the logistics chain and prompt feedback on individual products on a daily 
basis regarding market trends (Manivannan, 1997). With large volumes 
expected to be generated, air-freight rates would become more affordable. 
The feasibility of purchasing an aircraft exclusively for flower exports for 
this region, will also be examined {Floriculture Today, February 1997). 
(c) The Tamil Nadu Government has also formulated a policy to boost 
traditional and hi-tech floriculture in the state. The State Government was 
to set up flower auction centers for the domestic and international markets. 
101 
The auction centers were proposed to be established in Chennai, Madurai 
and Coimbatore. These centers were proposed to be run by autonomous 
committees consisting of professionals and entrepreneurs. Improvement of 
link roads, connecting production units to the main roads, would be 
supported by the local bodies, concerned. Common irrigation facilities 
would be organized in the floriculture zones. Mobile units would be made 
available to carry out various certification and export related procedures at 
the production centers. This would help avoid prolonged delay at the 
airports {Floriculture Today, February 1997). A capital subsidy at the rate 
of 20 percent with a ceiling of Rs. 20 lakh was made available for 
greenhouse structures, irrigation and fertilization equipment, cold rooms, 
grading rooms, mobile refrigerated vans and mother plants etc. Sales-Tax 
Concessions have been provided at the rate of 3 percent on the purchases 
of raw materials, inputs and imported components. The floriculture units 
are subjected to only low-tension tariff rates. This concession is available 
only upto 10 hectares. In case of new units, the cases would be dealt by 
the Tamil Nadu Electricity Board as per the guidelines issued on the 
subject (Floriculture Today, March 1998). 
(d) The Kerala Government prepared a Rs. 40 crore scheme for development 
of commercial floriculture, in order to increase the area under commercial 
floriculture through intensified micro-propagation of plants by tissue 
culture. The scheme envisaged establishment of a Model Floriculture 
Centre (MFC) with a tissue center unit at Thiruvananthapuram (one of the 
nine centers planned nationally), and also area expansion of ornamental 
plants. The MFC would be the focal unit for procurement and 
multiplication of elite varieties / hybrids for commercial use, distribution 
of planting material and training to farmers and entrepreneurs. The target 
was to increase the area under floriculture by 2000 hectares during the 
eighth plan period. Each cultivator would receive an assistance of Rs. 
6,000 per unit of 0.1 hectare. Production and distribution of ornamental 
102 
plants was carried out in 54 farms maintained by the Agricultural 
Department. Important species include Roses, Orchids, Jasmine, Gerbera 
and foliage plants such as Philodendron, Maranta, Codieum and 
Aglaonema {Floriculture Today, November 1996). 
(e) The Federation of Indian Export Organisations (FIEO) submitted in 1997 
a detailed project report to the West Bengal Government for setting up a 
floriculture park alongwith a flower exchange, in 230 acres of land in 
Siliguri district of North Bengal. The on-site infrastructure for the project 
was expected to be created out of the funds, to be received from the 
Ministry of Commerce, government of India, under the recently launched 
Critical Infrastructure Balancing (CIB) scheme. The proposed funding 
under the CIB scheme was part of the new exercise to provide incentives 
to encourage floriculture in the five major flower producing states of 
Tamil Nadu, Karnataka, Maharashtra, West Bengal and Andhra Pradesh 
{Floriculture Today, June 1997). The floriculture park would be a public 
limited company, with participation from financial institutions, APEDA, 
growers and exporters. The park would have common infrastructure such 
as a cold storage, grading and packing area, consumable stores, a training 
and trading center, water storage and dedicated power supply. The park 
would export Roses, Gladiolus, Lilies and Orchids, among others. The 
cost of the whole project was expected to be around Rs. 12 crore 
{Floriculture Todc^, August 1997). 
(f) The Karnataka Agro Industries Corporation Ltd. (KAIC) has established a 
separate Floriculture Division to cater to the needs of the growing 
floriculture industry. Realising the need for a market, especially to deal 
with high quality flowers, KAIC started the India's first flower auction 
center on October 15, 1095 at Bangalore, in association with South India 
Floriculture Association (SIFA) and Karnataka Flower Growers 
Marketing and Processing Cooperative Society. The auction being held 
thrice a week with more than 35 varieties of polyhouse grown Roses, 
103 
about 20 varieties of Gerbera, 10 varieties of Chrysanthemum, several 
varieties of Carnation and more than 20 varieties of Gladiolus available 
for auction. Apart from this, occasionally, Anthurium, Bird of Paradise, 
Lilies & Tulips also arrive at the auction center. The volume of transaction 
ranges between 20,000 to 60,000 flowers worth about Rs. 25 thousand to 
Rs. One lakh per auction day (Reddy, 1997). 
(g) The KAIC planned setting up a floriculture park near Bangalore, where 
units of one hectare would be allotted to private entrepreneurs capable of 
cultivating good quality cut flowers. The necessary common infrastructure 
facilities such as roads, electricity, water, cold storage, grading and 
packing halls, refrigerated van facility, would be provided by KAIC. The 
Floriculture Division of KAIC assists various growers in the proper 
sourcing of inputs (seeds / plants, water soluble fertilizers, high value 
plant protection chemicals), which are vital for high quality flower 
production. The Division is importing plaiit protection chemicals required 
for floriculture units. The Floriculture Division also provides consultancy 
services, right from conception, design and execution in flower 
production; greenhouse and polyhouse construction; soil fiimigation; drip 
irrigation and post-harvest operations etc. (Reddy, 1997). 
(h) The Karnataka State Financial Corporation (KSFC), the premier finance 
organization in the state has introduced a scheme designed to promote 
Tissue Culture & Floriculture in the State. KSFC will provide financial 
assistance to entrepreneurs to begin the venture with ease and confidence. 
Any company, firm or a proprietary unit, which owns land can avail of the 
assistance to erect greenhouse, acquire equipment as well as initial 
planting material. The amount of assistance is upto 75 percent of the fixed 
assets cost, subject to a maximum of Rs. 240 lakhs for companies and Rs. 
90 lakhs for partnership firms and proprietary units. The security margin is 
25 percent of the cost of fixed assets and the repayment period is between 
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6-8 years with a moratorium of 1-2 years (Floriculture Today, October 
1996). 
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CHAPTER VI: MAJOR PROBLEMS IN PRODUCTION AND 
EXPORT OF FLORICULTURE PRODUCTS 
The Indian floriculture industry, still in the stage of infancy is dogged by 
many problems / constraints. Export oriented floriculture in India has taken roots only 
during the last decade, at a time when several developing nations in South America, 
Africa and Asia had already got a firm foot-hold on the European market. Although 
India's arrival in the global floriculture market arena was a bit too late, however it 
made its appearance in a big way during the mid 1990s, as numerous firms took up 
export oriented floriculture production, more particularly around Bangalore, Pune-
Nasik belt and Delhi. This development was the resuh of the efforts made by APED A 
and the State Agriculture Marketing Boards. 
However, it was yet to be realized that competition had already intensified in 
the European markets, with The Netheriands enjoying its position as an undisputed 
leader in the US $ 6 billion industry. Many developing nations including Colombia, 
Israel, Kenya, Ecuador, Thailand and Malaysia had already established themselves in 
a big way. Several nations like South Korea, Sri Lanka, Taiwan, China, Singapore 
and Philippines in Asia; Uganda, Zimbabwe, South Africa and Morocco in Africa; 
Costa Rica, Peru and Brazil in South America, New Zealand and Australia were 
coming up fast to join the fray in a highly competitive floriculture market. India has' 
to complete with these.and other upcoming nations fi^om the third world, which enjoy 
several benefits in the EU. 
Indian exporters soon realized that the rosy picture that they visualized was 
not free of the thorns. The foremost problems encountered by the exporters was 
related to price realization of their products, which according to the importing 
markets, could not match the quality standards in the highly competitive global 
floriculture trade. This lead to firms accusing the Government for the lack of 
facilities, particularly related to infrastructure, subsidies etc. However, firms in an 
infant industry have to face certain constrains and the entire blame cannot be put on 
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the Government. Other factors related to export oriented floriculture production 
cannot be neglected altogether. Some of the problems, particularly related to project 
planning, quality production and promotion can be effectively handled by the firms, 
themselves. 
The following problems have been identified, as been perceived by the 
industry players, by scanning the secondary data and through survey of exporters, by 
means of open-ended questions in an unstructured questionnaire. The quantum and 
real intensity of the problems have been analyzed on a 5-point scale, by means of a 
structured questionnaire. The problems / constraints being faced by export oriented 
floriculture units in India have been described as follows: 
6.1 Project related Problems 
(a) Non-availability of Good Quality Planting Material in India 
In the international market, a flower variety remains in demand for a period of 
5-6 years or so and then gets replaced by a better variety. The planting material of 
these new varieties are not immediately available in India, as Indian suppliers are 
willing to supply only those varieties for which they have dealership. Moreover, 
information regarding overseas market trends is not easily accessible to growers in 
India. According to Mr. Rajkumar Mirakhur, Chief Technologist, Golden Petals, 
Pune, local propagation of imported varieties by some unscrupulous elements posing 
as consultants, has also become a problem. They are illegally propagating patented 
varieties and misguiding people as to which of the varieties are doing well in the 
region. Already India has got much negative publicity for growing fake Roses - i.e. 
plants for which breeder license fees have not been paid. Even the genuine suppliers 
give wrong information about the varieties and many projects have failed in India, as 
there are some varieties, which cannot be successfully grown to perfection in India. 
Mr. Mirakhur proposes that there should be some experimental projects in which the 
breeders, distributors and agents should exhibit their plant varieties property 
(Mirakhur, 1998). 
109 
According to a study of export oriented floriculture firms in India by the 
National Bank for Agriculture & Rural Development (NABARD), the international 
varieties of Roses are produced by four major breeders from Germany, France and 
The Netherlands. Nurserymen from The Netherlands, Kenya, Zimbabwe and Israel 
have taken licences from original breeders to multiply these varieties and supply them 
to various promoters. In recent past some Indian companies have started producing 
plant material under similar agreements. As worked out by NABARD, the average 
cost of importing planting material by Indian floriculture firms, from the European 
breeders was about Rs. 70, in 1996-97. This included the transportation cost. A few 
units under franchising agreement produced plant material for supplying to the newly 
established floriculture units in India. The cost of such a plant worked out to Rs. 50-
55 for the buyers. This price included a royahy fee of Rs. 35, payable to the original 
breeders. However, as the Government does not permit royalty payment in excess of 
5 percent of the sale price, the firms reported difficulties in remitting the royalty and 
most of the firms continue to import plant material at a higher cost from foreign 
countries {Floriculture Today, January 1999). 
The International Rose Breeder's Association (IRBA) has their secretariat in 
Lyons, France. All major breeders are members of IRBA. Their rights are covered 
under the European Regulation on Plant Variety Projection. Under Regulation 
2100/94 on Community Plant Variety Rights or under natural Law on Plant Breeder's 
Rights, all harvested material including cut-flowers of a protected plant variety, sold 
on the territory of EU or stocked for such purposes, must originate from propagating 
material obtained with authorization of the breeder of the variety (Floriculture Today, 
April 1999). According to Mr. F.M. Poonawalla, Managing pirector, Fila Rozil 
Exports Pvt. Ltd., Pune, the royalty payinent varies from Rs. 10 to Rs. 40 per bush, 
depending on the breeder, variety and age of the flowering plant. When bushes are 
imported, the royalty is incorporated in the price and no link up or separate invoices 
are available (Floriculture Today, April 1998). 
According to Dr. Foja Singh, a senior floriculture scientist, who had been with 
the Indian Horticulture Research Institute, Bangalore, the floriculture sector has not 
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received the requisite attention with regard to R&D. He feels that the Government 
organizations should take up the development of new varieties and hybrids suitable 
for different agro-climatic regions and make available elite planting material of 
commercially important floriculture crops {Floriculture Today, January 1997). Export 
based R&D is practically non-existent in India. Mr. Poonawalla further points out that 
India has not produced a single internationally marketable variety of Rose (Bharti, 
April 1999). 
In response to the questionnaire relating to the research survey, Mr. Atul 
Vashisth, Managing Director of Delhi based Samak Farms and Nurseries, pointed out 
that lack of R&D facility is one of the reasons why Indian floriculture has not made 
any significant mark in the global market-place. Mr. Vashisth suggested that in order 
to further boost the production and exports of floriculture products, the Government 
must set up R&D facilities in collaboration with the growers. 
(b) Non-availability of Selected Plant-protection Chemicals in India 
The hi-tech floriculture requires the latest pest control measures, in order to 
produce quality flowers that could match international standards. Red Spider Mite is 
the most serious pest that affects Rose plants. In a few hours these pests can cause 
complete damage by spreading all over the leaves, which become rust coloured as a 
result of the pest attack. Mr. Rajkumar Mirakhur, Chief Technologist, Golden Petals, 
Pune, observes that Rose had not been a priority crop in India some 10-15 years ago. 
He faced great problems with Spider Mites, while working on a Rose project, as these 
pests could not be killed by pesticides available in the local markets. As the Grape 
growers had imported a chemical, which was equally useful in controlling mites, the 
same is being used now on Roses. Mr. Mirakhur feels that Rose growers must be 
provided with the necessary chemicals in the shortest possible time, and unless the 
Government does it, the industry is going to suffer (Mirakhur, 1998). Mr. J.A. 
Siddiqui, Managing Director, Al-Falah Blossoms, an ISO9002 firm, having Rose 
project at Kandhla in Muzaffar Nagar, UP, cited the problems his project faced due to 
foggy conditions of North India. Foggy conditions aggravate the disease botrytis, for 
which various chemicals are needed. But he had not been allowed to import these 
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chemicals and had to rely on the locally available ones, which were not very effective 
(Kaur, 1999). 
According to Mr. F..M. Poonawalla, Managing Director of Pune based Fila 
Rozil Exports Pvt. Ltd., there is no policy at present to facilitate the import of 
chemicals for controlling pests and diseases. The 100 percent export oriented 
floriculture units should be allowed to import pesticides and fungicides, as per 
individual requirements {Floriculture Today, January 2000). Mr. Poonawalla showed 
his concern that the world's best pesticides, fiingicides and fertilizers are denied to the 
Indian floriculturist. He felt that these should be readily available, without import 
duties to the end user, otherwise quality production would suffer considerably and 
make the units non-viable (Poonawalla, 1999). Mr. Poonawalla fLirther suggested that 
the Government can atleast issue a special import licence and regulate the amount 
used by each grower. This could be done by allotting the quantity imported on a pro 
rata basis among the growers, depending upon the size of their farms (Vijayavargiya, 
1998). 
In response to the questionnaire relating to the research survey, Mr. Ramesh 
Poojary, Dy. Manager of the Lonavala based Essar Agrotech Ltd., feels that the 
Government should make available essential pesticides like Vertimac, Nirmod etc., to 
the export oriented floriculture units. This would help to maintain the required quality 
standards and make Indian flowers competitive in the global market place. 
(c) High Cost of Technology 
In the early 1990s there was a wild rush for investing in floriculture 
production. A large number of first generation entrepreneurs invested in it, without 
fully understanding the intricate technicalities of this hi-tech industry. According to 
Mr. Rajkumar Mirakhur, Chief Technologist, Golden Petals, Pune, it is unfortunate 
that Indian firms did not do proper homework to locate suitable areas for growing 
floriculture crops. Indian firms tied up with amateur consuhants and commission 
agents, and brought some good looking projects and set them up without knowing 
about the viability of such projects. This is the reason, Mr. Mirakhur feels that many 
such projects witnessed great problems and affected the Indian floriculture industry in 
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general (Mirakhur, 1998). Mrs. Nancy Laws, a floriculture-marketing expert from the 
USA, attributes the high production costs in many of the floriculture projects in India 
to various factors, including mismanagement and lack of know-how on the part of 
growers. In many cases, Mrs. Laws feels that the cost of technology selected is very 
high, even though more cost-effective solutions were available. Low technology and 
lower price greenhouse can also give good quality products, provided the labour is 
used more productively (Laws, 1997). 
The variations in costs of imported versus indigenous greenhouse projects in 
India have been worked out by NABARD. The average cost of a floriculture project 
is calculated at Rs. 8.47 crores by NABARD, for 3.44 hectare covered area, which 
works out to Rs. 2.46 crores per hectare. The plant material and greenhouse 
construction costs are the two major components accounting for 60-70 percent of the 
total project cost. The plant material cost per hectare varied within a range of Rs. 43 
lakhs to Rs. 60 lakhs, with an average of 52 lakhs. There exists a great variation even 
in greenhouse structures erected with indigenous technology and those erected with 
imported technology. The average cost of indigenous greenhouse worked out to Rs. 
2.09 crores per hectare, while imported one worked out to Rs. 3.25 crores per hectare 
{Floriculture Today, April 1999). The report by NABARD further reveals that many 
Indian firms entered into collaboration with Dutch and Israeli firms for erection of 
greenhouses, supply of plant material and technology transfer, supply of refrigeration 
equipment and marketing. In all these cases there was no clause in the agreement for 
replacement of any of the diseased plant material or ret)lacement of torn polythene 
sheets, if they are damaged prematurely. On the marketing front the collaborators 
merely aided in the selling of Indian flowers and they acted as agents, with no buy-
back arrangements {Floriculture Today, January 1999). NABARD observed 
variations in project cost, which were mainly attributed to location. In comparison to 
Haryana / Punjab to Bangalore / Pune, the greenhouse cost differ by as much as 40. 
percent, due to additional cooling and heating. A rose plant needs temperature 
between 18-25° Celsius. Temperatures in the North necessitate costly greenhouse 
design modification over simpler Bangalore / Pune structures {Floriculture Today, 
April 1999). 
Mr. J.A. Siddiqui, Chairman of Al-Falah Blossoms, points out that 
climatically Pune is the best place for cultivation of flowers, particularly Roses, 
followed by Bangalore and Delhi. When compared to Pune and Bangalore, the 
maintenance cost in Delhi is higher at around Rs. 7 per stem, whereas in Bangalore it 
is Rs. 3 per stem and in Pune it is around Rs. 2.50 per stem (Kaur, 1999). An 
interesting pattern that has emerged is that, while units in Southern India are 
flourishing, those in the North are not doing so well. Of the 65 floriculture units in 
production 35 are in the South, particularly around Bangalore, 20 in the West, 
particularly around Pune-Nasik belt, while only 10 in the North, particularly based 
around Delhi. According to Mr. Aditya Pittie, Director of Pune-based Pittie Agro 
Ventures Ltd, Delhi does not have the climate suitable to grow flowers (Bharti, 1999). 
(d) Lack of Access to Technology Suited to Local Conditions 
The climate in India is suitable for growing flowers, but is not outstanding, 
and in many areas it is either too hot, too cold or too humid, during part of the 
growing season. In order to maintain quality, investments in quality control 
equipments have to be made. It is necessary to determine which quality product one 
wants to produce in the most economical way, keeping in mind the local climate, soil, 
logistics and investments in production and cold chain infrastructure. The most 
expensive is not always the best, while the cheapest is also not appropriate in most of 
the cases. It is necessary that investments be made to suit the requirements of quality 
production and to minimize the associated risks thereof According to Mr. Rajkumar 
Mirakhur, Chief Technologists, Golden Petals, Pune, Indian firms in the past have 
taken the risk of importing plants without even knowing whether Indian climate is 
suitable for that or not. There are many flowers that cannot be grown to perfection in 
India. But Indian growers have imported them and have got only one tenth of what 
they invested (Mirakur, 1998). 
Dr. N.K. Dadlani of the Indian Agriculture Research Institute, New Delhi, 
observes that flower production in Europe's temperate climate has totally different 
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requirements and it should not be assumed that any European company could give the 
required support to Indian floriculture firms. A few of the collaborators from The 
Netherlands with experience in Africa and elsewhere have developed some necessary 
expertise to adapt to the requirements in India. However, some of the Israeli 
collaborators for Indian firms have not been able to graduate beyond sand based or 
other non-soil based mediums for floriculture production {Floriculture Today, 
November 1996). Mr. Aditya Pittie, Director, Pittie Agro Ventures Ltd., Pune, 
pointed out that the foreign consultants experimented at the expense of Indian 
floriculturists. The heavy forex outgo for technology transfer and consultancy fee has 
eroded the profitability to a great extent (Bharti, 1999). 
(e) Lack of Technical Personnel 
Export oriented floriculture sector being a hi-tech area needs technical 
personnel, specialized in production under climate controlled greenhouse conditions, 
post-harvest handling including conditioning, grading, packing and marketing of 
perishable products. According to Dr. N.K. Dadhani of Indian Agriculture Research 
Institute, New Delhi, the curriculum of our Training Institutes, was not oriented for 
such commercial enterprise and hence good managers are hard to come by. He 
pointed out that initially for any sector this is necessary, more so for a sector where 
the ultimate product is highly perishable {Floriculture Today, November 1996). 
According to a study of export oriented floriculture units in India by 
NABARD, technical personnel hired in floriculture firms do not have hands on 
experience in production aspect of hi-tech projects. The report by NABARD suggests 
that Indian scientists having qualification in horticulture, should be trained in foreign 
countries, for a few months in specific fields and later they should be employed in 
floriculture units. Some units have supplemented their firm's management by foreign 
expertise. The results have been debatable i.e., costs are US $ 60,000 to 80,000 a 
year, and returns have not always been upto satisfaction. The report pointed out that 
selection of the right consultant / manager will pay handsome dividends to a project, 
as the first two years of stabilization are critical {Floriculture Today, April 1999). In 
response to the questionnaire relating to the research survey, Mr. Atul Vashisth, 
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Managing Director, Samak Farms & Nurseries, New Deliii, feels that Agriculture 
Universities should provide practical training to students for export oriented 
floriculture. 
(f) High Cost of Capital 
Entrepreneurs who have entered the floriculture industry are sore over the 
high interest rates on loans for floriculture projects. According to Mr. R.P. Singh, 
Chairman & Managing Director of Global liidustries Ltd., the Government should 
provide soft loans at the rate of 4-6 percent, so that the industry could survive. He 
pointed out that throughout the world, the agriculture industry is paying an interest 
rate of only 3-5 percent (Floriculture Today, October 1996). In response to the 
questionnaire relating to the research survey, Mr. Vijayan N.G., Director of Delhi 
based UT Agro Products Ltd., feels that the Government should improve the banking 
system in order to boost the production and export of floriculture products. Mr. Ali 
Mohamed, V.C. & M.D. of Bangalore • based. Goodwill Technologies Ltd., in 
response to the questionnaire comments that Indian floriculture has not made any 
significant mark in the global market-place, as the cost of the product and cost of 
working capital funds is too high. Further, no proper guidelines have been given by, 
the Reserve Bank of India to Banks, regarding the working capital for pre-shipment 
and post-shipment. Mr. Ali Mohamed feels that Bank Interest rates should be brought 
to the international level, to make the industry economically viable. 
(g) Lack of Commitment towards Quality on the part of few Exporters 
In the early 1990s, the Government of India identified floriculture as a sunrise 
industry, and through APEDA, promoted export-oriented floriculture in India. As a 
result, a lot of export oriented floriculture units sprung up in clusters around Delhi, 
Pune, Bangalore and Hyderabad. At one time there was a mad rush to invest in 
floriculture. Entrepreneurs set projects without considering the suitability of location, 
cost of technology, adaptability of plant varieties and technological requirements to 
suit a particular region. Some of the promoters were never seriously committed to 
floriculture, and started their projects for the sake of getting money through the 
primary stock market. When these types of projects started exporting flowers, they 
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earned a bad name for India, as they were never serious about quality standards and 
exported their produce, just to show that they were doing overseas business. 
According to Mr. O.S. Soni, Senior Manager, Century International, Mumbai, 
many small companies handling flower exports are not so particular about quality and 
commitment. The result, he says, is that Indian flowers get a low price in foreign 
markets. This is because the importers do not distinguish between individual firms 
and see all the products coming fi-om India as Indian flowers {Floriculture Today, 
April 1997). Mr. James Reece, Manager Imports, Flora International Co. Ltd., Japan, 
suggests that Indian exporters need to be more honest when it comes to quality. He 
also cautioned Indian exporters, not to mix best quality flowers with sub-standard 
ones, as a single bad flower may lead to downgrading the whole lot. Mr. Reece gave 
an example of Colombia, where an 80 cm Rose stem normally has 83 cm stem, 
leaving extra 3 cm to be cut. On the other hand some Indian exporters put even 
smaller stemmed Roses in high stem length bunch (Floriculture Today, July 1997). 
Mr. John Paynter, M.D. of Flower Trader Page Munro, in New Covent Garden 
Market, UK, pointed out that the first time he handled Indian products, the quality 
was superb. But Indian exporters could not maintain that standard, the quality became 
poorer and Indian Roses got a bad name. Poor quality, as well as a spasmodic and 
erratic supply has held the product back. Mr. Sanjay Shah, M.D. of Natureflora, UK, 
says that his company is involved in Indian roses to a limited extent, particularly 
when he needs extra supplies. Mr. Shah commented that some Indian Roses are of 
excellent quality, but on the whole they are not appreciated and are stereotyped as 
lower quality produce. This is the reason his company relies on Kenya for Rose 
supplies, rather than India (Floriculture Today, April 1999). 
In response to the questionnaire relating to the research survey, Mr. Ramesh 
Poojary, Dy. Manager in the Lonavala based, Essar Agrotech Ltd., comments that 
many buyer countries do not identify India as a reliable, steady and high quality 
supplier. The reason being the lack of unity among growers and a lack of initiative to 
create our own brand image. Mr. Poojary feels that Indian floriculturists should form 
a cooperative and export through it, maintaining quality and packaging standards. 
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According to Mr. Poojary, consistent quality and continued supply form the very 
basis of successful marketing, which creates a sense of reliability with the importers. 
Mr. Poojary further adds that attempts for cooperative marketing have been made, 
however growers are trying to market their produce separately, without looking at the 
benefits of common brand / collective marketing. In response to the questionnaire, 
Mr. Vijayan N.G., Director of Delhi based UT Agro Products Ltd., emphasizes that 
Indian floriculturists should take extra precaution while grading their products, in 
order to improve the overall image of Indian floriculture products. 
6.2 Infrastructure related Problems 
(a) Insufficient Cold Room Space at Major Airports 
Exporters of cut flowers complain that the cold room space provided for 
perishables at major airports is inadequate and sometimes they have to keep their 
produce inside refrigerated vans for lack of space in the cold rooms at the airports. 
This adds considerably to the costs, as they have to keep the refrigerated vans 
operating for hours before being unloaded. According to Ms Nita Rathore of Praj 
Industries, Pune, sometimes the perishable stocks lie unattended at the airports. The 
cold chain is thus broken, thus drastically affecting the quality as well as the life of 
flowers and make these useless in the international markets (Floriculture Today, 
April 1997). 
According to Dr. N.K. Dadlani, lARI, New Delhi, the major area of concern 
has been the inadequate infi-astructure facilities at the airports for this highly 
perishable commodity. He feels that inspite of the good efforts by the government-
agencies, the creation of facilities has not matched the pace with which the industry 
requirements are growing (Floriculture Today, November 1996). Mrs. Nancy Laws, 
an international floriculture marketing expert from USA, stresses that there should be 
a single window export clearing office with all modem facilities like X-Ray, at the 
airport for perishable items like flowers. This perishable export cargo section should 
remain open 24 hours a day and seven days a week (Laws, 1997). 
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(b) Lack of Fumigation Facility at Major Airports 
A major problem faced by exporters to Japan has been the high cost of 
fumigation at Japanese ports, in case any sort of pests are detected in the 
consignment. Sometimes for an average quality flower consignment getting lower 
prices at Japanese market, the fumigation, charges go higher than the available 
margin, leading to a loss for the exporter (Floriculture Today, July 1997). 
(c) Interrupted Power Supply and High Power Tariff 
Due to interrupted electric power supply, generator sets have to be put up, as 
the hi-tech greenhouses need uninterrupted power supply to run the climatic control 
equipments. Thus growers spend a considerable amount of money on running these 
generators. Moreover, continuous power supply is required for cold storages, where 
perishable flowers are retained. Growers have been demanding that floriculture units 
be provided electricity at agriculture rates and diesel be supplied to export oriented 
units at subsidized rates to run the greenhouses, cold stores and refrigerated vans. 
Sometimes the exporters have to keep their refrigerated vans running for hours at 
airport terminals, waiting for cold room space for the highly perishable flowers. Mr. 
F.M. Poonawalla of the Pune based Fila Rozil Exports Pvt. Ltd., pointed out that 
floriculture units are being billed at industry rates, when they should have been billed 
at agriculture rates. He also cited the problem of erratic electric supply 
(Vijayavargiya, 1998). 
In response to the questionnaire relating to the survey, Mr. M. Wasim Khan of 
the Delhi based Rajdhani Nursery, which exports live plants to Saudi Arabia, UAE 
and Oman, feels that the electric tariff rate is too high and floriculture farms should 
get electricity at subsidized rates. Mr. Khan also wants that the Government should 
provide subsidised diesel to floriculture farms, as electric supply is too erratic. 
(d) Bad Domestic Roads 
Indian exporters are unhappy over the pathetic condition of the approach 
roads to their farms. Cut flowers being one of the most perishable and delicate among 
the floricultural products, are very much prope to bruising, howsoever carefully they 
may have been packed. Road bumps on the way to the airport, particularly on the 
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approach roads from the farm to the main highways, cause considerable bruising of 
the flowers. According to Mrs. Nancy Laws, a US based international marketing 
expert, a small bruise on an "A" class rose flower may push it back to "B" class, 
which results in a drop of price, by as much as 30% (Laws, 1997). 
In response to the questionnaire relating to the research survey, Mr. K.K. 
Mohanan, Director, Archana Florists Pvt. Ltd., New Delhi, thinks that the bad inland 
transportation is one of the reasons why India has not made any significant mark in 
the global market place. In response to the questionnaire, Mr. K.V.N, Murthy, 
President of Bangalore based Sri Vasavi Florex & Industries Ltd., feels that the 
Government should provide hard top roads in rural areas where the units are located 
and other basic infrastructure facilities, in order to boost further production and 
exports of floriculture products. 
6.3 Transportation related Problems 
(a) Costly Air Freight 
High cost of air-freight has been a major cause for financial problems faced 
by the Indian floriculture industry. According to Mr. Nancy Laws, a floriculture 
marketing expert from USA and consultant to FAO and ITC-UNTAD / WHO, freight 
constitutes 40 percent of the total cost of flowers. She believes that this is one of the 
reasons why short-stemmed Roses, which command lower prices, are not exported 
from India. She feels apprehensive that a hike in air-freight subsidies to Indian 
exporters, may invite countervailing duties from the European Union Nations (Laws, 
1997). At present APEDA grants air-freight subsidy to exporters at the rate of Rs. 10 
per kg or 25 percent of the Air-freight rate for export to West Asia, South East Asia 
and CIS countries, and at the rate of Rs. 25 or 25 percent of Air freight rate, 
whichever is less for export to Europe, other than CIS countries. North America and 
Far East {Floriculture Today, January 1999). 
But the above scheme was designed when air-freight was around Rs. 50 per 
kg. Since then, there has been a steep rise and the present charges are around Rs. 70-
90 per kg (Bharati, 1999). Moreover, Indian exporters feel that the net subsidy is very 
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marginal, particularly as the airlines charge the tariff on volume basis for flowers, 
which are too voluminous, while APEDA grants subsidy on Gross weight basis, 
which is too low. More so if the flowers get a grade lower than expected at the port of 
destination, the exporters face heavy losses. Mr. F.M. Poonawalla of Fila Rozil 
Exports Pvt. Ltd., suggests that 50 percent of the actual air-freight should be 
subsidized by APEDA {Floriculture Today, January 1999). 
In response to the questionnaire relating to the research survey, Mr. Ramesh 
Poojary, Dy. Manager, Essar Agrotech Ltd., Mumbai, strongly feels that the 
Government should negotiate / force the airlines to maintain a subsidized / steady 
freight rate for export to different destinations. Mr. K.K. Mohanan, Director, Archana 
Florists Pvt. Ltd., New Delhi, in response to the questionnaire, suggests that the 
Government should reduce air-freight to 50 percent in order to boost the production 
and exports of floriculture products. Mr. Mohanan thinks that costly air-freight is one 
of the reasons why Indian floriculture has not made any significant mark in the global 
market-place. Mr. Rohit Eswaran 6f Jayasree Agro Poducts, Coorg, Kamataka, in 
response to the questionnaire, strongly feels that high freight costs are enough reason 
why Indian floriculture could not make any significant mark in the international 
floriculture market. Mr. Eswaran is highly optimistic that if freight costs are reduced 
by half, the exports could more than double. In response to the questionnaire, Mr. 
K.V.N. Murthy, President of Bangalore based Sri Vasavi Florex & Industries Ltd, 
feels that the Government should give more subsidies on air-freight charges, in order 
to boost fiirther production and exports of floriculture products. 
(b) Non-availability of Air-cargo Space during Peak Seasons 
Exporters face problems of cargo space in major international airlines, 
particularly during peak export seasons like. New Year Day, Valentine's Day, 
Mother's Day and Christmas. Exporters have to plan and book well in advance as 
flowers have to compete with other heavy perishable cargo like fresh fruits and 
vegetables. Exporters complain that airlines have always been reluctant to offer cargo 
space to cut flowers as they are more voluminous and thus do not give the airlines, 
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the kind of returns that other heavy cargo gives. Sometimes the flight gets cancelled 
and perishable consignments like cut flowers start getting deteriorated. 
(c) Non-availability of Direct Flights to Major Importing Nations 
There are no direct flights from Chennai or Bangalore to Amsterdam as well 
as the more recent markets of Japan, Singapore & Taiwan. Thus the cargo has to be 
flown to Mumbai or Delhi before being exported. This affects considerably the 
quality of perishable flowers. According to Mr. Vibhu Natrajan, Chief Executive of 
Chennai based Natural Synergies Ltd., this circuitous route results in a 25 percent 
hike in freight charges alone (Floriculture Today, July 1997). Mr. K.K. Mammen 
Mapillai, Managing Director of Bangalore based Indo Bloom, pointed out that a 
producer lost around 40 percent of the produce because of the long relay system from 
the farm to the end users. In 1996-97, units in Bangalore in particular suffered serious 
damage to the cargo load at the airport (Floriculture Today, February 1997). 
Mr. F.M. Poonawalla of the Pune based Fila Rozil Exports Pvt. Ltd., showed 
his concern over sending the consignments to Mumbai from Pune, four to five hours 
before the flight and that too via bad roads, which take a lot of time, thus reducing the 
quality of fresh cut flowers. He felt that this had resulted in higher rejection rates 
abroad and thus brought down India's image as a quality producer. Mr. Poonawalla 
pointed out that even though Pune is located in the heart of the Maharashtra 
Agriculture belt, which accounts for significant exports, the Pune airport does not 
have international flights. He fiirther suggested that Pune should have a separate 
airport with customs clearance, phyto-sanitation & cold storage facilities, so that 
agricultural products could be sent directly from Pune (Vijayavargiya, 1998). 
(d) Poor Handling of Flowers during Transit 
Exporters complain that poor handling of flowers at the airport, results in 
heavy losses, as cut flowers are a highly perishable commodity. Though the airway 
bill mentions that the temperature inside the plane will be maintained at 2-4 degree 
Celsius, but it is never the case. This drastically affects the quality of flowers. Mr. 
F.M. Poonawalla of Fila Rozil Exports, emphasizes that it is imperative that the 
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customer receives the flowers in a good condition and get a vase life of atleast a 
couple of weeks (Bharti, 1999). 
6.4 Export related Problems 
(a) Lack of Access to Information relating to Trends and Preferences in 
International Markets 
Indian exporters complain about the lack of communication on the part of 
importers, particularly regarding feedback like quality and status reports, so that 
timely corrective measures may be initiated. Mr. Gautam Goel of Cosco Blossoms 
Pvt. Ltd., New Delhi, stressed on the need of a closer interaction between Japanese 
importers and Indian exporters, which would help both sides to cany out operations 
smoothly and efficiently. He further pointed out that the lack of communication was 
also evident in some of the price reports fi-om Japan, where short-stemmed Roses of 
some varieties fetched higher prices, compared to long-stemmed Roses of the same 
variety {Floriculture Today, July 1997). 
Indian entrepreneurs have been highly dependent upon their foreign 
collaborators, right fi^om the selection of the variety of the plant material to marketing 
the flowers. Ignorance and lack of awareness about the global market trends in 
demand of various cut flowers, lead to improper selection of varieties. In fact, the 
collaborators sent the common varieties which were already in excess in the 
international market, to the Indian entrepreneurs, while exotic varieties which fetch 
much higher prices were not supplied to the Indian firms (Narasimhan, 1997). 
In response to the questionnaire relating to the research survey, Mr. Vijayan 
N.G., Director of the Delhi based UT Agro Products Ltd., thinks that the ignorance on 
the part of producers and the lack of cpminunication and interaction with the 
importers are some of the reasons why Indian firms have not been able to do well in 
the international markets. In response to the questionnaire, Mr. K.V.N. Murthy, 
President, Sri Vasavi Florex & Industries Ltd., Bangalore, feels that ignorance of 
quality standards and trends in the international markets and non-compliance of 
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international quality standards by Indian growers, are the basic reasons why India has 
not made any significant mark in the global market-place. 
(b) High Rate ofEU Duty on Indian Floriculture Products 
According to a report published by APED A, the EU has implemented a 
Generalised System of Preferences (GSP) scheme for agricultural products, with 
effect from 1.1.1997. Subsequent to the introduction of the new GSP scheme, the 
Customs duties at the GSP rates on fresh cut flowers originating from India are 9.6% 
from November 1 to May 31 and 13.6% from June 1 to October 31. The import 
conditions for cut flowers depend.on the country of origin. Custom duties imposed by 
the EU add to the product cost and affect the competitiveness of the exporting 
country. Under the GSP scheme of EU, imports from a number of developing nations 
are admitted at a lower tariff, and imports from a group of Least Developed Countries 
(LDC) at a zero tariff. Some ACP (African Caribbean and Pacific) nations and some 
of the least developed non-ACP nations also qualify for the duty free access. India 
does not qualify for duty free access, whereas its neighbouring countries like 
Bangladesh, Nepal, Maldives, Bhutan, Myanmar and Afghanistan enjoy this 
advantage (Profile on Floriculture, APEDA). Some countries like Israel, Cyprus, 
Jordan and Morocco enjoy full GSP benefits and pay no duties, but are subjected to 
quota restrictions on the basis of preferential bilateral arrangements with the EU 
{Indian Export Bulletin, March 1997). 
Indian exporters have to face an unfair tough competition from established 
players in the floriculture trade like Colombia, Kenya, Ecuador, Zimbabwe and Israel, 
who started much earlier, while Indian floriculture industry is still in a nascent stage. 
India has taken up this matter v^th the EU at several occasions. WTO permits 
continuity of earlier existing treaties an^ bilateral agreements. Therefore, the 
concessions available to the countries with which India is to compete, is likely to 
continue. For India, concessions over and above GSP, has not received favorable 
consideration by the EU. However, the Government of India may continue the effort 
and take up this matter at an appropriate forum. 
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In response to the questionnaire relating to the research survey, Mr. Ramesh 
Poojary of the Lonavala based Essar Group company, Essar Agrotech Ltd., feels that 
the Government should negotiate with the EU to abolish duty on Indian flowers 
throughout the European nations, which is at present very high as compared to the 
products from other nations. In response to the questionnaire, Mr. Rohit Bhatia of the 
Pune based Century International, a BK Birla Group company, feels that the high 
import duty on Indian cut flowers by the EU market is one of the reasons why Indian 
floriculture industry has not been able to make any significant mark in the global 
market-place. 
(c) Seasonal demand in European markets 
According to a report by APED A, 80% of the total import of cut flowers by 
the EU takes place during the winter season i.e. November 1 to May 31. Only 20% 
Roses are imported in summer, while 80% during winter months. For Carnations and 
orchids, the percentage of summer imports is 30% and 40% respectively. But for 
species like Chrysanthemums and Gladiolus the summer months offer negligible 
export potential in the EU nations (Profile on Floriculture, APED A). Indian exporters 
find it difficult to sell their produce in summer to the main European markets, 
because Europe has a favorable climate to grow flowers durihg this period. Even the 
foreign collaborators v^ ath buy-back agreement with Indian firms, pick flowers mostly 
during the winter season, when demand peaks and growing flowers in Europe is a 
cosfly affair. Income of most of the floriculture units in India is quite low during the 
summer months, as the EU market is non-viable due to lower prices and higher 
duties. Viability of export to Japan is also less due to oversupply from East Asian and 
European nations. 
(d) Problems of Price Realizations 
According to a report by NABARD on export oriented Indian floriculture 
industry, there has been a fall in the actual realizations of the export oriented 
floriculture units, which had earlier assumed of a higher price realization from 
overseas operations. The reasons being that the overseas marketing costs were higher 
than the assumptions. Hence almost all the 16 units studied by NABARD ran into 
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financial problems. Only one of the units reported sizable profits during 1995-96 and 
1996-97, one unit realized marginal profits, while the others reported losses. Among 
the units under the survey, three of the oldest had been incurring losses since their 
inception {Floriculture Today, January 1999). NABARD further reported that price 
realization, besides being a function of demand and supply, is also a function of 
quality. The present system of inspection at the auction / buyer's-end, do not usually 
allow any scope for different producers getting differential prices for one quality. As 
Rs. 12 per Rose stem assumption versus Rs. 9 per stem actual is mainly due to quality 
received at the buyer's end. This relatively poor quality is due to farm growing 
practices, cold chain management, exporting procedures and air transshipments 
(Floriculture Today, April 1999). 
According to Mr. Raja Bommidala, Managing Director, Bommidala Forex 
Ltd., if flowers are to be sold through Dutch auctions, the grower has to pay 8 percent 
commission. Moreover, the grower needs an agent who picks up the flowers fi-om the 
airport, transports them to the auction and cuts the stem and puts them in water, when 
inside the auction. This agent works on commission and requu-es two cents per stem 
for cutting and caring (Reddy, 1996). Mr. J. A. Siddiqui, Chairman & MD of Al-Falah 
Blossoms Ltd, feels that the past 3 years had taught the Indian entrepreneurs to look 
for direct marketing instead of auction houses, where the commission is too high 
(Kaur, 1999). According to Mr. Hartmut Fischer, Managing Director of UK based, 
world's biggest flower trading company, tlie global consumption of cut-roses has 
been hit by factors like recession in Europe, in a scenario of over production and 
falling prices. The prices have been down by an ave'ragte of 10 percent in Dutch 
auctions in 1995 (from 1992) for large sized Roses, by 21 percent for small flowered 
Roses and 34 percent for spray Roses {Floriculture Today, January 1997). 
Mr. N.K. Bhat, Managing Partner of Ihdo-American Hybrid seeds. Bangalore, 
pointed out that the company had sizable dues outstanding, as a number of importers 
had yet to pay for the consignments delivered. According to Mr. Bhat, the importers 
contended that consignments were damaged, a claim that was difficult for the 
company to verify. The carrier airlines refused to take responsibility for the damaged 
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consignments, thus it was practically impossible for any company to get a refUnd 
from the importers {Floriculture Today, March 1997). Mr. F.M. Poonawalla, M.D, 
Fila Rozil exports, Pune, pointed out that bad recovery problems dog the exporters, as 
some of the foreign buyers are extremely irregular and even default in paying up 
(Vijayavargiya, 1998). Mr. Suresh Goel of Cosco Blossoms, New Delhi, showed his 
concern to the visiting Japanese importers delegation, that Indian produce was being 
discriminated as it was put at the end of the auctions in Japan. He pointed out that the 
auction, which started with over 200 buyers, had hardly five buyers left when Indian 
produce was put to auction. This resulted in lower price realizations (Floriculture 
Today, July 1997). Mr. A.K. Gupta, General Manager, APED A, pointed out that 
indiscriminate price-cutting has resulted in exporters taking to sales rather than 
marketing-oriented strategy. He pointed out that in this business, one cannot remain 
alone to compete, rather unitedly one has to deliver larger volumes with consistent 
quality (Bharati, 1999). 
In response to the questionnaire relating to the research survey, Mr. All 
Mohamed, Vice Chairman & M.D. of Bangalore based Goodwill Technologies Ltd., 
is very critical about the bad experiences he had relating to price realizations from 
overseas buyers. Mr. Ali Mohamed has given the following information on the 
questionnaire; (i) In floriculture trade the sale is on consignment basis and no account 
or purchase order is available, as the sale is purely governed by supply / demand at 
the international auctions, and (ii) The nature of floriculture business entails 
significant risks on payment defaults. Mr. Ali Mohamed further commented that no 
claim policy is available for consignment sale, which means additional unnecessary 
commercial risks, while the sale on consignment basis has no fianctional value or pre-
determined prices. In response to the questionnaire, Mr. Vijayan N.G., Director, UT 
Agro Products Ltd., New Delhi, feels that in order to get good price realizations at the 
international auctions, Indian floriculturists should adopt strategic management of 
demand and supply. In response to the questionnaire Mr. Rohit Bhatia of the Pune 
based Century International Ltd., feels that the falling prices of cut-flowers 
throughout the world since the past 4-5 years, has affected Indian floriculture 
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industry, which is still in an infant stage. Mr. Bhatia suggests that Indian 
floriculturists should reduce the costs and improve quality, in order to make a mark in 
the global market place. 
6.5 Other Problems 
(a) Procedural Delays in Government Offices 
The problems related to delays and complexity involved in various clearing 
stages in Government offices are many and exporters in general are very much 
annoyed at the level of red-tapism in Government offices. Exporters feel that it is too 
cumbersome to avail of the incentives given by the Government, particularly the 
subsidies. According to Mrs. Nancy Laws, a US based floriculture marketing expert, 
complex procedures and excessive centralization are the problems of the day. A 
grower requiring import of planting material in Chennai has to come all along to 
Faridabad to complete phytosanitary requirements. Dr. Foja Singh, Vice President of 
TMT (India) Ltd., is concerned at the delay in inspection of imported seed and 
planting material, which results in death and degradation of the imported material 
(Reddy, 1996). 
According to Mr. F.M. Poonawalla, Managing Director of Pune based Fila 
Rozil Exports Pvt. Ltd., lack of single window clearance policy of the Government is 
yet another problem. The agencies involved with hi-tech agriculture at APEDA, 
which reports to the Commerce Ministry; The National Horticulture Board (NHB), 
which reports to the Union Agriculture Ministry; and NABARD, which reports to the 
Finance Ministry. This creates wrong priorities leading to differing decisions. On the 
issue of subsidies, Mr. Poonawalla is of the view that the subsidy given to hi-tech 
agriculture is not worth claiming, as the procedures are cumbersome and this results 
in inordinate delays. He feels that the subsidy should be substantially increased and 
disbursed, or it should be done away with, and the money thus saved should be used 
in providing good infrastructure facilities (Floriculture Today, January 2000). 
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(b) Weak Domestic Market 
An export oriented floriculture industry, like the one in India needs a strong 
domestic market to absorb its non-exportable stuff. The domestic market in India is 
quite large, but still unorganized. The major markets, which handle the bulk of the 
trade are located in Mumbai, Delhi, Bangalore and Calcutta. The majority of florists 
in India, are non-professional and hardly bother to improve the display and storing 
condition at their shops, the customers are therefore not attracted. Dr. N.K. Dadlani of 
lARI, New Delhi, feels that development of the domestic market is exceedingly 
crucial for sustained all round floriculture development (Floriculture Today, 
November 1996). 
The Government should take up development of appropriate marketing 
infrastructure in the major production zones, considering that the surplus from the 
Export Oriented Units (EOUs), also gets sold in the domestic market. Providing this 
support will lead to improved viability of the large number of EOUs, being set up in 
the country, in clusters around Pune, Bangajore, Delhi and Hyderabad (Raghava, 
1999). Moreover, domestic competition or rivalry creates pressure on firms to 
innovate and improve. Competitors in the domestic market push each other to lower 
the costs, improve quality and service, and create new products and processes, taking 
the Nation as a whole to higher planes of competitive advantage (Agarwal, 1998). 
(c) Lack ofProfessional Supporting Companies to Floriculture 
India lacks professional supporting companies to the nascent floriculture 
industry. According to Mr. Raja Bommidala, Managing Director, Bommidala Florex 
Ltd., if a grower wants a soil sample to be analysed for macro & micro-elements, he 
can choose between five laboratories, which send different results. Every single 
research station uses its own extraction methods, noting method and method to 
calibrate equipment, so the differences are imminent (Reddy, 1996). 
(d) Lack of Organized Marketing, Market Surveys and Sales Promotion Activities 
In response to the questionnaire relating to the research survey, the Director of 
Delhi based UT Agro Products Ltd, Mr. Vijayan N.G. pointed out that the lack of 
129 
market support is one of the reasons why Indian floriculture has not made any 
significant mark in the global market-place. In response to the questionnaire, Mr, 
Rohit Bhatia, Marketing Officer in Pune based Century International (a Division of 
Century Textiles & Industries Ltd.), feels that aggressive promotion and availability 
of good market information, could certainly help boost the export of floriculture 
products from India. 
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CHAPTER VII: A SURVEY OF THE MAJOR EXPORTERS OF 
FLORICULTURE PRODUCTS AND ANALYSIS 
7.1 Purpose and objective of the Survey 
The present study revolves around the overseas marketing of floricuhure 
products and the problems, prospects and strategies for the Indian floriculture 
industry. The purpose of this research survey is to supplement and make the present 
study more authentic, as the present study largely depends on the secondary sources 
of information. Keeping this objective in mind, this research survey has been carried 
out primarily to help in identifying the problems the Indian floriculture industry is 
currently facing, the prospects / opportunities that exist for the Indian floriculture 
firms in the global business environment and the strategic course of action, from 
which the industry would be benefited. 
The exact nature and quantum of the problems associated with the floriculture 
industry and their implications were necessary to be studied, so that appropriate 
corrective measures / strategies could be devised, for making the floriculture units 
strategically competent to face the stiff competition in international markets. Several 
parameters have been taken into consideration, in order to ascertain the competitive' 
position of Indian floriculture firms in a highly competitive global marketing 
environment. These parameters relate to strategic decisions of individual floriculture 
units, relating to the project location, product profile, size of project, management of 
costs, target markets and many more of such important decisions that help in 
determining the profitability and viability of export oriented floriculture units. Thus in 
order to study the parameters associated with competitiveness of firms and the current 
problems / prospects for Indian floriculture firms, the following objectives of the 
research study were persued. These objectives are to find out: 
1. The region-wise location of the projects surveyed, region-wise. 
2. The year of establishment of the various floriculture units surveyed. 
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3. The size of the floriculture projects with covered and open field area. 
4. The main products exported by the units under the survey. 
5. The various diversification opfions by the firms, if any. 
6. The nature and extent of collaborations by Indian floriculture firms, 
7. Nature of imports by the Indian floriculture firms. 
8. The most firequent destinations of exports for Indian floriculture products. 
9. The most fi^equent Rose varieties exported. 
10. The minimum viable size of a floriculture project. 
11. The relative importance of various factors related to floriculture production 
and exports. 
12. The fi-equency of visit to the farm, as floriculture acfivity is a fiall time activity 
and needs high level of commitment on the part of entrepreneurs and workers. 
13. The relafive significance of cold chain facilities like grading & packing halls, 
pre-cooling chambers, refrigerated transport, air-cargo space etc, on a 
cooperative basis, in order to avail of the economies of scale, and whether any 
attempt has been made in this direction. 
14. Any competitive advantages that India has in the global floriculture market 
place. 
15. The relative magnitude of the problems / constraints that affect export 
oriented Indian floriculture firms. 
16. The extent of satisfaction with respect to the various works done and / or 
schemes introduced by the Government, to boost floriculture production and 
exports. 
17. The views of the floriculture firms under survey, regarding the concept of 
Cooperative Marketing, under strict quality control, through a common brand, 
and whether any attempt has been made or is under active consideration. 
18. The views of floriculture firms regarding the necessity of a strong domestic 
market for quality production and whether inter-firm rivalry in the domestic 
market serves as a bench-mark for quality production and to gear up firms to 
effectively compete in the global market-place. 
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19. The major competitors for India in the global market place. 
20. The potential competitors for India in the coming decade. 
21. The target markets for Indian floriculture products. 
22. Whether the Indian floriculture industry would be able to stabilize its foothold 
within the next five years or so. 
7.2 Research Methodology 
a) Data Collection Approach: Although secondary data was used as a framework for 
research study, the primary data from the industry sources was collected primarily 
to know the exact nature and quantum of the various parameters under the 
research study, to substantiate and supplement the secondary data and to check its 
accuracy and relevance. 
The approach used to collect the primary data was survey research, and the 
methods of administration used included, personal interview, through a structured 
questionnaire as well as the same questionnaire was mailed. As New Delhi was 
easily accessible for personal interviews, the researcher, through a face-to-face 
situation, collected the information on the questionnaire. However, in the West 
and South i.e. particularly in Mumbai and Bangalore, questionnaires were used to 
collect information through mail. 
b) Measurement Technique: The questionnaire was divided into 3 parts. The first 
part consisted of questions of a general nature, particularly relating to the firm, the 
size of farm, product profile, export markets and collaborations, if any etc. The 
second part of the questionnaire was structured. All the questions were written in 
the orderly and systematic manner, so that the respondents may feel easy and 
convenient to answer the structured and to-the-point questions. All questions were 
provided with multiple alternatives. The responding firms / individuals had to tick 
one or more alternatives as per the nature of the question. These questions related 
to the various parameters of production and export, the problems the floriculture 
firms in India are facing, the competitive advantages, if any and the promotional 
aspect by the Government of India. The extent of importance for these factors was 
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measured on a 5-point rating scale, ranging from not important (minimum points 
awarded = 1) to extremely important (maximum points awarded = 5). The 
disadvantages / shortcomings which affect floriculture firms were also measured 
on a 5-point rating scale ranging from, not at all affect (minimum points awarded 
= 1) to very high effect (maximum points awarded = 5). Similarly the satisfaction 
level was also measured on a 5-point rating scale ranging from, extremely 
dissatisfied (minimum points awarded = 1) to extremely satisfied (maximum 
points awarded = 5). 
The third part of the questionnaire was unstructured with open-ended 
questions relating to the strategic course of action the industry units may take in 
order to be globally competitive. These questions were related to the industry in 
general and the views of the floriculture firms were needed for testing the 
recommended hypothesis and for an in-depth study of the actual status of the 
industry in the global marketing environment. 
c) Data Collection'. A complete survey of floriculture exporters was taken up for 
the study. In the North Zone, 21 exporting firms were contacted first on telephone 
and then personally, while one was mailed a questionnaire as it was based in 
Punjab, near Chandigarh and the questionnaire was received back with a note that 
the firm had left office. 10 firms had closed / vacated their offices, 5 firms refused 
to give appointment to the researcher including 2 of the firms which asked the 
researcher not to approach them personally, but send the questionnaire by mail / 
courier. Inspite of several reminders, the researcher did not get back the filled in 
questionnaires. However, 5 exporters including one having its office in New 
Delhi, while project being based in the South and one having the project at 
Saharanpur, in Uttar Pradesh,- cooperated with the researcher. Among the five 
responding firms of North India, 2 were cut-flower exporters and 3 were foliage 
plant exporters. 
36 questionnaires were mailed to floriculture exporters in West Zone, 
particularly in Mumbai and Pune. Of these 36 firms, 19 were based in Mumbai, 
13 in Pune, 1 each in Nasik, Surat, Aurangabad and Baroda. 4 firms in Mumbai 
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and one at Baroda had closed their offices, while 2 firms sent back the filled in 
questionnaires. All of these were based at Mumbai. Questionnaires were again 
sent to the firms in the West Zone, along with reminders and the researcher 
received one more response. 
48 questionnaires were mailed to the South Zone, which included 38 in 
Bangalore, 6 in Hyderabad, one each in Secunderabad, Thiruvananthapuram, 
Coimbatore and Madurai. 5 responses were received, which included one, which 
was received after sending rertiinders to these firms. 7 questionnaires returned 
fi-om Bangalore with a note that the firm had left the offices, while one returned 
back from Hyderabad. 
4 questionnaires were mailed to the East Zone, 3 in Kolkata and one in 
Imphal. None of the firms responded, inspite of reminders. 
All the firms under survey were producer-exporters. Many merchant exporters 
who operated in the past are no longer exporting floriculture products. Probably 
they may have found the business too risky due to the high perishability and too 
frequent changes in quality standards, trends and changing preferences in the 
overseas markets. 
Although various regions were covered under the study and the survey 
included firms from the North zone, West zone and South zone, the main regions 
where export-oriented floriculture production is being undertaken, yet 13 firms 
have finally responded to our survey. This was because a lot of floriculture firms 
closed their projects as they could not match high costs with the meagre profits / 
loss, due to quality problems and low realizations from overseas operations. Some 
of the firms in and around New Delhi are catering to only the domestic market 
and the CEOs were reluctant to give appointment to the researcher, for filling up 
of questionnaire. As nearly an estimated 65 firms had been exporting floriculture 
products (including those which closed their offices), a sample of 13 works out to 
be more than 20 percent of the actual exporters. 
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The respondents included large business houses Hke B.K. Birla, Essar & 
Vasavi group of industries. The rank-wise profile of the respondents included 
Chairman, Managing Director, President, Vice-Chairman, Directors, Partners, 
Owner, Deputy Manager, Marketing Officer, Production Manager and Marketing 
Manager. The profile of the responding firms is given in Table 7.1. 
d) Limitations of the study: 
(i) Although every care had been taken to cover all the export oriented 
floriculture units, including all the units who had registered with APEDA or 
whose name appeared in the Directory of Floriculture Firms, published by 
Floriculture Today, Press Enclave, Malviya Nagar, New Delhi, yet it is 
possible that a few firm's may have been left out. 
(ii) As complete survey was chosen, and all the units were included, irrespective 
of whether they had commenced commercial production or not. Many units 
faced an unprecedented closure, as they could not maintain the quality 
standard as desired by the overseas buyers, 
(iii) Many merchant exporters, who operated in the past in floriculture products, 
opted out of this business, probably facing difficulties in handling highly 
perishable products and in meeting strict quality specifications of the import 
markets, 
(iv) Despite the cooperative attitude and keen interest shown by many 
respondents, the study may suffer from certain unavoidable weaknesses, 
which may be attributed to the environmental factors governing the motives of 
the respondents or the conscious or un-conscious bias. 
7.3 Analysis and Interpretation of Data. 
Comparative study has been done on different points and information obtained 
by the questionnaire is analyzed table-wise. Conclusions have been drawn on the 
basis of this analysis. Percentages used in the explanations are in round figures. 
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(a) Period-wise Establishment of Floriculture Firms 
The period of establishment of floriculture firms has been divided into three 
parts. The first one relates to the establishment of firms before 1990. The second one 
relates to the establishment of firms between 1990-1995, when trade liberalization 
was announced by the Government of India and floriculture was recognized as a 
sunrise industry, and a lot of floriculture firms mushroomed up particularly around 
Bangalore, Pune and New Delhi. The third point relates to the establishment of 
floriculture firms after 1995^^^^-^____ 
Table 7.2 
Period-wise Establishment of Floriculture Firms 
S.No. 
1. 
2. 
3. 
Period of Establishment 
Before 1990 
Between 1990-1995 
After 1995 
Total 
No. of Firms under 
survey 
2 
7 
4 
13 
Percentage 
15.38 
53.85 
30.77 
100.00 
Diagram 7.1 showing Period-wise Establishment of 
Floriculture Firms (As a Percentage of the Total Firms 
Surveyed). 
B Before 1990 
• 1990-1995 
D After 1995 
As per the survey data given in table-7.2, 15.38 percent of the firms surveyed 
were established before 1990, 53.85 percent of floriculture firms surveyed were 
established between 1990-1995, while 30.77 percent of the floriculture firms were 
established after 1995. Thus the figures clearly substantiate the fact that a lot of firms 
came up during the period 1990-95, when the Government announced incentives to 
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export oriented floriculture units, in the form of tax holidays, subsidies and other 
promotional works. 
(b) Locational Analysis 
Export oriented floriculture projects are mainly located around New Delhi in 
the North, around Pune in the West and Bangalore in the South. As per the survey 
data given in table-7.3, 30.77 percent of the firms under the research survey had 
projects located in the North Zone, 46.15 percent had projects in the South Zone, 
while 23.08 percent were located in the West Zone. As for West and South zones the 
questionnaire were sent through mail, the non-response rate might be high as 
compared to North Zone where the personal interviews were conducted by the 
researcher. 
Table 7.3 
Location-wise Establishment of Floriculture Firms 
S.No. 
1. 
2. 
3. 
Location of the Firms 
North zone 
South zone 
West zone 
Total 
No. of Firms under Survey 
4 
6 
3 
13 
Percentage 
30.77 
46.15 
23.08 
100.00 
Diagram 7.2 showing Location-wise Establishment of 
Fioricuiture Firms (As a Percentage of the Firms Surveyed) 
B North Zone 
• South Zone 
n West Zone 
(c) Size of the Project 
The size of a floriculture project plays an important role in the overall 
profitability and viability of floriculture units. The size should be such that facilities 
like greenhouses, packing and grading sheds, pre-cooling units, refi-igerated transport, 
cold stores etc., should be fiilly utilized which may ukimately lead to the cost 
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economies. Keeping this in mind the size of the floriculture projects were ascertained 
through the questionnaire for their economic viability. 
Table 7.4 
Area of Floriculture Farms 
S.No. 
1. 
2. 
3. 
4. 
Area of Farms 
Less than 2 hectares 
2-5 hectares 
6-10 hectares 
More than 10 hectares 
Total 
No. of Firms under 
Survey 
3 
6 
3 
1 
13 
Percentage 
23.08 
46.15 
23.08 
7.69 
100.00 
Fig. 7.3 showing Area of Floriculture Farms, under Survey 
fS Less than 2 hectares 
• 2-5 hectares 
06-10 hectares 
OMorethanlO 
Percentage 
The actual size of the floriculture farms as given by the respondents is 
presented in table-7.4. As per the survey data, 23.08 percent of the floriculture 
projects under the survey had a farm area of less than 2 hectares. 46.15 percent of the 
projects had a farm area of 2-5 hectares, 23.08 percent of the firms had projects on an 
area of 6-10 hectares and 7.69 percent of the firms under the survey had far area of 
more than 10 hectares. 
The respondents were asked about the options relating to the minimum viable 
size of a floriculture project, in order to fiilly avail of the economies of scale. The 
options were; (a) less than 2 hectares, (b) 2-5 hectares, (c) 6-10 hectares and (d) more 
than 10 hectares. 7.69 percent of the respondents believe that the minimum viable 
size of a floriculture project is less than 2 hectares (Table 7.5). 61.54 percent of the 
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respondents believe that the minimum viable size of a floriculture project should be 
2-5 hectare, 30.77 percent of the firms opted for 6-10 hectares as the minimum viable 
size of a floriculture project, while no on opted for the last choice i.e. more than 10 
hectares. 
Table 7.5 
Minimum Viable Size of Floriculture Project 
S.No. 
1. 
2. 
3. 
4. 
Size of Farms 
Less than 2 hectares 
2-5 hectares 
6-10 hectares 
More than 10 hectares 
No. of Firms opting 
1 
8 
4 
0 
Percentage 
7.69 
61.54 
30.77 
0.00 
Fig. 7.4 showing Minimum Viable Size of a Floriculture Unit 
as opted by the Respondents 
S Less than 2 
hectares 
• 2-5 hectares 
D 6-10 hectares 
Percentage 
(d) Most Frequent Varieties Exported 
Perusing table-7.1, one can observe that 80 percent of the cut flowers 
exporting firms export Roses, while 20 percent of the cut flowers exporting firms 
export other flowers, particularly Anthuriums. Among foliage plants, Ficus 
constituted 66.67 percent of all the foliage plants exported by floriculture firms. As 
the export oriented floricuhure industry in India has started with Roses, the most 
frequent Rose varieties exported by the 8 Rose exporting firms under the survey, have 
been presented in table-7.6. 
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Table 7.6 
Most Frequent Rose Varieties Exported by 8 Rose Projects 
S.No. 
1. 
2. 
3. 
4. 
5. 
6. 
7. 
8. 
Name of the variety 
First Red 
Noblesse 
Ravel 
Skyline 
White Noblesse 
Dream 
Konfetti 
Toplesse 
No. of Rose Projects 
8 
5 
3 
3 
2 
2 
2 
2 
Percentage 
100.00 
62.50 
37.50 
37.50 
25.00 
25.00 
25.00 
25.00 
Fig. 7.5 showing most frequent Rose varieties 
exported by 8 Rose Projects under the survey 
Percentage 
B First Red 
• Noblesse 
D Ravel 
• Skyline 
• White Noblesse 
@ Dream 
• Konfetti 
M Toplesse 
The most frequent Rose variety exported by the Rose projects under survey is 
First Red, constituting 100 percent of the Rose projects growing and exporting the 
variety. Noblesse variety is exported by 62.50 percent of the Rose projects under 
survey. Ravel & Skyline are exported by 37.50 percent of the Rose projects under 
survey, while White Noblesse, Dream, Konfetti & Toplesse are exported by about 25 
percent of the Rose projects under survey. 
(e) Nature and Types of Collaborations 
As the floriculture industry in India is in an infant stage. Banks and Financial 
institutions funding floriculture projects, insisted that the firms should have 
collaborations with lead players in this industry i.e. The Netherlands, Israel or France. 
Three types of collaborations were made by most of the export oriented Indian 
floriculture firms, mainly with Dutch & Israeli companies. These collaborations were 
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Technical, Financial and Buy-back agreements. Technical collaboration related to 
technology transfer, erection of greenhouses, supply of plant material and refrigerated 
equipment and technical services of the consuhants / project managers. Financial 
collaboration related to equity participation in floriculture ventures, more particularly 
in production of flower seeds and plant material. Buy-back arrangement related to 
merely aiding the Indian partners in the selling of flowers in international auctions 
and acting only as agents. 
Table 7.7 
Nature & Types of Collaborations 
S.No. 
1. 
2. 
3. 
4. 
Collaborations 
Technical 
Financial 
Buy-back agreement 
No collaboration 
No. of Firms opting 
7 
2 
1 
3 
Percentage 
53.85 
15.38 
7.69 
23.08 
Fig. 7.6 showing Nature & Types of Collaborations for 
the Firms under Survey 
I Technical 
I Financial 
D Buy-back 
agreement 
Percentage 
As per the survey data given in table-7.7, 53.85 percent of the firms under the 
survey had Technical collaboration, 15.38 percent had Financial collaboration and 
7.69 percent of the firms under the survey had Buy-back agreement with their 
collaborators. 23.08 percent of the firms under survey had no collaboration. 
144 
(f) Types of Imports by Floriculture Firms 
Due to lack of supporting industries for the export oriented floriculture sector, 
Indian firms had to import planting material, greenhouse and other equipment 
including climate control equipment, irrigation systems, cooling units etc., and had to 
engage foreign personnel / consultants during the initial phase of production. 
Table 7.8 
Type of Imports by Indian Floriculture Firms 
S.No. 
1. 
2. 
3. 
4. 
Imports 
Planting Material 
Greenhouse 
Other equipment 
Technical Personnel & 
Consuhants 
No. of Firms opting 
8 
6 
3 
4 
Percentage 
61.54 
46.15 
23.08 
30.77 
Fig. 7.7 showing Type of Imports by Floriculture Firms 
under the Survey 
70i 
60 
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I Planting 
material 
I Greenhouse 
D Other 
equipment 
D Tech. 
Personnel & 
Consultants 
As per the survey data (table-7.8), 61.54 percent of the firms under the survey 
imported Planting material, 46.15 percent of the firms under the survey imported 
foreign made greenhouse structures, while 23.08 percent of the firms imported other 
equipment including climate control equipment, irrigation systems and cooling units. 
30.77 percent of the firms engaged foreign Technical Personnel or Consultants 
during the initial phase of their production. 
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(g) The Most Frequent Overseas Destinations for Indian Floriculture Products 
The next objectives were to find out the most fi-equent overseas destinations 
for Indian floricuhure products. As per the survey data (Table-7.9), 46.15 percent of 
the firms under survey were exporting to The Netherlands in addition to other nations. 
38.46 percent of the firms under survey were exporting to Japan, while 30.77 percent 
of the firms were exporting to UK and Australia. 23.08 percent of the firms under 
survey were exporting to Italy, United Arab Emirates & Germany. 
S.No. 
1. 
2. 
3. 
4. 
5. 
6. 
7. 
Table 7.9 
Most Frequent Destinations for Indian Floriculture Products 
Import Market 
The Netherlands 
Japan 
United Kingdom 
Australia 
Italy 
United Arab Emirates 
Germany 
No. of Firms 
opting 
6 
5 
4 
4 
3 
3 
3 
Percentage 
46.15 
38.46 
30.77 
30.77 
23.08 
23.08 
23.08 
Fig. 7.8 showing Most Frequent Destinations for 
Floriculture Firms under Survey 
BThe Netherlands 
• Japan 
DUK 
D Australia 
• Italy 
@UAE 
• Germany 
Percentage 
(h) Factors relating to Quality Production and Effective Export of Floriculture 
Products 
On the basis of the literature survey the researcher gathered the information 
that there are certain factors that play an important role in the quality production of 
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floriculture products and consequently they have high impact on the effectiveness of 
exports of these products. Therefore, these factors were identified and to find out 
what exporters of floriculture products perceive them, they had been asked to rate 
them on 5-point rating scale in terms of their importance. The resuhs of the rating are 
given intabie-7.10 
Table 7.10 
Factors relating to Quality Production and Effective Exports of Floriculture 
Products 
S.No. 
1. 
2. 
3. 
. 4. 
5. 
6. 
7. 
8. 
9. 
10. 
11. 
12. 
13. 
14. 
15. 
Factors 
Carefiil planning of projects 
Quality control measures 
Selection of plants / varieties 
Grading and conditioning 
Exploring new markets 
Need for organized domestic market 
Cooperatively export floriculture products 
Saving on production costs 
Effective packaging 
Update information on international requirements / 
regulations 
Cold chain linkage 
Adoption of new technologies 
Proximity to international airports 
Research & Development 
A diverse product-line 
Mean score 
(Max = 5) 
4.61 
4.61 
4.38 
4.30 
4.30 
4.23 
4.23 
4.00 
4.00 
3.69 
3.53 
3.38 
3.30 
3.23 
3.07 
Rank 
1 
1 
3 
4 
4 
6 
6 
8 
8 
10 
11 
12 
13 
14 
15 
Among the 15 factors identified by the researcher. Careful planning of 
Projects & Quality control measures ranked first on a 5-point scale, with regard to 
their importance, securing 4.61 points (as an average of the points given by the 
firms under the survey). Careful selection of plants / varieties secured the third rank 
with an average of 4.38 points, while Careful Grading and Conditioning and 
Exploring new markets ranked 4th with an average of 4.30 points. Need for an 
Organised Domestic Market and to Cooperatively export floriculture products ranked 
6* with 4.23 points, while Effective Packaging and Saving on Production costs 
ranked 8^ with 4.00 points. Update information on international requirements / 
regulations / trends ranked lo"' with 3.69 points, while Cold chain linkage ranked 11'^ 
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with an average of 3.53 points. Adoption of new Technologies ranked 12 '^' with 3.38 
points, while Proximity to international airports ranked 13* with an average of 3.30 
points. Research & Development ranked 14*^  with 3.23 points, while A diverse 
product-line ranked 15* on the 5-point scale with an average of 3.07 points. 
(i) Commitment of Top Management to Floriculture 
Floriculture is a full time activity requiring a high level of commitment on the 
part of entrepreneurs, even a small event of carelessness on the part of labour, during 
production and post-harvest handling, can have a disastrous effect on the quality of 
the highly perishable product. The level of commitment of the top management has 
been assessed by the frequency of their visit to the farms. Four frequencies have been 
identified i.e., upto 2 times a month, 3-5 times a month, 6-10 times a month and more 
than 10 times a month. 
Table 7.11 
Commitment of Top Management to Floriculture 
S.No. 
1. 
2. 
3. 
4. 
Visits to the Farm 
Upto 2 times a month 
3-5 times a month 
6-10 times a month 
More than 10 times a month 
No. of Respondents 
2 
2 
1 
8 
Percentage 
15.38 
15.38 
7.69 
61.54 
Fig. 7.9 showing Commitment of Top Management to 
Floriculture 
Percentage 
@ Upto 2 times 
a month 
• 3-5 times a 
month 
06-10 times a 
month 
a More than 10 
times a 
month 
As per the survey data (Table-7.11), 15.38 percent of the respondents visited 
their farms upto 2 times a month and an equal percentage (15.38%) visited their farms 
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3-5 times a month. 7.69 percent of the respondents visited their farms 6-10 times a 
month, while 61.54 percent of the respondents visited their farms more than 10 times 
a month. Overall, the respondents have shown a high level of commitment towards 
their projects. 
0) Cooperative Use of Cold-chain Facilities 
Cut flowers being one of the most highly perishable products, their shelf-life 
deteriorates by every passing hour. Air Cargo Space has to be booked well in 
advance, so that the storage period at the airports is minimized. Export oriented 
floriculture units in a particular region can cooperatively use cold-chain facilities like 
pre-cooling units, grading and packing halls, cold storage and refrigerated vans, in 
order to benefit from the economies of scale. These cold chain facilities constitute a 
major portion of the total project cost. 
As per the survey, 91.31 percent of the firms under the research survey, 
responded positively to the idea of cooperatively using cold chain facilities like 
Grading & Packing halls, Pre-cooling chambers. Refrigerated transport, Air Cargo 
space or any other cold chain facility. These cold chain facilities were rated on a 5-
point scale to determine their importance. 
Table 7.12 
Cooperative Use of Cold Chain Facilities 
S.No. 
1. 
2. 
3. 
4. 
5. 
Cold Chain Facilities 
Air cargo space 
Refrigerated vans 
Grading and packing halls 
Pre-cooling chambers 
Others: Cold storage at airport 
Mean score (Max = 5) 
4.38 
3.69 
3.00 
2.92 
0.76 
Rank 
1 
2 
3 
4 
5 
According to the survey data (Table-7.12), Air Cargo space ranked first in the 
order of importance of cooperatively using various cold chain facilities, with an 
average score of 4.38 points on a 5-point scale. Cooperative use of Refrigerated vans 
ranked second with 3.69 points and Grading & Packing halls ranked 4"* with 2.92 
points, while among the Other Cold Chain facilities, cold storage at airports ranked 
rth 5 with an average of 0,76 points on the 5-point scale. 
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Further it was asked whether any attempts had been made in cooperatively 
using above-mentioned cold-chain facilities. 53.85 percent of the firms under survey 
responded by saving that attempts had been made towards cooperatively using cold 
chain facilities. As per the survey data (Table-7.13), 53.85 percent of the firms under 
survey said that attempts had been made towards cooperatively using Air Cargo 
space. 30.77 percent of the firms said that attempts had been made to use 
Refrigerated vans on a cooperative basis, while 7.69 percent of the firms responded 
by saying that attempts had been made towards cooperatively using Grading & 
Packing halls and Pre-cooling chambers. 
Table 7.13 
Attempts to use Cold Chain Facilities on a Cooperative basis 
S.No. 
1. 
2. 
3. 
4. 
Cold Chain Facilities 
Grading and packing halls 
Pre-cooling chambers 
Refrigerated vans 
Air cargo space 
No. of Firms responding 
1 
1 
4 
7 
Percentage 
7.69 
7.69 
30.77 
53.85 
Fig. 7.10 showing Attempts by Floriculture Firms to 
Cooperatively use Cold-chain Facilities 
Percentage 
S Grading & 
Packing halls 
• Pre-cooiing 
chambers 
D Refrigerated 
vans 
D Air cargo 
space 
(k) Competitive Advantage 
It had been asked in the questionnaire whether India possessed any 
competitive advantage in floriculture, in order to compete globally. 84.62 percent of 
the firms under the survey responded by saying that India does have a competitive 
150 
advantage in the world floriculture market place. It was further asked whether India 
had the Natural advantage, cost advantage, Innovative advantage or any other 
advantage. 
Table 7.14 
Competitive Advantages for India in the World Floriculture Market-place 
S.No. 
1. 
2. 
3. 
4. 
Competitive Advantage 
Natural advantage 
Cost advantage (low cost 
labour) 
Innovative advantage 
Other advantages: 
a) Proximity to markets 
b) Attract foreign investment / 
collaboration 
No. of Firms responding 
10 
10 
— 
2 
1 
Percentage 
76.92 
76.92 
0.00 
15.38 
7.69 
Fig. 7.11 showing Competitive Advantages for Indian 
Floriculture Industry, as Perceived by the Responding Firms 
Percentage 
@ Natural advantage 
• Cost advantage 
D Proximity to markets 
D Attract foreign 
i n vestment/collaboration 
As per the survey data (Table-7.14), 76.92 percent of the firms under the 
survey responded by saying that India certainly has the natural advantage of growing 
a large number of plants in a variety of climatic and soil conditions. An equal 
percentage of respondents (76.92%) said that India does possess the Cost advantage^ 
particularly with regard to low cost labour. None of the firms said that India had any 
innovative advantage in floriculture, and this is very much true because export 
oriented hi-tech floriculture is still in an infant stage in India. Some R&D work is 
going on in various Agricuhural Universities / Institutes and research stations of 
ICAR & CSIR, but Indian scientists have not been able to bring out any special 
variety, which could take the world floriculture market by storm. Among the other 
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competitive advantages, 15.38 percent of the firms under the survey responded by 
saying that India does have a clear advantage with respect to proximity to the markets, 
while 7.69 percent of the respondents said that India has the advantage of attracting 
foreign investment / collaborations. 
(1) Disadvantages that Affect Export Oriented Indian Floriculture Industry 
Several disadvantages / shortcomings that affect the export oriented Indian 
floriculture industry had been identified by the researcher. However, space was 
provided in the questionnaire for the respondents to write down other problems / 
shortcomings that affect the Indian floriculture industry and give ratings on a 5-point 
scale. 15 disadvantages had been identified by the researcher, however, individual 
respondents added a few more to the list and gave points in order of the importance of 
these problems. Some of the problems that had been added to the list were common 
problems cited by 2 or 3 respondents. Thus 10 more problems were added to the list 
and their rankings helped the researcher in ascertaining the real magnitude of the 
problems / shortcomings. 
According to the survey data (Table-7.15), the disadvantages were ranked in 
order of their importance on a 5-point scale. Costly airfreight ranked first with an 
average of 4.46 points, followed by Non-availability of air-cargo space during peak 
seasons with 4.23 points, and High cost of capital and High cost of technology 
securing 4.07 points each and ranked third in order of their importance. Weak 
domestic market ranked 5* with 3.92 points, followed by Bad domestic roads which 
ranked 6* with 3.84 points and Non-availability of good quality planting material in 
India which ranked 7*'' with 3.76 points. The problem of High royalty on planting 
material ranked 8*'' with 3.61 points, followed by High rate of EU duty on Indian 
floriculture products and Non-availability of selected plant protection chemicals in 
India, both of which ranked 9* with 3.53 points each. 
The problem of Insufficient cold room space at major airports ranked 11"^ '^  
with 3.46 points followed by Interrupted Power supply (3.38 points) Lack of 
fiimigation facility at major airports (3.23 points^, Tediousphytosanitary certification 
(3.07 points) and Lack of Technical Personnel, which ranked 15* in order of its 
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Table 7.15 
Disadvantages that Aflfect the Export Oriented Indian Floriculture Industry 
S.No. 
1. 
2. 
3. 
4. 
5. 
6. 
7. 
8. 
9. 
10. 
11. 
12. 
13. 
14. 
15. 
16. 
17. 
18. 
19. 
20. 
21. 
22. 
23. 
24. 
25. 
Disadvantages 
Costly air freight 
Non-availability of air-cargo space. 
High cost of capital 
High cost of technology 
Weak domestic market 
Bad domestic roads 
Non-availability of quality-planting material 
High royalty on planting material 
High EU duty on Indian floriculture products 
Non-availability of selected chemicals in India 
Insufficient cold room space at major airports 
Interrupted power supply 
Lack of fumigation facility at major airports 
Tedious phytosanitary certification 
Lack of technical personnel 
Red-Tapism in Govt, offices 
Poor market information 
High electric tariff 
Lack of bank finance 
Discrimination of Indian flowers 
Lack of Insurance schemes (shipping credit) 
High cost of chemicals 
Lack of quality consciousness among growers 
Lack of promotion by the Government. 
Lack of market support 
Mean score 
4.46 
4.23 
4.07 
4.07 
3.92 
3.84 
3.76 
3.61 
3.53 
3.53 
3.46 
3.38 
3.23 
3.07 
3.00 
1.07 
0.76 
0.69 
0.61 
0.38 
0.38 
0.38 
0.38 
0.30 
0.30 
Rank 
1 
2 
3 
3 
5 
6 
7 
8 
9 
9 
11 
12 
13 
14 
15 
16 
17 
18 
19 
20 
20 
20 
20 
24 
24 
importance with 3.00 points on the 5-point scale. Several other problems / 
disadvantages that affect the Indian floriculture industry, had been cited by the 
respondents. These mcludQd Red-Tapfsm in Government Offices, which ranked 16^ '' 
with 1.07 points, followed by Poor market information, which ranked 17*^ with 0.76 
points and High Electric Tariff, which ranked 18* with 0.69 points. Lack of Bank 
Finance ranked 19 with 0.61 points, followed hy Discrimination of Indian flowers at 
international auctions, Lack of Insurance Schemes (Shipping credit), High cost of 
chemicals and Lack of Quality consciousness among Indian growers, which ranked 
20 with 0.38 points each. Lack of promotion hy the Government and Lack of Market 
Support ranked last with 0.30 points each. 
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(m) Level of Satisfaction on Promotional Schemes by the Government 
The schemes introduced by the Government of India to boost the production 
and export of floriculture products, were rated on a 5-point scale, to judge the 
satisfaction level. As per the survey data given in table-7.16, the Promotional Work of 
the Government by organizing trade fairs / buyer-seller meets, was ranked first by the 
respondents with regard to satisfaction at an average of 3.46 points on the 5-point 
scale. The scheme to provide Subsidies to exporters for the purchase of refrigerated 
vans and other cold chain infrastructure, was ranked second on the satisfaction level, 
at an average of 3.38 points. The work relating to the establishment /enhancement of 
cold store space at major airports, was ranked third at 3.30 points, while airfreight 
subsidy was ranked 4* with an average of 3.15 points. 
Table 7.16 
Satisfaction Level of Works Done / Schemes of the Govt, to Boost Floriculture 
Production and Exports 
S.No. 
1. 
2. 
3. 
4. 
5. 
6. 
7. 
8. 
9. 
Works Done / Schemes by the Government 
of India 
Promotional work through trade fairs / buyer 
seller meets. 
Subsidies to exporters for purchase of 
refrigerated vans and other cold chain 
infrastructure 
Establishment / enhancement of cold store 
space at major airports 
Air freight subsidy 
Overall role of the Government in promoting 
floriculture exports 
Abolition / reduction of import duty on 
planting material 
Subsidies for estabHshment of greenhouses 
Work relating to establishment of flower 
auction centers 
Work relating to establishment of floriculture 
infrastructure parks 
Mean score 
(Max = 5) 
3.46 
3.38 
3.30 
3.15 
3.07 
2.84 
2.76 
2.61 
2.46 
Rank 
1 
^ 2 
3 
4 
5 
6 
7 
8 
9 
The overall role of the Government in promoting floriculture exports was 
ranked 5 with 3.07 points and the abolition /reduction of import duty on planting 
material was ranked 6*'' at 2.84 points. Scheme relating to subsidies for establishment 
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of greenhouses was ranked 7* with an average of 2.76 points, while the work relating 
to the establishment of Flower Auction Centres, was ranked 8* with 2.61 points. The 
work relating to the establishment of Floriculture Infrastructure Parks was ranked 
last with an average of 2.46 points on the 5-point satisfaction level. 
(n) Cooperative Marketing of Floriculture Products under a Common Brand Name 
A question was asked in the questionnaire, with regard to the cooperative 
marketing of floriculture products, under strict quality control and through a common 
brand, in order to build long-term brand image & loyalty in the international markets. 
As per the survey data (Table-7.17), 76.92 percent of the firms responded positively 
with a Yes, 15.38 percent said that it was not possible, while 7.69 percent said that 
perhaps it may help 
Table 7.17 
Possibility of Cooperative Marketing of Floriculture Products through 
a Common Brand 
S.No. 
1. 
2. 
3. 
Options by Respondents 
Yes, it may help 
Not possible 
Perhaps, it may help 
No. of Firms opting 
10 
2 
1 
Percentage 
76.92 
15.38 
7.69 
To the above question it was further asked whether any attempt had been 
made in this direction. As per the survey data (Table-7.18), 53.85 percent of the firms 
said that no such attempt had been made, 38.46 percent of the firms said that they 
were not aware of any such attempt, however 7.69 percent of the respondents said 
that such an attempt had been made, but growers prefer to market their produce 
separately, without looking the benefits of common brand / collective marketing. 
Table 7.18 
Attempts made in the direction of Cooperative Marketing of 
Floriculture Products 
S.No. 
1. 
2. 
3. 
Options by Respondents 
Yes, attempts has been made 
No such attempt has been made 
Not aware of any such attempt 
No. of Firms opting 
1 
7 
5 
Percentage 
7.69 
53.85 
38.46 
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(o) Need for a Strong Domestic Market 
In India the domestic floriculture market is very large but is still unorganized, 
particularly at the retail level. The florists play an important role in promoting the use 
of flowers and creating awareness towards their better display. However, majority of 
the florists in India are unprofessional. A strong, well-organized domestic market is 
also necessary to absorb the non-exportable stuff. 
To the questions whether a strong domestic market is necessary for quality 
production and viability of floriculture units, all the units under survey responded by 
sample Yes. 
The next question was, whether inter-firm rivalry in the domestic market 
serves as a bench-mark for quality production and to effectively gear up firms to 
compete in the global market area. As per the survey data (Table-7.19), 38.46 percent 
of the respondents said Yes, 7.69 percent said perhaps it may help, 23.08 percent said 
No, while 30.77 percent of the firms gave no comments. 
Table 7.19 
Inter-firm Rivalry as a Bench-mark for Quality Production in order to 
face Global Competition 
S.No. 
1. 
2. 
3. 
4. 
Options by the Respondents 
Yes, it may help 
Perhaps, it may help 
No, it may not help 
No comments 
No. of Firms opting 
5 
1 
3 
4 
Percentage 
38.46 
7.69 
23.08 
30.77 
(p) Major Competitors for India in the Global Floriculture Market-place 
In order to have successful marketing of any product the knowledge of 
competition is vital. A company has to understand its major competitors. In the 
context of exports the major competing nations have to be identified for the purpose 
of developing effective marketing strategies. Therefore, a question was asked as to 
which of the nations do the respondents think are the major competitors for India in 
the global market place. 
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S.No. 
1. 
2. 
3. 
4. 
5. 
6. 
7. 
Major Competitors 
Country 
The Netherlands 
Kenya 
South Korea 
Thailand 
Zimbabwe 
Malaysia 
South Africa 
Table 7.20 
for India in the Global Market-place 
No. of Firms opting 
7 
6 
4 
3 
3 
2 
2 
Percentage 
53.85 
46.15 
30.77 
23.08 
23.08 
15.38 
15.38 
Fig. 7.12 showing the Major Competitors as percieved 
by the responding Firms 
• The Netherlands 
• Kenya 
D South Korea 
D Thailand 
•Zimbabwe 
• Malaysia 
• South Korea 
Percentage 
As per the survey data (Table-7.20), 53.85 percent of the firms under the 
survey believe that The Netherlands is the major competitor for India in the global 
market-place. 46.15 percent firms believe that Kenya is the major competitor, 30.77 
percent firms think that Korea is also a major competitor. 23.08 percent of the firms 
believe that Thailand and Zimbabwe are also the main competitors for India, while 
15.38 percent of the firms see Malaysia and South Africa among the major 
competitors for India in the global market place. 
(q) Potential Competitors for India in Floriculture in the Coming Decade 
A question was put to the respondents as to which of the nations do they 
foresee as potential competitors for India in floriculture, within the next decade. As 
per the survey data (Table-7.2I), 30.77 percent of the firms under survey foresee 
157 
Zimbabwe as India's potential competitor, 23.08 percent of the firms foresee Kenya, 
South Korea and China as India's potential competitors, while 15.38 percent of the 
firms believe that Taiwan, Thailand, South Africa & The Netherlands are the 
potential competitors for India in the coming decade. 
S.No. 
1. 
2. 
3. 
4. 
5. 
6. 
7. 
8. 
Table 7.21 
Potential Competitors for India in the Coming Decade 
Country 
Zimbabwe 
Kenya 
South Korea 
China 
Taiwan 
Thailand 
South Africa 
The Netherlands 
No. of Firms opting 
4 
3 
3 
3 
2 
2 
2 
2 
Percentage 
30.77 
23.08 
23.08 
23.08 
15.38 
15.38 
15.38 
15.38 
Fig 7.13 showing Potential Con^petitors as percieved by the 
Responding Firms 
35i 
30-
25-
20-
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Percentage 
@ Zimbabwe 
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D South Korea 
O China 
^ ^ ^ ^ ^ ^ ^ ^ ^ f f l • Taiwan 
^ ^ H M @ Thailand 
I^^H 9 • South Africa 
^ ^ H ^^^>^ EThe Netherlands 
An interesting pattern has emerged as none of the respondents have named the 
Latin American nations as their present or potential competitors, as the floriculture 
majors, Colombia & Ecuador mostly cater to the North American markets, besides 
some European markets. 
(r) Target Markets for Indian Floriculture Products 
A question was asked as to which of the nations should be the target markets 
for Indian floriculture products. As per the survey data (Table-7.22), 53.85 percent of 
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firms under the survey believe that the Middle East Nations should be the target 
market for Indian floriculture products. 38.46 percent of the firms believe that Japan 
should be the target market, 30.77 percent of the firms believe that the Russian 
Federation, Germany & USA should be the target markets for Indian floriculture 
products. 
S.No. 
1. 
2. 
3. 
4. 
5. 
6. 
Table 7.22 
Target Markets for Indian Floriculture Products 
Target Markets 
Middle East Nations 
Japan 
European Nations 
Russian Federation 
Germany 
USA 
No. of firms opting 
7 
5 
4 
2 
2 
2 
Percentage 
53.85 
38.46 
30.77 
15.38 
15.38 
15.38 
Fig. 7.14 showing Target Markets for Indian Floriculture 
Products as percieved by the Firms under Survey 
l i ^ s ^ ^ L 
m Middle East 
Nations 
• Japan 
D European Nations 
O Russian Federation 
• Germany 
Percentage 
(s) Possibility for the Indian Floriculture Industry to Stabilize its Foothold within 
the Next Five Years or so 
A question was put up as to whether the Indian floriculture industry would be 
able to stabilize its foothold within the ne?ct 5 years or so. 
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Table 7.23 
Possibility for Indian Floriculture Industry to Stabilize its Foot-hold within the 
Next Five Years 
S.No. 
1. 
2. 
3. 
Options 
Yes, the Indian floriculture 
industry will stabilize its 
foothold within the next 5 
years 
No, it will not be able to 
stabilize its foothold within 
the next 5 years 
Perhaps it may stabilize its 
foothold within the next 5 
years. 
No. of firms opting 
4 
4 
5 
Percentage 
30.77 
30.77 
38.46 
As per the survey data (Table-7.23), 30.77 percent of the respondents were 
optimistic and said Yes. 38.46 percent said, perhaps it may, while 30.77 percent of the 
respondents were very pessimistic regarding the current status of the Indian 
floriculture industry and said that the industry would Not be able to stabilize its foot-
hold, at least not within this next five years. 
7.4 Summary of Findings and Discussion 
As per the survey, majority of floriculture firms were established between 
1990-1995, when the Government announced incentives to export oriented 
floriculture units, in the form of tax hoHdays, subsidies and other promotional 
works. 
Majority of the respondents believe that the minimum viable size of a 
floriculture project should be 2-5 hectares. There is no specific standard 
relating to the size of a floriculture unit, however a reasonable size enables an 
exporter to make a consistent supply to the overseas markets. 
Overall, the respondents have shown a high level of commitment towards 
their projects. Export oriented floriculture production is a hi-tech activity 
which requires continuous monitoring during production as well as during 
post-harvest handling and transportation. 
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Rose is the most frequent cut flower exported by floriculture firms, while 
Ficus is the most frequently exported foliage plant. Roses account for about 
65 percent of the global trade in cut flowers, and about 95 percent of Indian 
cut-flower projects are growing Roses. Ficus is the most frequently traded 
foliage plant in the Dutch auctions. 
The most fi^equent rose variety exported by the rose projects under survey is 
First Red, followed by Noblesse, Ravel, Skyline, White Noblesse, Dream, 
Konfetti & Toplesse. 
More than 50 percent of the firms under the survey had Technical 
collaboration, while a few of the firms under the survey had Financial 
collaboration and Buy-back agreement with their collaborators. 
Majority of the firms under the survey imported Planting material, and 
greenhouse structures, while only a few of the firms imported other equipment 
including climate control equipment, irrigation systems and cooling units. 
Many firms engaged foreign Technical Personnel or Consultants during their 
initial phase of production. 
Among the 15 factors identified by the researcher. Careful planning of 
Projects & Quality control measures ranked first, with regard to their 
importance, followed by. Careful selection of plants / varieties, Careful 
Grading & Conditioning, Exploring new markets, Need for an Organised 
Domestic Market, Cooperatively export floriculture products, Effective 
Packaging and Saving on Production costs. 
Air Cargo space ranked first in the order of importance in cooperatively using 
various cold chain facilities, followed by Refrigerated vans. Grading & 
Packing halls and cold storage at airports. In order to benefit from the 
economies of scale, cooperative use of cold chain infrastructure facilities is 
necessary. 
Majority of the firms under survey said that attempts had been made towards 
cooperatively using Air Cargo space, while some of the firms pointed to the 
use of Refrigerated vans on cooperative basis. 
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• Majority of the firms under the survey responded by saying that India 
certainly has the natural advantage of growing a large number of plants in a 
variety of climatic and soil conditions, and India does possess the Cost 
advantage, particularly with regard to low cost labour. 
• Among the problems/ disadvantages for the Indian floriculture industry, 
Costly airfreight ranked first, followed by Non-availability of air-cargo space 
during peak seasons. High cost of capital, High cost of technology, Weak 
domestic market, Bad domestic roads. Non-availability of good quality 
planting material in India, High royalty on planting material, High rate ofEU 
duty on Indian floriculture products and Non-availability of selected plant 
protection chemicals in India. 
• Among the works done by the Government, organizing trade fairs / buyer-
seller meets, was ranked first by the respondents with regard to satisfaction, 
followed by scheme to provide Subsidies to exporters for the purchase of 
refrigerated vans and other cold chain infrastructure, establishment / 
enhancement of cold store space at major airports, and the scheme for air 
freight subsidy. 
• Majority of the firms responded positively to the concept of cooperative 
marketing of floriculture products, under strict quality control and through a 
common brand, in order to build long-term brand image & loyalty in the 
international markets. The exporters can cooperatively promote their products 
at the major floriculture trade fairs and exhibitions, which are organized 
globally and can continuously search for new products. Cooperatively they 
can make a consistent supply of high quality products and aim at the premium 
market. 
• To the concept, whether a strong domestic market is necessary for quality 
production and viability of floriculture units, all the units under survey 
responded positively. To the concept, whether inter-firm rivalry in the 
domestic market serves as a bench-mark for quality production and to 
effectively gear up firms to compete in the global market arena, about 40 
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percent responded positively while nearly 30 percent had negative views. An 
infant export oriented floriculture industry, like the one in India needs a 
strong, well organized domestic market to absorb its non-exportable stuff. 
Majority of the firms under the survey believe that The Netherlands is the 
major competitor for India in the global market-place, followed by Kenya, 
South Korea, Thailand, Zimbabwe, Malaysia and South Africa. 
Majority of the firms under survey foresee Zimbabwe as India's potential 
competitor, followed by Kenya, South Korea, China, Taiwan, Thailand, South 
Afi-ica & The Netherlands. 
Majority of firms under the survey believe that the Middle East Nations 
should be the target market for Indian floriculture products, followed by 
Japan, Russian Federation, Germany & USA 
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STRATEGIES FOR EXPORT ORIENTED FLORICULTURE 
FIRIVIS 
Being highly perishable in nature, most of the floriculture products, 
particularly cut flowers, need to be handled very carefully during the post-harvest and 
transport phase. However, the concern for quality begins right at the planning and 
production stage. As majority of floriculture exporters are producers / growers, 
strategic planning and management of floriculture projects is essential. Labour 
productivity and total commitment on the part of management, is essential to get the 
best results, as floriculture is a full-time activity that needs continuous monitoring 
throughout the production and marketing processes. Being one of the highly 
perishable products, a small event of carelessness can have disastrous effect on the 
quality. 
In the present chapter a SWOT analysis for the Indian floriculture industry has 
been done in the first part. The second part deals with the project related strategies for 
export oriented floriculture firms. In the third part, the infrastructure related strategies 
have been given. The fourth part relates to transportation related strategies, while in 
the fifth part, export related strategies have been formulated. The sixth part relates to 
other strategies recommended for the export oriented Indian floriculture industry. 
8.1 SWOT Analysis For Indian Floriculture Industry 
India's share in the world floriculture trade is negligible inspite of its inherent 
advantages, such as suitable climate, abundance of good quality soil, low labour cost, 
government support and proximity to markets in Japan, Russia, South East Asia and 
Middle East countries, which have a large growing demand. Though Indian 
floriculture industry is growing at a fair pace, still it has to match its efforts with the 
capabilities it possesses and the opportunities that exist in the international 
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floriculture market arena, and overriding the bottlenecks that the industry faces. The 
fact cannot be neglected that other developing nations in Asia, Latin America and 
Africa, possessing similar advantages related to climate, soil, labour and 
infrastructural facilities and resources, are doing extremely well and competing to get 
a bigger bite of the world market share. It is thus necessary to analyse the corporate 
strengths, weaknesses, opportunities and threats that the Indian floriculture industry 
faces vis-a-vis other competing nations in world floriculture trade. Keeping this in 
mind a SWOT analysis of India floriculture industry has been performed and its 
details are given as follows: 
(a) India's Corporate Strengths 
The Indian floriculture industry's competitive advantages and other distinct 
competencies that can have a positive impact for the industry in the global market 
place are given as under: 
(i) Climatic Conditions: India has diverse climatic regions, suited for growing a 
variety of flowering and foliage plants. Sunlight is available throughout the 
year in most of the places, resulting in lower energy costs while maintaining 
appropriate temperature for plant growth and flowering. According to a study 
by MVIRDC, World Trade Centre, Mumbai, the mild winters from November 
to February ensure that flower production peaks at the right time when there is 
a shortage of flowers in the global market, due to harsh weather conditions of 
European nations - the main import markets for floriculture products. While 
The Netherlands uses 50 tonnes of diesel per year and Israel uses 2 tonnes to 
warm their greenhouses. India needs no/negligible fuel to warm the 
greenhouses (MVIRDC, World Trade Centre, June 1995). In relation to 
European nations, India certainly has a clear advantage when it comes to 
growing flowers, particularly Roses during winters in the North and 
throughout the year in and around Bangalore and other areas of the South, 
which have a mild climate throughout the year. 
APEDA has identified areas located close to major air points, for 
production of various floriculture products (Table 8.1). India has clear 
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advantage in growing Roses in areas around Bangalore and Pune / Nasik 
region, while Anthurium and Orchids can best be grown around 
Thiruvananthapuram, Coimbatore and the North East region. Bulbous plants 
can be comfortably grown in the foothills of Himachal Pradesh, while a host 
of various types of flowering and foliage plants can be easily cultivated in 
various regions of the country. However, India faces competition from certain 
South American, African and Asian nations possessing similar climatic 
conditions e.g., Malaysia, Thailand, Singapore, Indonesia and Sri Lanka in 
Asia; Kenya, South Africa, Zimbabwe and Uganda in Africa and Colombia, 
Ecuador and Costa Rica in South America. 
Table-8.1 
Areas identified for setting up of Floriculture Projects in India 
S.No 
1. 
2. 
3. 
4. 
5. 
6. 
7. 
8. 
9. 
Areas for production 
Area around Delhi, UP and 
Punjab 
Area around Bangalore 
Area around 
Thiruvananthapuram. 
Area around Pune / Nasik. 
North East region including 
Sikkim. 
Area around Calcutta. 
Area around Srinagar. 
Area around Solan 
(Himachal Pradesh). 
Area around Coimbatore 
including Willgiri 
Crops proposed 
Rose, Carnation, Chrysanthemums and Gladiolus. 
Rose, Carnation, Chrysanthemums, Gladiolus, ornamental 
foliage plants and seeds. 
Orchids, Anthurium & foliage plants. 
Rose, Aster, Dahlia, Carnation, Chrysanthemums, Gladiolus, 
and Tuberose. 
Orchids, Gladiolus, Lillium, Gerbera, Salvia, Anthurium, 
cacti and foliage plants. 
Lotus, Tuberose, Jasmine, Chrysanthemums and Dahlia. 
Gladiolus Lillium, Carnation and Rose. 
Galdiolus and other bulbous plants and seeds. 
Jasmine, Tuberose, Chrysanthemums, Rose, Carnation and 
Orchids. 
Source : APEDA, published in Floriculture Today. New Delhi, Jujie 1997, fl, ^ §. 
(ii) Labour Cost: India possesses a vast resource of cheap labour, thus increasing 
the cost effectiveness of Indian companies in the international market. The per 
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day wage of an Indian labourer is as low as Rs. 80, as against a high of Rs. 
3200 per day in some other countries. (Shukla, 1996). This advantage of low 
labour costs must be exploited fully. India can use this low cost advantage for 
generating cash flows to pay for know-how transformation and consultancy 
for floriculture projects (Reddy, 1996). 
(Hi) Soil and Water Resources: India is blessed with a vast area of fertile 
cultivated soil and availability of good quality water. Except for the Thar 
Desert, scores of perennial and seasonal rivers flow throughout the length and 
breadth of the country. These provide enough water for irrigation through 
channels and maintain underground water level, for pumping out water for 
human consumption and irrigation purposes. Commercial floriculture in India 
is now recognized as a lucrative business, as it has a higher potential per unit 
area than most of the field crops. Commercial floriculture in India has 
increased to around 60,000 hectares (Singh, 1999). However, area under 
export oriented hi-tech production is around 150 hectare (Laws, 1997). 
Ecuador's hi-tech floriculture is spread around 1,000 hectares with plans to 
increase to 10,000 hectares within the next few years {Floriculture Today, 
November 1997: 38). The area under greenhouse production in Colombia was 
at 4,200 hectares in 1995 and in Israel at 1,052 hectares {Indian Export 
Bidletin, April 1998). In Zimbabwe, floriculture production under greenhouse 
is undertaken in 245 hectares (Haines, 1996). In South Korea, the area under 
floriculture production was 5,342 hectare in 1996, of which 3,274 hectare is 
under greenhouse covers (Jeong, 1998). As compared to other developing 
nations, India's hi-tech floriculture is still in an infant stage and has a long 
way to go. 
(b) India's Corporate Weaknesses 
The weaknesses that inhibit India's floriculture industry in gaining a distinctive 
advantage in the international market place are given as under; 
(i) Transportation Bottlenecks: As floriculture products, particularly fresh cut 
flowers and cut-foliage are highly perishable in nature, the transit time fi-om 
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the farm to the ultimate consumer should be as short as possible. The price 
realization particularly in overseas auctions depends upon the quality of 
flowers as received at the port of destination, with consideration of larger size, 
undamaged buds and foliage, freshness and a longer shelf life. Indian 
exporters face problems like non-availability of cargo space in major 
international airlines during peak seasons, resulting in delayed dispatch of 
consignments to different destinations and thus losing credibility of Indian 
floriculture exports. Most airline operators prefer other heavy consignments in 
comparison to floriculture products, which are more voluminous. 
Also, if substantial quantities i.e. 500 kg or more of floriculture products 
are not available for overseas dispatch, the costs of transportation go up. Costs 
of transportation work out to approximately Rs. 2.50 per flower or Rs. 70 -
Rs. 80 per kg for consignments above 500 kgs. And Rs. 120 or 80 for 
consignments below 500 kgs (MVIRDC, World Trade Centre, June 1995). 
Further, India pays more air freight than other developing nations like for 
example, Kenya. Both India and Kenya require the same non-stop jet-air-time 
(about 9 hours) to reach Amsterdam. However, Kenya pays lower air freight 
than India. This has been possible due to combining of the flower air cargo at 
the Nairobi airport for the passenger airlines or by renting a charter flight. 
Spare cargo space in the passenger airline on route Mumbai to Amsterdam, is 
in greater demand than the cargo space on the route Nairobi to Amsterdam, 
thus Indian exporters pay more (Apte, 1998). 
(ii) Lack of Infrastructure Facilities. The Indian producers / exporters face 
problems related to infrastructure, the most common being lack of cargo 
handling space for perishables at the major airports. Sometimes the exporters 
have to keep their refiigerated vans operating for hours till the cargo 
authorities accept the consignment. Another problem related to infi-astructure 
is lack of proper maintenance of interior roads i.e. from the farms to the main 
high ways. Due to bad roads, floriculture products, particularly cut flowers get 
bruised on the way from the farm to the airport, thus resulting in poor price 
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realization and losing credibility in the eyes of the importers. The Government 
of India is doing much in this direction, by increasing cold room space at 
major airports, but much has to be done. 
(Hi) High EU - Duty on Indian Floriculture Exports: Indian floriculture 
products attract a high customs duty, when exported to European Union 
nations. A duty of 9.6 to 13,6 percent is levied in EU on Indian flowers, 
depending on the season {Profile on Floriculture, APED A). Thus, this 
selective imposition makes Indian products uncompetitive in relation to other 
developing and least developed nations. The 10 ACP (Afiican, Caribbean and 
Pacific) nations, the 10 Central and South American nations, the non-ACP 
least developed nations, European overseas nations and territories, Turkey and 
Malta pay no duties on flowers exported to the EU. There are also some 
nations like Israel, Cyprus, Jordan & Morocco, that enjoy full GSP benefits 
and pay no duty, but are subjected to quote restrictions on the basis of 
preferential bilateral arrangements with the EU {Indian Export Bulletin, 
March 1997), 
(iv) High Cost of Technology: Indian growers / exporters have to pay a high 
royalty on planting material (particulariy Roses) to the international plant 
breeders. The life period of most of the Rose plants which Indian companies 
import is 5 years and consumer preferences in the importing nations 
continuously undergo a change. Thus, Indian growers / exporters need to keep 
pace with the changing requirements and specifications of the import markets. 
The costs keep on increasing as the growers continuously have to invest in 
new varieties and pay royalty to international breeders. Indian growers have to 
import expensive chemicals for pest management and disease control, 
specialized equipment for greenhouses and consultancy, all these putting 
together increase the cost of production of Indian flowers. 
As the Banks and Financial institutions had little experience in fianding 
floriculture projects, to be on the safe side, they insisted that floriculture firms 
tied up in foreign collaborations. The foreign firms persuaded Indian partners 
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to source greenhouses, equipment and planting material through them, besides 
charging huge consultancy fees. Of late, there has been a debate over the issue 
of whether the Dutch technology really suited Indian conditions or the Israel 
technology, which is claimed to have more experience in Indian climatic 
conditions as it has a climate similar to India's. In India infrastructure and 
support industry is coming up as some small firms have started fabricating 
greenhouses to company specifications and suitably to Indian climatic 
conditions. However, much research has to be done in the area of developing 
planting material, so that India could produce exquisite flowers to suit 
consumer tastes and trends in the world market. 
(c) Global Opportunities for Indian Floriculture Industry 
The global opportunities collectively comprise of an attractive arena for an 
export-oriented industry, to enjoy competitive advantages. The Indian floriculture 
industry possessed with the following opportunities, can gear up to compete with 
the upcoming and existing players in the global arena: 
(i) Proximity to Overseas Markets: India has easy access to developed and 
upcoming markets for floriculture products, in the South East Asia, East 
Europe and the Middle East. Since the East European nations are undergoing 
economic changes, India can foresee the growth of a potential market in these 
nations, India has close proximity to South East Asian, Central Asian and Far 
East nations like Japan, Hong Kong, Malaysia, Singapore, Taiwan and China, 
These nations import a considerable amount of floriculture products from 
India. Other existing import markets for Indian floriculture products, which 
are geographically close to India include Russia, Middle East nations like 
UAE, Saudi Arabia, Yemen and Oman; southern hemisphere countries like 
Australia and New Zealand and the SAARC nations like Sri Lanka, Maldives, 
Pakistan & Nepal. 
(ii) Support from the Government: After liberalization, the Government of India 
identified floriculture as a sunrise industry and accorded it 100% export 
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oriented status. The Government of India has taken several steps to boost the 
export of floriculture products, these include; 
• Provision of soft loans for setting up grading / processing centers, 
auction platforms, quality testing equipment etc. 
• Providing financial assistance to exporters / growers / cooperative 
societies for development of infrastructural facilities, such as purchase 
of refrigerated vans, establishment of greenhouses / pre-cooling units / 
cold storage facilities. The Government of India is working with the 
industry for development of a cold chain to ensure the delivery of 
products in perfect condition, at their destinations. 
• Granting financial assistance for improved packaging and 
strengthening of quality control. 
• Arranging promotional campaign, such as buyer-seller meets and 
participation in important international fairs, flower shows and 
exhibitions. 
• The plants, fruits and seeds (Regulation of Import into India) order, 
1989 known as the New Seed Policy has already made it feasible to 
import planting material of international varieties and standards 
(Floriculture Today, May 1997). 
• APEDA - a Government body responsible for export promotion and 
development of floriculture and floriculture products, is implementing 
a project for enhancing production and export of floriculture products, 
with the assistance of UNDP (Export-Import Times, November 1996). 
• APEDA grants Air Freight subsidy for export of fi-esh floriculture 
products at the rate of 25 percent of the lATA freight rate for 
perishables or Rs. 10 per kg for export to Europe, USA, Canada and 
South Africa or Rs. 6 per kg for export to West Asia and South East 
Asia (Ram, 1998). 
• Setting up of integrated cargo handling and cold storage facilities at 
various international airports. Recently the new terminals for 
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agricultural produce have come up in Bangalore and Delhi. The new 
terminal has added on about 100 MT of cold room space from past 
level of 20 MT space for all perishables (Singh, 1999). 
(Hi) Demand and Supply Gap: According to a study done by VEK Consultancy 
Group of The Netherlands, the annual world consumption of cut-flowers is at 
US $ 25 billion and ornamental plants at US $ 15 billion. International 
competition is stiff, and the industry is growing at 10-15 percent. But, current 
production facilities have failed to meet demand (Shukla, 1996). During 
winters, Europe has little production and that too under glasshouse with 
artificial heating arrangements, resulting in large energy costs. During winter 
months, European nations are almost wholly dependent on flowers from South 
Asia, Africa and South America. Moreover, the demand for floriculture 
products has been increasing steadily throughout the world. The Flower 
Council of Holland has made a study of 23 key flower-consuming nations. As 
per the projections, the flower and plant consumption will increase 14 percent 
by the year 2000, from US $ 36 million in 1995 to US $ 42 million in 2000 
{Flora CulUire International, February 1997). Though the global floriculture 
industry is growing at a faster pace, still scope exists to bridge the demand and 
supply gap. 
(iv)Corporate Entry of Big Houses: Corporate houses in India have understood 
the commercial benefits of entering this industry and have adopted the hi-tech 
cultivation of ornamental plants and flowers inside modem greenhouses. The 
major business houses that have entered this sector include the Tatas, Essar, 
B.K. Birla, KPG & EID Parrys. The entry of corporate houses signals a drive 
towards professionalism and availability of finance. 
(d) Environmental Threats 
The challenges posed on the Indian floriculture industry by unfavourable trends 
and developments in the environment, can lead to erosion of corporate position in 
the international market. The following threats have been identified: 
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(i) Increasing Competition from Developing and Least Developed Nations: Due 
to problems of increased cost of production, faced by the developed nations, 
new production centers have emerged in Asia, Africa and South America. 
These are Kenya, Zimbabwe, South Africa, Uganda, Zambia & Morocco in 
Africa; Colombia, Ecuador, Peru & Costa Rica in South America, and Israel, 
Thailand, Singapore, Malaysia, South Korea, Taiwan, Philippines and Sri 
Lanka, besides India in Asia. India has to face stiff competition with these and 
other developing and least developed nations like Jordan, Cyprus, Turkey, 
Malta, etc., which get special EU treatment in the form of quotas and 
exemption in duties on their products. 
(ii) Natural Calamities and Disasters: Floriculture projects in India can be 
affected by natural calamities like Dust storms in North Indian plains, 
cyclonic storms in the coastal plains and extra cold and foggy conditions in 
North India, during the winter season. Seasonal rains during winter months 
increase the risk of disease attack on flowering plants. 
After a thorough analysis of the Strengths and Weaknesses of the Indian 
floriculture industry, keeping in view the Opportunities and Threats that lay for the 
industry, the following strategies have been formulated: 
8.2 Project related Strategies 
(a) Careful Planning of Floriculture Projects 
For an export-oriented project, quality standards are one of the most important 
factors for success in international markets. The project set-up should be such that 
all the risks associated with quality production are minimized to the lowest extent 
possible, even if one has to invest a little more towards management of quality 
standards. In floriculture projects, a variation in investment in the project set-up 
has very little influence on the internal rate of return. Because, it is the production 
costs, post-harvest handling costs, transportation costs and overseas marketing 
and handling costs, that are the factors, which determine the viability of export-
oriented units. 
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It is most important for entrepreneurs in floriculture industry to first determine 
which plant species is best suited for a particular region, in order to avail the full 
advantage of natural climatic and soil conditions. Next, w h^ile planning to locate 
the unit, it is important to consider whether the particular location has easy 
connectivity to international airport; the existence of infrastructural facilities like 
good roads, which connect the farms to the main highways; fair availability of 
power supply, and support from the State Government towards creation of 
infrastructural facilities like Floriculture Infrastructure Parks and Flower Auction 
Centers etc. 
(b) Economies of Scale 
The size of the farm plays a very important role in the profitability and 
viability of floriculture units. Infrastructure facilities like packing & grading halls, 
pre-cooling units, refrigerated vans and cold-store rooms constitute a major 
portion of the total project cost. An increase in the farm size can be done upto the 
level where the capacity of these facilities reaches the maximum utilization limit. 
Thus the efficiency of a floriculture farm goes up with its size. A reasonable size 
also enables an exporter to make a consistent supply to the overseas markets. 
In The Netherlands, many small floriculture units faced closure, as they could 
not keep pace with the new developments and environmental regulations, and 
were unable to make necessary investments. The present tendency in The 
Netherlands is to increase the size of the farms, either by taking over new farms or 
by expansion of the existing ones, as only the large farms with professional 
management are able to survive, in the long run. In Africa, Colombia and 
Ecuador, most of the farms are big and producing on a mass scale. These farms 
are owned by European or American companies, which are run by professional 
managers from Western Europe (Witmer, August 1997: 20). 
As per the questionnaire relating to this research study, the responses indicate 
that the minimum viable size of a floriculture unit should be 2-5 hectares. There is 
no specific standard relating to the size of a floriculture unit. The existing export 
oriented units are unable to take out any budgets to support marketing expenses, 
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wMle majority of units are under-utilising tlieir post-harvest handling, refrigerated 
transport and administrative infrastructure. According to Mrs. Nancy Laws (July 
1997: 4), an international Floriculture Marketing expert from USA, the minimum 
size of a floriculture unit that can justify marketing expenses is 20 hectares. Even 
through such a large area may not be affordable for one single project, however if 
floriculture projects come up in clusters, they can share common infrastructure 
facilities to minimize the production costs. 
(c) Selection of Suitable Plants / Varieties 
India has varied agro-climatic regions, from the extreme hot and dry like 
Rajasthan to the extreme cold like the foot-hills of the Himalayas. Each and every 
plant cannot thrive well in all the regions. In order to exploit the advantages of 
nature, only those plants / varieties should be grown, wliich are best suited to that 
particular region. This will save considerably on the production costs. Many 
floriculture units are clustered around New Delhi, for proximity to the 
international airport and mostly Roses are grown under greenhouse covers. The 
climate for Roses in and around Delhi, is not as suitable as that of Himachal 
Pradesh in the North and Pune / Nasik region in the West or Bangalore in the 
South. Wrong selection of plant species / varieties for projects which were 
primarily located just to have a close proximity to the international airport, and 
ignoring other important factors relating to floriculture production, has resulted in 
many firms becoming unviable and ultimately they |iave to be closed down, 
particularly in North India. The reason being that firpis were not able to match 
high costs with the meager profit or sometimes a loss from overseas realizations. 
It is time for Indian exporters to assess and realize which particular plant varieties 
they can competitively produce and how best they can take fiill advantage of the 
opportunities that exist for them. 
Most of the Indian firms engaged in export oriented floriculture production 
grow Roses under greenliouse covers. A few firms have taken up production of 
other high yielding crops like Gerbera, Orchids, Anthurium etc., under climate 
controlled greenliouse covers. The energy costs of operating climate control 
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equipment inside hi-tech greenhouses run into lakhs of rupees. In order to 
compensate for the costs, floriculture firms should also undertake open field 
cultivation of improved varieties of those crops that grow naturally in that 
particular region. Floriculture crops like Gladiolus, Chrysanthemum, Bird of 
Paradise, Solidago and many varieties of Summer flowers can be conveniently 
grown to perfection in open fields, in many parts of India. Indian growers should 
offer novel varieties to the international market, instead of supplying the common 
varieties, which had in the past been sold by the foreign collaborators to the 
inexperienced Indian entrepreneurs. Indian exporters should continuously monitor 
the trend in international auctions and the R&D activities going around the world. 
Indian exporters can cooperatively source the latest varietal collections of planting 
material and always try to aim at the premium market. 
(d) Commitment towards Productivity 
Export oriented floriculture production is a hi-tech activity, under climate 
controlled greenhouses, that requires a high level of commitment on the part of 
labour.as well as the top managers / entrepreneurs. Floriculture activity requires 
continuous monitoring during production as well as during post-harvest handling 
and transportation. This is because floriculture products, particulariy cut flowers 
are highly perishable in nature and are easily affected by any variations in 
temperature, water availability, humidity, attack of pests and diseases, and suffer 
from bruising due to improper handling during grading & packing, and during 
transportation. 
In floriculture, there is no room for postponement of work. If a work is 
delayed by a day, it means a disaster tomorrow i.e., if a pest is detected in the 
evening, one cannot wait till morning to carry out plant protection measures. Thus 
important tasks like spraying, pruning, harvesting and packing, cannot be 
postponed even by one hour. For a successful floriculture venture, it is important 
that the labour should be committed to their tasks and the managers should 
closely monitor the quality standards during various operations. It is very 
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important that managers should be well versed with all the operations in 
floriculture, and able to lead the team effectively and boost its morale. 
In The Netherlands, success in floriculture has come because the owner along 
with the family, work daily on the farm and are the driving force in their company 
(Witmer, 1997). Mr. Alan Higginson (1999), a UNDP Consultant to the 
Government of India, under a scheme to promote floriculture, advises production 
managers to occasionally inspect the crops at night under torch-light. This is 
because a lot of pests, which go into hiding during day time, often come out in the 
open during night and can be easily detected and controlled in nights. 
(e) A Diverse Product-line 
India mainly exports Roses, even though other high value crops like Orchids, 
Carnations, Anthurium, Chrysanthemums etc., can successfully be grown under 
Indian climatic conditions. This is because Rose is the most traded flower in 
international markets and the Dutch, French & Israeli collaborators offered Rose 
projects and arranged Rose varieties from Breeders or their agents. Indian growers 
have to pay high royalty for the patented Rose varieties. Further, in the event of 
an over supply of Roses in the major markets, Indian exporters suffer due to the 
low price realizations. Thus, there is a need to diversify to other flowers, apart 
from Roses. Chrysanthemums, known as the holy flower in Japan is grown in 
some 5000 hectares, but still a large demand exists, as there is no out-door 
production in Japan, during the winter months (Witmer, 1997). This is the time 
when Chrysanthemum production is maximum in India. Japan is the largest 
importer of orchids, however, Indian floriculture industry is yet to tap this 
segment (Laws, 1997). Indian exporters should take on other high yielding crops 
apart fi'om Roses, like Orchids (particularly Cymbidium), Gerbera, Solidago and 
Chrysanthemums, for which the demand has been found to increase in the Dutch 
auctions over the past years. 
The coastal region of the Indian Peninsula has the natural advantage of 
growing Anthurium under natural / artificial shade. Firms should take up large-
scale cultivation of the improved varieties of these highly priced flowers. 
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Carnation, which is a one-year crop, holds a good potential, as it requires short-
term investment and commands a good price at international markets. Gerbera, 
Bird of Paradise and various cuhivars of Lilies can easily be grown in various 
parts of India. These flowers have a good demand in overseas markets. A number 
of so called Summer flowers can be easily grown from seeds in open fields, during 
the period September to May. Some of the promising Summer-flowers are 
Achillea, Trachelium, Gypsophila, Molucella, Carthamus, Limonium, Aster, 
Astilbe, Celosia, Eryngium, Hypericum and Solidago. In Europe, Summer flowers 
are used in bouquets, which normally comprise of 3 leading flowers (Rose, 
Chrysanthemums and Carnation), Alstroemeria, some 5-6 Summer flowers and a 
few cut-greens, as fillers (Witmer, 1997). India has good climatic conditions to 
grow a large number of foliage plants, which are in great demand in the European 
markets, particularly Ficus species, Dracaena, Aglaonema, Dieffenbachia, -
Philodendron, Agave, Kalanchoe etc. 
(f) Commitment towards Quality Management 
Price realization of floriculture products, particularly cut flowers depend 
largely on the quality of the produce, when it reaches the import market / auction 
center. Being a product of highly perishable nature and extremely sensitive to 
climatic variations, cut flowers are handled most carefully in a scientifically 
determined manner, after they are harvested. The quality of flowers at the time of 
harvest is maintained as such throughout the post-harvest handling operations 
such as conditioning, grading, labeling, packing, storage, pre-cooling and 
throughout the transportation phase. Carelessness on the part of a few, during 
these operations, downgrade the flowers from grade "A" to grade "B", and the 
whole consignment suffers by as much as 30% price drop (Laws, 1997). The 
common problem associated with inefficient handling during the post-harvest and 
transportation processes are, bruising of flowers / buds, damage to foliage, 
geotropic bending of flowers, deposits of plant protection chemicals on the foHage 
and de-hydration of flowers and foUage. 
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In Kenya, 90 percent of the Roses exported to European markets are quality-
wise perfect. They grow Roses in open fields, but still command a better quality 
image than Indian Roses (Mirakhur, 1998). According to Mr. James Reece, 
Manager, Imports, Flora International Company Ltd., Japan, Indian exporters 
need to be more honest when it comes to quality. During his visit to India, 
alongwith a Japanese delegation in 1997, Mr. Reece cautioned Indian exporters 
not to mix quality flowers with substandard ones, as any single bad flower may 
lead to down grading the whole lot, as the buyer remains no more sure of what is 
inside. He specifically pointed out that some companies do not grade strictly as 
per stem length and keep a margin of 5 cm, which is not acceptable to Japanese 
markets {Floriculture Today, July 1997). If Indian exporters have to sustain their 
business in the overseas markets, they must ensure that every possible caution has 
been taken by them in maintaining quality standards, and they send only the best 
flowers abroad. Indian exporters should keep it in mind that they have to cater to 
the premium market only, and then work hard towards achieving their goals. 
(g) Cost Saving Efforts 
According to a study by NABARD, covering 16 rose units, seven of which 
had established greenhouses with indigenous technology, while the remaining had 
collaboration with Dutch & Israeli firms for erection of greenhouses. The analysis 
of the updated costs (1996-97 prices), revealed that the project cost per hectare 
was Rs. 209 lakhs for units with indigenous greenhouse and Rs. 325 lakhs for 
units with imported greenhouses. No decisively superior advantages were 
observed in units with imported greenhouses, either in terms of greenhouse 
environment or with regard to productivity {Floriculture Today, January 1999). 
The NABARD report fiarther added that the project cost also rose due to 
locational differences. In comparison to Bangalore / Pune, which needs simpler 
greenhouse structures, the units located at Haryana / Punjab required 40 percent 
more costs due to additional cooling & heating equipment. The plant material cost 
per hectare varies within a range of Rs. 43 lakhs to Rs. 60 lakhs. The cost of plant 
material and the greenhouse construction are the two major components. 
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accounting for about 60-70 percent of the total project cost {Floriculture Today, 
April 1999). 
Cut flowers can be grown from the foot-hills of the Himalayas to the hot 
region like Rajasthan, however it is the input costs that make all the difference. 
Floriculture entrepreneurs must realize that low input costs are the key to the 
viability of export oriented floriculture units. Therefore, it is advisable to select 
ideal climatic regions like Pune, Bangalore, Hyderabad and a part of Southern and 
Western Maharashtra, which do not require additional greenhouse accessories. 
Growers in a particular region can cooperatively avail of infrastructure facilities 
like pre-cooling chambers, refrigerated transport and air-cargo space, in order to 
save on the operational costs. In response to the questionnaire relating to this 
research study, Mr. Ali Mohamed, Vice Chairman & Managing Director of 
Bangalore based Goodwill Technologies Ltd., feels that the Bank interest rates 
should be brought to the international level, so as to make the industry 
economically viable. 
(h) Adoption of New Technologies 
Floriculture entrepreneurs, particularly those who aim for the overseas 
markets, should be innovative in adopting new technologies. They should have a 
long-term vision and should not go only for the immediate gains. The successful 
floriculture firms in The Netherlands are the ones who invest in new technologies, 
take risks of growing newly introduced varieties, have their own marketing 
arrangements, keep pace with technological developments and invest a 
considerable amount on research activities at their farms, in order to avail 
innovative advantages (Witmer, 1997). Thus, Indian firms should keep pace with 
technological developments that are taking place throughout the globe, in order to 
successflally compete and grow. Indian firms can cooperatively establish research 
and development centers and can take usefijl services of a vast resource of 
scientific experties available in India. These research centers should undertake 
need-based research work, particularly in the fields of production technology, 
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planting material, post-harvest handling of flowers, cold chain linkage and plant 
protection. 
(i) Careful Monitoring Post-harvest Handling 
Floriculture exporters should pay more attention to the proper training of post-
harvest handling and packing staff. Inefficient handling and improper packing 
results in bruising of flowers. Each of the processes during post-harvest handling 
should be carefully monitored, as one wrong step results in downgrading the 
whole consignment, at the importers end.-Proper conditioning helps the flowers 
remain turgid and increases the shelf life. Grading is the second most important 
step and should be strictly adhered to the international norms. The third most 
important handling operation is the proper packaging, which should follow 
packaging norms of individual markets. Packaging should be strong enough to 
withstand handling during transportation and should have labels with directions to 
keep it upright, as many flowers bend due to geotropism. It is necessary for 
exporters to make sure that the packaging complies with the waste management 
policies in the target markets. 
Mr. James Reece, Manager Imports, Flora International Co. Ltd., Japan, 
during his visit along with a Japanese delegation to New Delhi, complained that 
Indian growers even put smaller stemmed roses in high stem length bunch. On the 
other hand, he gave an example of Colombia, where an 80 cm stem rose normally 
has 83 cm, leaving 3 cm extra to be cut. Mr. Sugiyama, Director, Flora 
International Co. Ltd., Japan, asked Indian growers to form some sort of 
association and develop a grading system, which shall grade flowers as per 
international norms (Floriculture Today, July 1997). It is thus very important that 
any carelessness during grading should be strictly avoided and a better image of 
Indian flowers be built for a perspective period. 
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8.3 Infrastructure related Strategies 
(a) Infrastructure Development and Quality Standards by the Exporters 
Floriculture firms located in a particular region can cooperatively work 
towards establishment of infrastructure facilities, rather than blaming the 
Government of not doing anything to solve their problems. Growers should work 
together and try to find creative solutions to their problems. Some State 
Governments like Tamil Nadu, West Bengal and Kamataka are actively 
undertaking works relating to establishment of Floriculture Infrastructure Parks & 
Flower Auction Centres at some particular regions. But firms located in other 
regions and States should work closely to establish such facilities like common 
grading & packing halls, pre-cooling units, refrigerated transport and cold 
storages, so that there is full capacity utilization of these infrasructural facilities 
and the overhead and transport costs are minimized to the best possible extent. 
The growers in a particular. region can establish small cooperative centers / 
wholesale markets. In The Netherlands and Japan, a number of such cooperatives 
have developed into large auction centers. The auctions attract a large number of 
buyers, as they have a wide range of floriculture produce i.e., flowers, foliage, 
pot-plants etc. 
Quality is the keyword for competing in the global market. Indian floriculture 
firms need to follow a cooperative approach in maintaining quality standards at 
their farms and throughout the post-harvest and transport phase. Growers can 
form groups and organize monthly sessions in each other's farms and bring about 
new ideas towards Total Quality Management. They can learn from each other's 
experiences and jointly seek solutions to their problems. In response to the 
questionnaire relating to this research study, Mr. Ramesh Poojary of the Lonavala 
based Essar Agrotech Ltd., feels that Indian growers should cooperatively monitor 
quality and packaging standards, and export through the cooperative. In response 
to the questionnaire Mr. K.V.N. Murthy, President, Sri Vasavi Florex & 
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Industries Ltd., Bangalore, suggests that every grower and exporter of flowers 
must improve the quality and adhere to international quality standards. He calls 
upon growers and exporters to follow APED A's slogan, Improve Quality - Boost 
Exports. 
(b) Formation of Committee for Project Implementation & Maintaining Quality 
Standards by the Government 
The potential of floriculture in India has been examined by several 
committees, starting with a committee under the chairmanship of P.P. Trivedi in 
1988, constituted by the Ministry of Agriculture, Govt, of India (Kumar, 1999). 
But floriculture firms are not very much satisfied with the results and the manner 
in which projects are being implemented and promotional activities are being 
undertaken. The dissatisfaction is particularly with regard to infi-astructure, R&D, 
availability of inputs and subsidies. 
It is thus proposed that a committee under the Ministry of Commerce should 
be constituted, having Agriculture Marketing experts, members from the 
floriculture industry, floriculture scientists, and representatives fi-om the Customs 
and the Airport Authority of India, on its panel. The committee should review the 
implementation of various projects and promotional schemes, and occasionally 
meet to assess the results and make perspective plans. A Government body could 
be constituted to monitor the quality standards in export oriented floriculture 
units, so that all the units start producing quality flower and plants, conforming 
strictly to the international standards and to increase the overall image of Indian 
floriculture products in overseas markets. In response to the questionnaire relating 
to the research survey, Mr. Atul Vashisth, Managing Director of New Delhi based 
Samak Farms & Nuseries, strongly feels that the Government should set up R&D 
facility in'collaboration with the growers, so that need-based research could be 
undertaken. Mr. Vashisth emphasizes that Agriculture Universities should provide 
practical training to students, in commercial floriculture. 
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8.4 Transportation related Strategies 
(a) Quality Maintenance during Transit & Cold Chain Linkage 
Cut flowers are one of the most highly perishable commodities and their shelf 
life deteriorates by every passing hour. Thus, floriculture exporters should ensure 
that the transportation phase upto the target market is as short as possible. Air 
cargo space should be booked well in advance, so that the storage period at the 
airports is minimised. Floriculture exporters in a particular region can 
cooperatively pursue the State Governments for the upkeep of roads from the 
farms to the airport, so that easy transit is possible and flowers are not bruised due 
to bumpy roads. 
According to Mrs. Nancy Laws (1997), a small bruise on an "A" class rose 
may push it back to "B" class, which results in a drop of price, by as much as 30 
percent. She suggested that the Farm managers should take precautions to avoid 
quality loss, such as not to bring a car or truck near the storage-place of flowers, 
as the ethylene gas released by these vehicles cause damage to the flowers. 
Airports are yet another place with plenty of ethylene released by aeroplanes. 
Thus, it is emphasized that flowers be kept at the airport for as much minimum a 
period as possible. Further, during the cold storage at the airport, flowers should 
be well separated from other perishables like fi\iits and vegetables. The fiTiits are 
more hazardous to flowers as they respire too vigorously. 
(b) Reduction in Transit Time 
Time is a vital factor and all operations are time bound. India's first Prime 
Minister, Pandit Jawahar Lai Nehru once said that anything can wait, but 
agriculture cannot wait, as it is seasonal and time bound (Venkataratnam, 1997). 
This applies equally to the commercial floriculture of the present times. One of 
the most perishable of the high value horticultural crops, cut flowers have 
specificity in their harvesting, post-harvest handling and transportation. The 
market losses of cut flowers in India, due to inefficient post-harvest handling is 
estimated to be around 20-40 percent (George, T., 1999). The longevity or shelf 
life of a flower is a genetically determined factor. Flowers like Orchids or 
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Anthurium have a large shelf life but most of the other flowers, particularly 
summer flowers have a very short shelf life. In order to increase the shelf life and 
reduce the post-harvest losses, it is necessary to reduce the transit time, so that the 
flowers reach the final customers in their best form. 
Exporters generally face problems like inadequate cold-room space at 
the airports or non-availability of cargo space in major airlines. In order to make 
the system quick and efficient, exporters should pursue the Government to depute 
officials round the clock, particularly for perishable cargo, at the airports. 
Currently the cargo is accepted during the normal timings, and the complex is 
closed in the evenings. This not only hampers quick movements arriving in a day 
but also creates storage problems. Indian Government should follow the model 
from The Netherlands, Colombia or Ecuador, as these countries have a very good 
export cargo movement and are very successful in perishable commodity exports 
(Laws, 1997). Delays and cancellations of flights are also a cause of worry for 
Indian exporters. Moreover, airlines are also reluctant to pick up voluminous 
cargo, like flowers, as it does not give the kind of return to the airlines as the other 
heavy cargo gives. This would obviously require certain changes in the 
legislation, in order to effectively compete with other fast developing nations. 
However, Indian exporters should try to avoid indirect flights and book airspace 
well in advance. 
8.5 Export related Strategies 
(a) Up-to-date Information on International Requirements /Regulations / Trends 
In order to be competitive for the global market place, Indian exporters need 
to keep themselves abreast with the latest information relating to: 
• International regulations, particulariy with regard to product and packaging 
specifications. 
• Environmental regulations, particularly information regarding prohibition in 
the use of certain chemicals for plant protection / fumigation. 
• Customs regulations of the major importing nations and amendments thereof 
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• Consumer profiles, behaviour, trends, life style / living standards and general 
economic conditions in the major importing nations. 
• Varietal demand and turnover at the major international auctions. 
• Current statistics of the world trade and the strengths and weaknesses of the 
competing nations. 
• Schedule of the major floriculture trade fairs and exhibitions, held world wide. 
• Latest developments in floriculture research, introduction of new commercial 
varieties and assessment of their potential demand in international markets. 
Floriculture exporters can maintain contact with official information sources 
in the concerned importing nations. Exporters should also maintain contact with 
the Economic Development & Trade Promotion offices in various Embassies. The 
responsible officers in these embassies have in addition to their other 
responsibilities, that of providing the most recent texts of the relevant regulations 
to the attention of the exporters. In response to the questionnaire relating to the 
research survey, Mr. Vijayan N.G., Director of New Delhi based UT Agro 
Products Ltd., believes that Strategic Management of demand and supply can 
improve the price realizations at international auctions. 
(b) Exploration of New Markets 
Indian exporters have to pay 9.6 to 13.6 percent import duty when they send 
the flowers to the European Union markets {Profile on Floriculture, APED A). 
Most of the Indian floriculture firms send their produce to traditional European 
markets, particularly The Netherlands, UK and France. Industry experts in the EU 
are optimistic that developing nations like India have the potential to become 
major players in the EU market. However, they strongly feel that in order to 
achieve a high degree of success in market penetration, Indian exporters must 
directly target all the major markets like Germany, instead of routing their 
products to these markets through The Netherlands {Floriculture Today, March 
1997). Indian exporters have to face an unfair tough competition fi-om the 
established players in floriculture trade, like Colombia, Kenya, Ecuador, 
Zimbabwe and Israel. All these nations pay no duties on flowers exported to the 
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EU, only Israel is subjected to quota restrictions, otherwise it also enjoys full GSP 
benefits and flowers are exempted from import duties {Indian Export Bulletin, 
March 1997). 
Thus, Indian floriculture firms must explore new markets. Japan is 
increasingly becoming an important market for Indian roses, orchids and 
chrysanthemums. The Gulf market can also be aggressively tapped by Indian 
producers, currently it is being catered to by The Netherlands and East Asian 
countries. Russia and the East Europe nations are becomhig an important growing 
market for floriculture products. The southern hemisphere nations like Australia, 
New Zealand and South Africa can be catered to successfully, as the flowering 
seasons of these countries greatly differ with India. 
(c) Formation of Exporter's Cooperatives 
Indian exporters in a particular region should cooperatively market their 
produce under strict quality control, through a common brand name, and try to 
build a long-term brand image and market share for their products. Export 
oriented floriculture units in a paiticular region can cooperatively use 
infrastructural facilities like, pre-cooling units, grading & packing halls, cold 
storage and refirigerated vans, to benefit from the economies of scale. Exporters 
can also jointly book air-cargo space, and during peak demands, can also charter 
planes to the main markets. 
Indian exporters can cooperatively target important auctions in Germany like; 
• NBV. Niederrheinische Blumenvermarktung eG. Hammer Lkandstrasse 
103, 41460 Neuss, Germany 
• UGA. Union Gartenbaulichere Absatzmarrkte Niederrhein. GmbH. Hans-
Tenhaefi-Strasse 44, 47638 Straelen, Germany 
Indian exporters should offer high quality products at the major trade fairs and 
auctions in Germany, which in turn would help them get into the choice set of the 
German (importer) wholesalers (Floriculture Today, April 1997). The major 
French auctions that Indian exporters could use in penetrating the French market, 
include: 
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• SICA Marche aux Fleurs de Hyeres, 2060, Vieux Chemin de Toulon, 
Quartier, St. Gervais, 83400 Hyeres, France. 
• MINde Nice, 06042 Nice, France. 
Auctions in France are gaining importance as being very useful for mass-
exporters from developing nations {Floriculture Today, June 1997). Access to the 
Hong Kong market, the third largest in Asia after Japan and Singapore is 
comparatively easy. There are no restrictions on imports and exporters are not 
required to pay custom duty or produce phyto-sanitary certificates. All the Indian 
exporters need, to penetrate this market, is to establish high quality standards and 
competitive pricing policy (Floriculture Today, December 1996). 
In response to the questionnaire relating to the research survey, Mr. Ramesh 
Poojary, Dy. Manager, Essar Agrotech Ltd., Mumbai, strongly feels that Indian 
floriculturists should form a cooperative and export through it. However, Mr. 
Poojary further adds that the growers are trying to market their produce 
individually, without looking at the benefits of common brand / collective 
marketing. Mr. Poojary believes that consistent quality and continued supply form 
the very basis of successful marketing and create a sense of reliability with the 
importers. Responding to the questionnaire, Mr. Vijayan N.G., Director of New 
Delhi based UT Agro Products Ltd., feels the need for cooperative marketing, 
which is a must for the survival and growth of the Indian floriculture industry. 
(d) Promoting Common Brand Nanie 
Israeli producers comprising more than 2500 are mainly small growers, who 
cooperatively export flowers to major European nations like UK, Germany, 
France, USA, Switzerland, Sweden, Norway, Japan, Finland, Italy, Spain and 
other nations. These flowers are marketed by Agrexco Ltd., under the well-
established brand name, Carmel. During the period October 1996 to September 
1997, US $ 50.1 million worth of Israeli flowers were marketed to the above 
mentioned nations under the Carmel brand, which constituted 18.6 percent of the 
total exports of flowers from Israel, during this period (Vliet, 1998). In the past 
Indian exporters have faced problems relating to price realizations, particularly 
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when some of the growers sent sub-standard flowers to the major markets and 
Indian products got a bad name. As some of the non-serious players tarnished the 
image of flowers coming from India, the importers gave Indian flowers a backseat 
at the international auctions. As a result the more serious players in the industry 
suffered due to the negative acts of a few. 
It is thus proposed that the genuine players should come under a common 
umbrella, form an association and promote their flowers under a common brand 
name. With regard to quality there should be no compromise and the association 
members should strictly adhere to the grading and packaging standards. The 
association should work towards building a long-term brand image and aim at the 
premium market, with a consistent supply of high quality products. The 
association should continuously search for new markets and promote their 
products at the major floriculture trade fairs and exhibitions, organized globally. 
Trade Fair participation is regarded as crucial in penetrating the French market. 
The major trade fairs are; 
• Florris5W2o, (Cut-flowers, World Orchid Festival) held every 3 years. 
• Pare des Expositions et Congres de Dijon, 3, Cedex, France, held 
annually. 
• Hortiflor (Florist's trade fair), held armuaWy. 
• BEPP - Bureau European de Presse et de Publicite, 44, avenue de George 
V, 75008 Paris, France. 
An international exhibition of Professional Ornamental Horticulture, 
Equipment and Accessories, Applied Technology & Services in Europe, is held 
every year in Milano, Italy, by the name MIFLOR. Which offers golden 
opportunity to exporters from India arid other flower producing countries to 
penetrate this highly developed cut-flowers market {Floriculture Today, April 
98). 
India has had a very good trade relationship with Russia, and Indian exporters 
should make their presence felt at the Flower Trade fairs, organized by the 
Russian Ministry of Agriculture, at Moscow. Most of the Russians prefer to 
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communicate in Russian only and English is generally not spoken. It is best to 
consult the Commercial section of the Indian Embassy in Moscow, who have 
their own panel of interpreters. 
Mr. Rohit Bhatia, Marketing Officer, Century International, Mumbai in 
response to the questionnaire relating to this research study, feels that a lot of 
promotional activity must be undertaken cooperatively alongwith improvement in 
quality, price reduction, improved packaging and good R&D, in order to improve 
the overall image of Indian floriculture products. 
(e) Indian Exporters should Aim at the Premium Market 
In floriculture, the quality of the same variety of flowers can vary even in one 
particular location, having similar climatic conditions and under similar 
greenhouse facilities and other inputs. The reasons for this variation are the 
differences in intentions, dedication or commitment. Many growers just feel 
happy by sending their flowers abroad in the name of export. What exactly is the 
price realization and how much profit they could have earned had they sent high 
quality flowers, is something they are not very much worried about, as many of 
them had already got their investments back through different sources. This is 
because many promoters raise capital through public issue of shares or through 
loans, and always aim for Govenmient concessions and subsidies. Flowers of 
- such projects are marketed abroad alongwith flowers, which are a result of hard 
work & sincerity. If one project can grow good flowers, why cant the other do, 
with similar resources? The importers see all flowers coming from India as Indian 
flowers and do not distinguish good finns from the bad ones. 
The UK market accepts lower grades of flowers than other European markets 
like Switzeriand, The Netheriands and Germany. However, shelf-life and 
freshness is equally important to the UK market and it pays premium for high 
quality flowers. Indian exporters should supply quality flowers to the UK market 
since quality standards are improving in UK and many developing nations like 
Kenya, Zimbabwe, Thailand and Morocco increasing their share in the UK's 
imports (Floriculture Today, January 1997). The Swiss consumers with their high 
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average standard of living are particularly highly conscious for quality. The Swiss 
market is noted for its stringent requirements in terms of freshness and uniformity 
of colour and size. Competition in Swiss market is intense and high prices are 
obtained for the very best grades of flowers. Moreover prices always rise during 
holiday and festival seasons. Exporters are advised to check for packaging and 
product specifications for particular flowers with their importers, well in advance. 
As labour costs in Switzerland are quite high, the importers prefer prepared 
bouquets and sleeve wrapped bunches of flowers from the specialist developing 
country producers. 
According to Mr. Susumu Sugiyama, Director, Japanese Cut-flowers 
Association & President, Flora International Co. Ltd., Japan, the cut-flowers 
market in Japan is divided into four classes. The upper most class is the up-market 
florist who sources the best quality flowers and pays a premium price of 180 yen 
per rose stem. This segment prefers flowers from home production or from The 
Netherlands. The second class of florist sources rose flower @ 100-135 yen per 
stem. The third class of florists source rose flowers @ 70-95 yen per stem, while 
the fourth segment pays @ 40-70 yen per rose stem, and is currently 
accommodating most of the Indian prodtace. Mr. James Reece, Manager Imports, 
Flora International Co. Ltd., Japan, during his hieeting with Indian growers in 
1997 in New Delhi, pointed out incidents where sub-standard flowers were mixed 
among the upper grade ones. Mr. Reece advised Indian growers to be careful 
while grading and bunching, keeping uniform bud size and uniform stem 
thickness (Floriculture Today, July 1997). It is thus in the interest of firms which 
put their best efforts in quality management, to join hands and market their 
produce under a common brand name, and always aim at the premium market. 
8.6 Other Strategies 
(a) Continuous Research and Development Efforts 
The choices of consumers across the globe keep on changing like fashion. 
Therefore, it is very important to grow the latest varieties, in order to effectively 
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cater to the changing floriculture requirements of the world. At present, the bulk 
of Rose varieties grown by Indian firms are produced worldwide on a large scale 
and there is no doubt, a continuous demand for these varieties. But when there is 
an over supply in the market, these varieties are the first to suffer. Moreover, if 
South American and African firms offer a somewhat bigger bud or nicer foliage, 
these will be the first to be picked up in the market. Therefore, Indian producers 
should offer something special to the market, besides, the common varieties. 
Many European firms are constantly evolving new varieties to suit the global 
demands. These firms promote new potential varieties in the major markets and 
supply these to the developing nations for flower production and thus, reap a rich 
amount of royalty. India has a rich resource of scientific personnel. Indian firms 
can jointly, if not individually create R&D facilities and employ some of the best 
brains in plant breeding and molecular genetics, to develop long-stemmed, large-
bud varieties. Indian firms can jointly get their varieties patented through a 
cooperative and promote them at major international floriculture trade fairs and 
exhibitions, around the globe. 
(b) Establish Strong, Organized Domestiic Market 
An infant export oriented floriculture industry, like the one in India needs a 
strong, well organized domestic market to absorbs its non-exportable stuff and 
thus for the viability of the units. The domestic floriculture market in India is very 
large, but is still unorganized, particularly at the retail level, which lacks modem 
display and storage facilities. Majority of florists in India are unprofessional and 
lack proper knowledge relating to handling and enhancing the shelf-life of 
flowers. The florists can play a pivotal role in promoting the use of flowers and 
creating awareness among consumers, relating to the better display of flowers. 
The growers can cooperatively promote the export-oriented varieties by 
organizing training camps and sponsoring flower arrangement classes and 
competitions. Consumers are in general not aware of the quality differences 
between an international class variety of flower and a common variety. 
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According to Dr. T.V. Reddy (1999) of the Karnataka Agro Industries 
Corporation, the marketing of flowers is not well organized at present in India. 
Most of the flowers are marketed through wholesalers, with or without 
commission agents as intermediaries. In order to provide higher returns to the 
growers, the best possible link is from the grower direct to the retailer, and this is 
how a large proportion of trade is done in Japan, USA and Europe. However, it is 
not very practical, as the retailer needs a wide assortment of flowers. Thus, it is 
proposed that the growers should form cooperatives, so that they can coordinate 
their selling and transport operations. 
(c) Determination of Competitive Advantages for a Particular Region and then 
exploiting them properly 
India has varied climatic conditions for growing a large variety of flowers, but 
at the same time the conditions are not very outstanding either. In many areas the 
soil and water is of marginal quality with either low organic matter content, too 
much of bicarbonates, too high or too low pH. In many areas, it is either too hot, 
too humid or too dry during part of the growing season. This can be partly 
overcome by investments in growing medium and investments in climate control 
equipment. But these higher investments and running costs, together with costly 
air-freight, selective duties on Indian flowers by the EU, overseas handling costs, 
high capital costs, and natural calamities like cUmatic variations and pests / 
diseases, make export oriented floriculture a marginal venture. 
Thus Indian entrepreneurs before going in for projects relating to any of the 
products having a growing demand in the international market, should first 
determine as to which of the climatic regions are best suited for growing that 
particular plant variety, under the minimum requirements of artificial shade and 
climate control equipment. While determining the best place for growing a 
particular variety, other variable have also to be considered, like easy and quick 
access to the international airport, good road connections, direct flights, regular 
electric supply and a favourable attitude of the State Government, to support the 
industry. 
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(d) Constant Assessment and Comparison with the Better Competitors in the World 
by Indian Exporters 
It is necessary for any export oriented industry to keep track of the strengths & 
capabilities of the competitors in the international market place and determine as 
to whether the competitors would be able to carry out their strategies more 
effectively for achieving their goals, in the face of their inherent weaknesses and 
intense competition in international markets. Every nation possesses certain 
advantages that place it in a comfortable position to have an edge over its 
competitors. This is particularly in relation to having a vast resource of raw 
material, naturally available bio-resources, technological advancement through 
continuous R«&D, skilled manpower with a high level of commitment towards 
productivity and a patriotic zeal of top managers to create a good name for the 
nation, by supplying superior quality products to the global market. 
India does certain possess the natural advantage of having varied agro-
climatic conditions to grow a large number of commercial crops, still India's 
share in the world floriculture trade is insignificant, as such advantages have not 
been fully exploited by export oriented floriculture units that have sprung up 
during the past decade. Wrong selection of plant varieties and species for projects 
which were primarily located just to have a close proximity to international 
airports, and ignoring other important factors relating to floriculture production 
has resulted in many firms becoming unviable, particularly in North India. The 
reason being that firms were not able to match high costs with the meager profit 
or sometimes a loss fi-om overseas realizations. 
Though Indian floriculture industry is growing at a fair pace and during the 
period 1988-89 to 1998-99, exports have registered a considerable rise i.e. fi-om 
Rs. 4.67 crores to Rs. 105.96 crores, respectively. However, it has still to match 
its efforts with the capability it possesses and the opportunities that exist in the 
global market place. The fact cannot be ignored that other developing nations in 
' Asia, South America and Afiica, possessing similar type of advantages are doing 
extremely well and have made a much larger share than India in the global 
194 
floriculture trade. It is time for Indian exporters to assess and realize which 
products they can competitively produce and how best they can take advantage of 
the opportunities that exist for them. 
In response to the questionnaire relating to the research survey, Mr. Rohit 
Bhatia, Marketing Officer, Century International, Mumbai, strongly believes that 
the Indian floriculture industry will be able to stabilize its foothold within the next 
five years or so. In response to the questionnaire, Mr. Rohit Eswaran, owner, 
Jayasiri Agro Products, Coorg, Kamataka, is quite optimistic that India can 
project itself among the top five in floriculture trade, if the fi^eight costs are 
reduced by half and Indian exporters market their produce cooperatively. 
(e) Need for Increasing the Share in the World Floriculture Market 
Competition for the fiiture is competition for the opportunity share, rather than 
market-share i.e. a competition to maximize the share of fiature opportunities, that 
can be potentially assessed within the broad opportunity arena (Hamel, 1996). In 
recent years South American and African nations are fast expanding their 
floriculture exports, and India has to compete with these and other nations having 
similar climatic and soil conditions, and availability of inexpensive labour. The 
least developed nations that have entered this trade are the potential competitors, 
as they enjoy the natural advantages of climate and soil, and the preferential tariff 
concessions by the EU markets. 
In order to compete globally, the Indian floriculture industry should consider 
organizing and enhancing their capacities and capabilities, in addition to enjoy the 
advantages of natural resources. Indian floriculture firms must realize that 
economies are developing globally and competition is intensiiying very fast. 
Indian floriculture industry must gear up to gain the opportunity share in the 
potential global floriculture trade. In response to the questionnaire relating to this 
research study, Mr. Ramesh Poojary of the Lonavala based, Essar Agrotech Ltd., 
calls upon floriculture firms to first unite in order to survive and then lay 
foundation for a healthy growth. 
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APPENDIX 
Dated : 
To 
The Managing Director 
Dear Sir/ Madam, 
I am Conducting a survey of the main exporting firms in floriculture, to ascertain 
the magnitude of problems the Indian floriculture industry is presently facing. The 
requirements and expectations of the industry in the wake of global opportunities 
and competition, are to be studied. The status of Indian floriculture industry in the 
international marketing arena is to be analysed and conclusions to be drawn, 
leading to suggestions regarding the strategic course of action. 
This study is purely academic and is undertaken to collect primary data from the 
industry, to help me fulfill the requirements of Ph.D. course in Business 
Administration. The questionnaire is divided in three parts. Part 'A' relates to 
firm-specific questions of a general nature, while in part 'B' & ' C , your valuable 
opinion is required for the industry- related issues. While special care has been 
taken not to seek confidential information relating to your firm (Part 'A'), 
however if you do not wish to divulge any/all of such information, your valuable 
views and suggestions in part 'B' & ' C , will be of great help for this analytical 
study. The filled in questionnaire may kindly be sent to me in the enclosed self-
addressed envelope. 
Thanking you. 
Yours faithfully. 
Mohd. Afaq Khan 
Student of Ph.D course, 
Department of Business Administration, 
A.M.U., Aiigarh - 202 002. 
QUESTIONNAIRE 
PART - A (General Information). 
1. a) Name of the Company 
b) Address 
2. Status (Producer exporter/Merchant 
exporter) 
3. Year of establishment 
4. Location of the Farm 
5. Size of the Farm a) Covered area 
b) Open field area 
6. Crops grown: 
a) 
i) 
ii) 
iii) 
iv) 
V) 
vi) 
vii) 
viii) 
ix) 
X) 
Under Cover 
Total covered area 
Area in 
hectares. 
b) 
i) 
ii) 
iii) 
iv) 
V) 
vi) 
vii) 
viii) 
ix) 
X) 
In open field 
Total open area 
Area in 
hectares. 
7. Do you have any technical, financial or other collaborations ? If yes, please provide 
information with respect to the following agreements : 
a) Technical Collaboration 
b) Financial Collaboration 
c) Buy back agreement 
d) Any other 
8. Do you have any arrangements for the import of the following ? Please mention the 
supplier's name and the country from where the following are being arranged. 
a) Planting material : 
b) Greenhouse : 
c) Other equipment : 
d) Technical personnel & consultants : 
e) Any other : 
9.Please give information relating to the present export markets, for your products 
a) 
b) 
c) 
d) 
e) 
f) 
R) 
h) 
i) 
i) 
Country Products Exported 
10. Please give 
a) 
b) 
c) 
d) 
e) 
f) 
8) 
h) 
i) 
i) 
Name of the crop Varieties for export 
11. What are your future plans for expansion/diversification ? 
12. Any other information relating to your firm, that you would like to mention ? 
PART - B (Structured interview). 
1. What do you think should be the minimum viable size of a floriculture project ? 
a) Less than 2 hectares. I ' b) 2 - 5 hectares ' ' 
c) 6 - 1 0 hectares I 1 d) More than 10 hectares I 1 
Please rate the importance of the following on a 5 - point scale. 
( Scale : 1 = Not important, 2 = Somewhat important, 3 = Important, 
4 = Very important & 5 = Extremely important). 
a) Careful planning of projects. i 1 b) Selection of plants/varieties. ciz 
c) Proximity to international d) Update information on international 
Airports ' ' requirements/regulations/trends!—— 
e) Adoption of new technologies. ' ' f) A diverse product-line 
g) Saving on production costs. ^—' h) Quality coritrol measures. ^— 
i) Effective packaging. ^^^^ j) Grading & conditioning. CI 
k) Cold chain linkage. I 1 1) Exploring new markets. CI 
m) Need for organised domestic , , n) Cooperatively export floriculture 
market. Products. C 
o) Research & Development I I 
3. How often do you visit your farm ? 
a) Upto 2 times a month . i 1 b) 3 - 5 times a month. [Z 
c) 6 - 1 0 times a month. i 1 d) more than 10 times a month. 
4. In order to benefit from the economies of scale, do you think Indian 
growers/exporters should cooperatively use cold chain facilities ? 
Yes CZZl No C ^ 
If yes, in order of importance, please rank the use of the following on a cooperative 
basis, on a 5 - point scale. 
( Scale : 1 = Not important, 2 = Somewhat important, 3 = Important, 
4 = Very important & 5 = Extremely important). 
a) Grading & Packing halls I I b) Pre-cooling chambers i 1 
c) Refrigerated vans i 1 d) Air cargo space | 1 
e) Any other, please specify | 1 
Has any attempt been made in this direction ? 
Yes 1 = 1 No ( = ] 
If yes, with regard to which of the following '? 
a) Grading & Packing halls C=2 b) Pre-cooling chambers 
c Refrigerated vans d Z ] d) Air cargo space 
e) Any other, please specify i 1 
a) Do you think India has any competitive advantage in the global floriculture 
market-place ? Yes >——' No ' ' 
b) If yes, please specify with regard to : 
i) Natural advantage : 
ii) Cost advantage : 
iii) Innovative advantage : 
iv) Any other advantage : 
Please rate the following disadvantages/shortcomings which affect floriculture firms 
in India on a 5-point scale. 
(Scale : 1 = Not at all affect, 2 = Somewhat affect, 3 = Medium effect, 4 = High 
effect & 5 = Very high effect). . 
a) Costly airfreight ' ' b) High cost of capital 
c) High cost of technology I 1 d) Bad interior roads 
e) Interrupted power supply I 1 f) Weak domestic market 
g) Lack of technical personnel I 1 
h) Insufficient cold room space at major international airports 
i) Tedious phytosanitary certification 
j) Non-availability of cargo space during peak seasons 
k) Lack of fumigation facility at major airports 
1) High royalty on planting material 
m) High rate of E.U. duty on Indian floriculture products 
n) Non-availability of good quality planting material in India 
o) Non-availability of selected plant-protection chemicals in India 
p) Any other, please specify ; 
Are you satisfied with the following works done by the Indian Government to boost 
floriculture exports? Please rate the satisfaction level on a 5-point scale. 
(Scale : 1 = Extremely dissatisfied, 2 = Dissatisfied, 3 = Neither satisfied nor 
dissatisfied, 4 = Satisfied & 5 = Extremely satisfied.). 
a) Establishment/enhancement of cold store space at major airports 
b) Subsidies to exporters for purchase of refi-igerated vans and other cold 
-chain infrastructure 
c) Subsidies for establishment of greenhouse 
d) Air freight subsidy 
e) Promotional work through trade fairs/buyer-seller meets 
f) Work relating to establishment of Floriculture Infrastructure Parks 
g) Work relatmg to establishment of Flower Auction Centres 
h) Abolition/reduction of import duty on planting material 
1) Overall role of the Government in promoting floriculture exports 
PART - C (Unstructured interview) 
1. The past decade has witnessed a spurt in commercial production of floriculture 
throughout the country, still Indian floriculture has not made any significant mark 
in the global market-place. What do you think are the reasons ? 
What steps do you expect from the Government to further boost the production and 
Exports of floriculture products ? 
3. Quality-wise Indian floriculture products do not command a high brand image and get 
low realisations at international auctions. What course of action do you think the 
Indian floriculturists should take to improve the over-all image of Indian floriculture 
Products ? 
4. (a) Nineteen per cent (1997 data) of Israeli producers export through a brand name 
'Carmel'. Do you think some Indian producers should cooperatively market their 
produce under strict quality control, through a common brand and try to build 
long-term brand image and loyalty in the international market place ? 
(b) Has any attempt been made in this direction ? 
5.(a) Do you believe that a strong domestic market is necessary for quality production 
and viability of floriculture units ? 
(b) Do you foresee inter-firm rivalry in the domestic market as a bench-mark for 
quality production and to effectively gear up to compete in the global market 
arena ? 
6.(a) Who are the major competitors for India in the global floriculture market ? 
(b) Which nations do you foresee as potential competitors for India in the coming 
decade ? 
7.(a) What should be the target markets for Indian floriculture products ? 
(b) Do you believe the Indian floriculture industry will stabilise its foot-hold within the 
next 5 years or so ? 
8. Any suggestions for the Indian floriculture industry ? 
Place ; Name of Company Spokes-person : 
Dated : Designation : 
(Thank you very much for your kind cooperation) 
